





“‘Neighbor — There 
Just Isn‘t Any Better 
Way to Cure Your 


Add New Profits To Your 


Home Butchering Supplies Department 


Farmers are fast learning that there is a new improved way to 
cure hams and bacon and make sausage. Naturally, the farm 
trade comes to your Home Butchering Supplies Department for 
needed equipment. Make new profits by adding to your Sup- 
plies Department Morton’s meat pump, Morton’s Sugar-Cure, 
Morton's Tender-Quick and Sausage Seasoning. 


This famous and acknowledged leader of all meat curing lines 
—known and advertised in color pages from Coast to Coast— 
offers extra profits—profits that will repeat themselves year 
after year. 


Attractively and modernly packaged—easy to handle and dis- 
play—Morton’s meat curing products and meat pump belong 
in your store if you serve farm trade. 


Write today for complete information and dealer's price list. 
The heaviest home meat curing season is just ahead. 


MORTON SALT COMPANY 


208 W. WASHINGTON ST., CHICAGO, ILL. 
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Free Meat Curing Books 
and Display Material 


We supply you attractively illus- 
trated meat curing books and 
dealer display material. This ma- 
terial and Morton’s meat curing 
products will help dress up your 
Home Butchering Supplies Dept. 
Sample booklet on request. 
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his is one ad we always enjoy writing —for it gives us 
a chance to say “Merry Christmas” to our legion of friends 


in the trade. 


And this year, we add a promise to our good wishes. A 
promise to do everything in our power to make ‘40 the 
biggest Yale year ever! 


Greater advertising coverage — more merchandising assist- 
ance—a wider and more comprehensive Yale Line.. .all are 
part of the barrage for business that we plan for the com- 
ing year. A barrage that is aimed at fulfilling the promise 
of our set of Business Building Blocks... more Yale sales 
for 1940—MORE PROFITS FOR YOU! 
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sold Republic Steels in 


REPUBLIC STEEL 
PRODUCTS FOR THE 
HARDWARE TRADE 


Every time you sell an electric train or other toy made of steel, 
you may be selling Republic steels. 

Toy manufacturers demand high quality in the steels they 
use—in the tin plate and black plate which may become a toy 
railroad car or a “tin” soldier — in the silicon steel sheets or 
strip which makes possible compact, efficient electric motors 
—in the steel pipe which gives strength to playground equip- 
ment —in other steels which eventually become a necessary 
part of a toy. 

That’s why many manufacturers use Republic steels. That’s 
why you sell Republic steels when you sell toys. 

And, incidentally, that’s why you should handle the Republic 
hardware items illustrated on this page. They, too, are high- 
quality products — made in the same mills and to the same rigid 
specifications as the steels supplied to fabricators. They, too, 
will please your customers — just as do the Republic steels 
which you sell in toys, refrigerators, hand tools and other 
products bearing nationally-famous brand 
names. 

Insist that your jobber send you Repub- 
lic hardware products. If he doesn’t stock 
them, write us. 


REG. US PAT OFF 
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WATER WATER EVERYWHERE 
and Not a Drop fo Carry! 


DEPENDABLE SERVICE 
Equal fo City Water’ Supply 


MYERS WATER SYSTEMS 


In this day and age people turn to modern things for comfort 
and convenience. That's why dealers the country over are featur- 
ing Myers Water Systems. Water, water everywhere and not a 
drop to carry provides a compelling sales feature that invariably 
brings new business from those who have been accustomed to pump 
and carry water all of their lives. 














Added to this, the popularity of Myers Water Systems has grown 
largely from their ability to give users complete satisfaction. Ample 
capacity, minimum power costs, trouble-free operation, durability 
— it's lots easier to sell a line like the Myers with dependable per- 
formance values than it is to offer something else equal to the 
Myers. 





Write us or ask your nearest Myers Distributor 


THEF.E.MYERS & BRO. co. 


ASHLAND, OHIO. 
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MYERS WATER SYSTEMS 
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There they are, Dad 
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... See the red and white labels 


There are two mighty good reasons why customers remember Bethlehem 
Bolts and Nuts and ask for them again. First of all, the bright, colorful red and 
white labels attract attention, act as powerful silent salesmen on the shelves. 
Then—once a customer has used Bethlehem Bolts and Nuts, he remembers 
them favorably. He remembers their uniform high quality, the clean, smooth 
fitting threads and the snug, sure fit of wrenches on nuts and heads. 

Ask your distributor about the attractively packaged line of Bethlehem 
Bolts and Nuts. It’s a real business builder. 











Bethlehem Bolts are packaged in paper cartons Machine Lag 
in the following sizes: and Carriage 
fp 5" long 4" long 
#s'' and 34"' bolts up to............. ..| 5Y2" long 5'/." long 
ia", '/2"' and 54" bolts up to............... 31/2" long 4"" long 

















Some longer bolts are packaged in paper with the same attractive label. 


BETHLEHEM STEEL COMPANY 


DECEMBER 14, 1939 











FOR THAT FREE SWING! 











No. 500 
Ball Tip Butt 





No. 508 No. 518 
Light Narrow Butts 





No. 528 No. 529 
Light Narrow Butts 





National Builders’ Hardware is 
sold direct to the retail dealer—a 
policy that promotes quality, serv- 
ice and direct selling cooperation. 
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DOOR BUTTS 


HE assurance of smooth, friction-free 

door action is built right into these door 
butts. They are sturdily built of fine steel 
stock with each part carefully designed and 
machined to work in perfect coordination 
with the others. This reduces wear and strain 
to an absolute minimum. 


This fine array of hardware gives some idea 
of the wide assortment of styles and sizes 
embraced in the National line. For a com- 
plete listing of the entire line we suggest 
referring to the latest National catalog, which 
also gives complete information about the 
various sizes in which each style of butt is 
made and the many fine finishes in which 
butts can be furnished. 


There is a copy of this informative National 
catalog reserved for you; write for it if you 
do not already possess a copy. 


x 


NATIONAL MANUFACTURING 
COMPANY 
STERLING «~~ ILLINOIS 


HARDWARE AGE 








with 


against 















eC Soon the choice will be up to you 


or Will you be selling Royal Rollator Refrigeration in 1940 . . . a brand new line 
2] of superb refrigerators in which, from top to floor, there’s space galore .. . 
extra space set free by Rollator simplicity? Or will you be selling against this 
great competitive advantage? 

Will you be selling a refrigerator that says to the housewife, “Help your- 


' self to an extra shelf. . . at no extra cost”? Or will you be selling against this 
n spectacular offer? 
Will you be selling a refrigerator powered by the simple, trustworthy Royal ) 
Rollator unit . ... the King of Cold-Makers? Or will you be selling against it? | 
1 . . . | 
5 These are things for you to decide. So that you may be fully informed . . . see ! 
for yourself all that Norge dealers will be selling in 1940 . . . you are most / 
3 cordially invited to attend the Norge Preview in your locality. Just fill in 
} and mail ‘the coupon below and you will be notified as to the time and place ) 
~ of the nearest Norge Preview. | 
| 


—" 


Greater NORGE for 1940 


NORGE DIVISION BORG-WARNER CORPORATION, DETROIT, MICHIGAN 









Norge Division Borg-Warner Corp. 
670 E. Woodbridge St., Detroit, Mich. 






Yes, I would like to take in the nearest Norge Pre-view. With- 





out obligating me in any way, please advise me as to the time 







and place. 










NAME 










ADDRESS 











CITY STATE. 
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IT TAKES GOOD MEN AND GOOD ROPE TO DO THIS WORK! 








Rope, to be really good, must be quality controlled through 
every step of its manufacture! 


Columbian inspectors carefully check each and every 
operation—from the selection of the finest Manila fibre by our 
own experts living in the Philippines, to the final inspection 
of the finished product. 


In the big Columbian factory at Auburn, New York, the most 
modern precision machines are operated by craftsmen highly 
skilled in the art of rope making. 


That is the reason why Columbian Pure Manila Rope has 
gained international fame as being high in quality and 
dependability. 


COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” New York 


COLUMBIUAN rnin: ROPE 


PHOTO, JAMES SAWOERS 
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KEYSTONE 


POULTRY NETTING 


Two improved fabrics that are noticeably 
better than ordinary nettings. You see the 
difference as soon as you unroll them. There’s 
greater stiffness and strength. They unroll flat, 
are easier to handle, and cut cleanly without 
waste. Show these better fabrics to your cus- 
tomers. They’!l boost netting sales. 

Made in 1 inch and 2 inch mesh, 19 and 20 
gauge wire, and heights from 12 to 72 inches. 
Galvanized before or after weaving, as ordered. 
Standard 150-ft. rolls. Write for prices and 
specifications. 


















Ys Seyi cards 
















(Above) A well-known and popular 
style, but made with the improved lock- 
twist that adds greatly to its stiffness. 
Mesh is tiniform and firm. It will not 
curl or buckle easily, and is a pleasure { 
to handle. i 


\STRAIGHTLINE 


(Below)— Woven so that all stretching 
strain comes on its straight line wires, 
as in regular farm fence. No top and 
bottom boards are needed, and fewer 
posts. There is no shrinkage in width 
when stretched. It makes a better fence 
with less time, labor and material. 










KEYSTONE STEEL & WIRE CO. 


Department P PEORIA, ILLINOIS 
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Iror WELL-ROUMNDED CHRISTMAS STOCKS 
F 


@ The fine reception given the Mercury 
De Luxe models earns them a place in 
every well-rounded Christmas stock. 
They are tops in “de luxe” and surpris- 
ingly moderate in price. We feel that 
they are the most beautiful bicycles 


in production. ! 


Their “eye appeal” 
has been tested on 
hundreds of sales 
floors in competition 
with virtually every 


other make and the 











results have been very gratifying to us 
and very profitable to the merchants. 


These fully equipped models are styled 
to sell themselves and priced to compete 
in the volume market. If you have not 
already included them in your Christmas 

"em stock, by all means 
let us send you com- 
plete catalog and 
prices at once. 

a 

THE MURRAY OHIO 
MFG. COMPANY 


CLEVELAND, OHIO 
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New Heller Code Symbol feature completely 


identifies every NUCUT File for length, shape 


and cut. .”. gives your customer a quicker, surer 


way to buy NUCUT. .. makes your selling easier. 


One glance at the Heller Code 
Symbol on a NUCUT File tells 
you that here is the handiest 
file buying aid, and most effec- 
tive sales booster, you ever 
saw. 


When you sell an identified 
NUCUT File, you are letting 
your customer know he is pur- 
chasing exactly the file he asks 
for. The Heller Code Symbol 
does this for you. More than 
that, you are able to give 
quicker, better service. Your 
customer will like the attention 





you give him ... plus the bet- 
ter filing NUCUT gives him... 
plus the assurance the Heller 
Code Symbols give him. That's 
why he comes to you again 
and again. 


That's why, also, dealers say 
BUSINESS SMILES WITH 
NUCUT FILES. Get the details 
on how you can cash in with 
NUCUT. No obligation. 


HELLER BROTHERS COMPANY 


Newark, N. J. Newcomerstown, Ohio 
























QUICK HELLER FILE FACTS 


REMOVES MORE METAL 
CUTS FASTER, LEAVES SMOOTHER FINISH 
CLOGS LESS FREES MORE QUICKLY 
TOUGHER LASTS LONGER 
ONLY FILE WITH PATENTED 
WAVY TEETH’ FEATURE 
POSITIVE AND COMPLETE 
IDENTIFICATION HELLER CODE 
SYMBOLS ON EVERY NUCUT FILE 


HELLER NUCUT “WAVY TEETH’ FILES 


PATENT No. 2027039 
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SOUTHERN CYPRESS 


CALLS WHITE LEAD ¢ 





oe 
HAT others interested in selling 
building materials think of 
white lead and the lead industry’s new 
advertising campaign is shown in the 
letter reproduced here. 


It’s a drive that’s hitting on all six, 
month in and month out—a campaign 





that puts a real push behind your own 
sales efforts. 


The result is bound to be a greater 
public appreciation of the advantages 
of white lead paint —and better white 
lead sales for paint dealers. Why not 
get your share? 


LEAD INDUSTRIES ASSOCIATION, 420 Lexington Avenue, New York, N. Y. 
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EASY ACCESS TO 
COMPLETE STOCK! 


The top of the Stanley 
Hardware Merchandiser 
is made of four panels, on 
which samples of stand- 
ard hardware items are 
mounted. Panels are 
hinged at the top so they 
can be lifted for easy 
access to stock under- 
neath. A support holds 
each panel up out of the 
way, leaving two hands 
free. There are three par- 
titions inside. All items 
are standard quantities in 
standard packages. 


BUILT TO MEET 
YOUR NEEDS! 


The Stanley Hardware 
Merchandiser measures 
84” long, 30” deep, 14” 
high at the back and 4” 
high at the front. Dur- 
able and attractive, it has 
met with immediate favor 
with retailers. 








“SHELF HARDWARE 


becomes A COUNTER ITEM! 





With This New Stanley 
Hardware Merchandiser 


ERE’S your chance to get fast-selling hardware items 
off the shelves and out where customers can see and 
buy! This New Stanley Hardware Merchandiser 
HDT-2 is supplied with a balanced assortment of standard 
hardware items. It’s a compact unit that sets on a standard 
display table. It’s handy—a sample of everything is 
mounted, with price markers. Customer makes his choice, 
vou lift the panel, and there’s the item in the regular Stanley 
box; and the display is colorful... bright blue. 
There isn’t a “dead” item in the entire assortment. It’s 
a tested answer to the question of what to stock, how much 
to buy, how to sell it. Let us prove it! Order a Stanley 
Hardware Display from your jobber. The Stanley Works, 
New Britain, Conn. 


ORDER ONE FROM YOUR JOBBER! 


STANLEY 


TRADE MARK 


HARDWARE FOR CAREFREE DOORS 
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Informal Editorial Comments 





Christmas Sales :— 


To date, reports about Christ- 
mas gift selling volume are most 
encouraging and indicate that this 
year’s sales are substantially ahead 
of the same approximate date of 
last year. In the 23 states where 
Thanksgiving Day was observed a 
week early, mixed opinions are ex- 
pressed regarding the benefits to 
retailers, in having theoretically 
an extra selling week on holiday 
goods. The most complete data, as 
usual, comes from metropolitan de- 
partment stores which keep ex- 
tremely accurate daily records of 
crowds, sales, etc. Almost without 
exception these stores report heavy 
crowds and active buying with bet- 
ter-grade merchandise getting ma- 
jority attention. Another interest- 
ing comment from department 
store reports concerns so-called 
“lay-away” orders placed in No- 
vember for delivery during De- 
cember. These are much heavier 
than in 1938 and compare favor- 
ably with 1937 which was an ex- 
ceptionally fine year. Hardware 
sales reports are too incomplete 
to present, as yet, a very finished 
picture, but such reports as have 
been obtained are entirely on the 
favorable side indicating that 1939 
Christmas gift sales volume will 
be an outstanding bright spot in 
the year’s business picture. 
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General Business :— 


For some time reports have sug- 
gested that retailer buying was run- 
ning ahead of retailer selling—or 
in other words, that trade sales 
were relatively heavier than con- 
sumer volume in most hardware 
lines. During the past three weeks 
we have heard a few reports indi- 
acting that current consumer buy- 
ing is on a par with current dealer 
buying. There is, moreover, the 
expectation that Christmas sales 
will stimulate the increased con- 
sumer demand to a degree greater 
than current replacement volume. 


“Phoney” Deals :— 


Despite repeated warnings, re- 
tail hardware dealers persist in 
playing with fire in connection 
with the purchase of special “cash” 
deals from previously unknown 
sources of supply. China, glass- 
ware and table ware assortments 
seem to be the most popular form 
of merchandise used in this par- 
ticular racket. The procedure 
seems endlessly the same and, for 
some strange reason, always at- 
tracts some otherwise hard-headed 








By CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


business man. A_ smart talking 
salesman enters the store. He talks 
glibly about “bargains”; meeting 
chain store prices, etc., and shows 
a few attractive samples. The deal- 
er doesn’t know the man and never 
heard of his firm before. Yet the 
same dealer will sign up a con- 
tract, probably without reading it 
carefully, and then find himself 
stuck with a C.0.D. shipment, pro- 
tected (for the other fellow) with 
a bona fide signed agreement or- 
der. The merchandise numerically 
is as stated but the quality and 
the variety, not covered (nor can 
it be very well) in the contract 
form, is hardly what the dealer ex- 
pected. His memory of the sam- 
ples and of the salesman’s chatter 
does not parallel very closely his 
inventory of the actual shipment. 
He begins to doubt that this assort- 
ment is as salable as he imagined. 
He can’t see where he can even get 
his costs back. He realizes now 
that he could have done better 
with any one of a dozen sources 
of supply, well known to him, 
where he has or could have some 
return and change privileges plus 
the convenience of reasonable cred- 
it arrangement. He is stuck and 
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he knows it. He tries writing the 
source of suply or protesting in 
some way but finds himself stuck 
with a bullet-proof contract. And 
then he writes his chamber of com- 
merce, his associations and his 
trade papers. But then it too late. 
He has spent his money and he 
has been swindled—-technically the 
deal has the law on its side, but in 
actual practice the deal isn’t a fair 
one and the goods are not worth 
their cost. Perhaps the name of 
the source of supply is publicized 
to protect other careless merchants 
from the same hoax. But that lit- 
tle obstacle doesn’t effect any per- 
manent cure, because the operators 
of such rackets merely change their 
names or switch to another one of 
the many names which they carry 
in stock. 


The Only Cure :— 


There is only one way to avoid 
such pitfalls. Don’t buy from pre- 
viously unknown sources of sup- 
ply or from unknown salesmen 
until you have ample opportunity 
to check thoroughly on their repu- 
tations. And then don’t sign any 
blanket orders for C.0.D. ship- 
ments. Any reputable house sell- 
ing the hardware trade does not 
have to resort to high-pressure 
methods and strictly C.0.D. ship- 
ments or blanket contract forms. 
If they insist, pass up the deal and 
get your merchandise from your 
present source of supply where 
you have or can obtain credit and 
where you can buy with confidence 
and a known desire to help im- 
prove your business. There is no 
bargain deal available through 
high-pressure artists operating un- 
known outfits that is worthy of 
your attention. Your own regular 
sources of supply have access to 
all the merchandise you can éver 
sell and are in a position to help 
you and advise you. They make 
their living solely by means of 
that function. DON’T BUY FROM 
STRANGERS AND DON’T SIGN 
CONTRACTS THAT YOU DON’T 
READ AND UNDERSTAND! 


Fair Trade :— 


Every so often some manufactur- 
er expresses the lukewarm opinion 
that fair-trade law contracts lack 
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sufficient teeth, or that if you do 
establish such arrangements to 
curb price-cutting the policing in- 
volved is too difficult to really ac- 
complish any worthwhile control. 
This is not the case as hundreds of 
executives can and will testify. The 
establishment of fair-trade con- 
tracts is in itself a notice to price- 
cutters that a producer intends to 
maintain the retail prices of his 
branded goéds on a basis that per- 
mits profitable distribution, and 
serves immediately as a deterent 
to price-cutting. Then if the price 
cutters persist and violate the con- 
tract the legal action is not too 
difficult to obtain and it does work. 
In my recent mail are three excel- 
lent examples of fair-trade contract 
enforcement activities, in three dif- 
ferent states by three separate 
manufacturers, all well known to 
hardware distributors. Corning 
Glass Works, Corning, N. Y., has 
successfully stopped certain New 
York City retailers from cutting 
prices on Pyrex brand ovenware 
and Flameware and has stopped 
these price cutters from any fur- 
ther advertising of these lines at 
cut prices. The Loma Division, 
Tennessee Corp., New York City, 
has curbed violations of its estab- 
lished retail prices on Loma plant 
food in Massachusetts and has also 
stopped cut-price advertising. Sim- 
ilar results have been obtained by 
Glass Coffee Brewer Corp., Chi- 
cago, Ill., in stopping price vio- 
lators in California, who were try- 
ing to wreck the prices on its Cory 
glass filter rods. These are three 
actual and recent test cases that 
prove fair-trade contracts can be 
upheld and will be upheld for the 
benefit of legitimate distributors 
when manufacturers conscientious- 
ly make an effort to accomplish 
such results. 


Another Angle :— 


Price - cutters increasingly are 
avoiding fair-trade goods as there 
still remain thousands of branded 
goods that are not under fair-trade. 
Broadly speaking, price-cutting is 
a device for attracting store traffic 
to sell higher margin and often 
unknown brands. The well known 
brand is offered as bait but often 
when you enter the store to buy 


the item you are switched to a sub- 
stitute brand or told that the last 
available known brand product is 
in the window and cannot be sold 
because of store rules, etc. In other 
words, such distributors are not 
good outlets for nationally branded 
goods, and in their price-cutting 
advertising and displays they do 
upset, if not completely ruin, the 
acceptance of those products at a 
fair price in all legitimate stores 
in that community—the only 
stores that are really interested in 
doing an honest and useful dis- 
tributing job on such goods. It is 
to stop such tactics that fair-trade 
laws were enacted. And, toward 
that end, they should be more 
widely utilized by hardware manu- 
facturers. 


Bread and Butter :— 


One of the, most successful 
wholesale hardware salesmen | 
have known sat near me at a re- 
cent trade dinner. For more than 
20 years he has maintained num- 
ber one place with his own firm 
and it is openly known that few 
salesmen, for any house competing 
in the same general area, ever 
pass his annual sales volume. In 
fact, | would almost challenge all 
comers, among wholesale hardware 
salesmen, to better his 20-year 
average. Strangely enough, he is 
a modest fellow, mild-mannered 
and almost bashful when you ask 
him about his methods. Briefly 
he tells the story in this manner: 
“Well, you see most salesmen 
pound away at the low-margin spe- 
cials and try to pick off a few ma- 
jor items and then think they have 
done a swell selling job. I have 
always remembered the ‘bread and 
butter’ items of a hardware stock 
such as padlocks, key blanks, and 
the countless miscellaneous small 
items that aggregate every year a 
really substantial volume of busi- 
ness. I find dealers appreciate this 
attention to these small details in 
their business for they too realize 
that such goods are the backbone 
of their trade. I don’t neglect spe- 
cials or major items but I do re- 
member the ‘bread and butter” 
lines and I know that every year 
it pays me and the house very 
handsomely to do this.” 
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when you sell chains 


The ACCO No. 38 SALES-MAKER 


reaches all your customers 


During the time the ACCO No. 38 SALES-MAKER has 


~» been at work it has gained the respect of thousands of 
“hardware men. These men are impressed with the effi- 


¢ciént way it sells chains—and are very pleased with 


‘the profits it has earned for them. 


Give the ACCO No. 38 SALES-MAKER a small space 
in your store where it can carry on its good work. Put 
it where your customers can see the popular lines of 
American Chain with which it is stocked—and the results 
will take care of themselves. 


This is a good month during which to push: 


ACCO Towing Chains Elwel Machine and Coil Chain 
ACCO Log Chains . ACCO Slip and Grab Hooks 
ACCO Proof and BBB Coil Ajax and Elwel Breast Chains 
Chairs a Campbell and ACCO Cotter Pins 
Weed American Bar-Rein- ° S Hooks 
forced Tire Chains All Chain Fittings and Attach- 
Weed Emergency Unit Chains ments 


AMERICAN CHAIN DIVISION 


BRIDGEPORT, CONNECTICUT 


4g ACCO 
MPBELL on 
CA COTTER PINS 


idly. A 
; eopulat sizes 
will bring YOU 




































AMERICAN CHAIN & CABLE COMPANY, Inc. 
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DISPLAY Increases Sales of 





HE Mabie-Lowrey Hardware 

Co. of Roswell, N. M., has 

just experienced one of the 
best seasons for the sale of rifles, 
ammunition and hunting supplies 
in its history. Sales of rifles and 
ammunition for the hunting sea- 
son this year were $600 over those 
for the same period during 1938, 
an advance of approximately 25 
per cent. And sales of allied lines 
were in proportion. 
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Here is the window display that attracted hunters to the store of 


The Mabie-Lowrey Hardware Co. of 
Roswell, N. M., dressed up its sport- 


ing goods department and gun and 


ammunition sales increased $600 


The company attributes a large 
portion of this increase to an un- 
usual display in its sporting goods 
department. This was in the form 
of a booth built of pine slabs 
which housed the firm’s stock of 
guns, ammunition and supplies. 
This booth was decorated with 
mounted deer heads, eagles, etc., 
and firearms and was designed 
and constructed by Glenwood 
Lively, who is in charge of the 
firm’s sporting goods department. 

“It attracted a good deal of 


favorable comment and attention,” 
says Dan H. Wilmot, president 





and general manager of the Mabie- 
Lowrey Hardware Co. “It also in- 
creased our sales in rifles, guns 
and ammunition together with 
kindred lines such as hunting 
knives and camping equipment. 
In every way it was a decided 
success.” 


Hunters in the vicinity of Ros- 
well purchase their hunting li- 
censes at the Mabie-Lowrey store. 
In 1938, during the week imme- 
diately preceding the big game 
season, the firm sold 285 licenses 
amounting to $1,378. This year, 
for the same period of time, the 
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The Mabie-Lowrey Hardware Co. 





firm sold 364 licenses, totaling 
$1,768. 


For a number of years the firm 
has offered a rifle to the hunter 
who brought in and weighed at 
the store the largest deer shot dur- 
ing the season. The only condi- 
tion attached to this award is that 
the hunter shall have registered 
at the store before starting out on 
his trip. By registering, he auto- 
matically becomes eligible for the 
award. It is not necessary for the 
participant to make a_ purchase 
of any kind and there is no fee 
for registration. This year’s win- 
ner brought in a_ buck that 
weighed 25414 lbs. and received 
in recognition of his feat a rifle 
having a retail value of $53. The 
number of hunters registering at 








the store this year numbered 752. 


This annual contest, and its at- 
tendant registration and purchas- 
ing of hunting licenses, has aided 
the firm materially in selling 
rifles, ammunition and hunting 
supplies. Hunters coming into the 
store’s sporting goods department 
to register naturally come in con- 
tact with their fellow huntsmep 
and the firm takes advantage of 
this fact. The result is additional 
sales. 

Another feature which served 
to bring hunters to the store this 
year was an attractive window dis- 
play. This consisted of firearms 
and ammunition displayed against 
a forest background in which ap- 
peared a variety of mounted ani-: 
mals and birds. 


irearms 25 PER CENT 








And here’s the booth that completed the job with Mr. Lively behind its counter. 
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Fig. A—The envelope is attached 
to stock at time of receipt of 
goods. Prices are indicated on 
outside in the store’s own code. 


K EEPING an ample 


stock of fast-moving merchandise 
is good business in any hardware 
store, in busy days or slack sea- 
sons. Having a number of “shelf 
warmers” in your store may 
create, in the minds of some cus- 
tomers, the idea that you have 


The Gefro Supply Co. of West New 


York, N. j., has 


evolved a system 


that records all items in stock 


and helps to keep them moving 


everything in stock and that, there- 
fore, you do a huge business, but 
those “shelf warmers” do not pay 
dividends. Instead such examples 
of bungled buying provide a first 
class headache, even though pur- 
chased at what was apparently a 
“bargain” price. Tying up cash 
in “shelf warmers” can easily put 
your store “in the red” when you 
might otherwise have had a good 
showing in black ink. 

In West New York, N. J., the 
Gefro Supply Co., which averages 
four turnovers a year on a stock 
of 20,000 items, uses a stock con- 
trol system designed specifically 
for its own use by George F. 
Rover, secretary-treasurer of the 
company. This system provides 
easily accessible data on each item 
in stock as to cost price, retail sell- 


ing price and price to the trade 
(as the company sells supply lines 
to various trades and industries) . 
Turnover on each individual item 
is quickly obtained from the rec- 
ords as the result of the use of 
this system. In addition to records 
of purchases for each item, this 
system provides data as to sales 
and purchases of each of the 
store’s eight departments: (1) 
Hardware, contractors’ and build- 
ers’ supplies; (2) Plumbing and 
steamfitters’ supplies; (3) Paints, 
varnishes, etc.; (4) Automotive 
and electrical supplies; (5) Indus- 
trial, factory and mill supplies; 
(6) Tinsmith, sheet metal and 
roofers’ supplies; (7) Stoves, 
ranges, boilers and heaters; (8) 
Repair parts for stoves, ranges, 
boilers and heaters. 





No.1. HARDWARE 
No.2. PLUMBING 


DAILY RECORD 








No.4. AUTO AND ELECTRIC 
No.5. STOVES AND REPAIRS 




































































No.3 PAINTS No.6. SHEET METALS and SUNDRIES 
Store Date 
Ticket No. Articles Dept. Lot No. Cash Charge c. P. Profit 
Ys 
Sees ~ ee wt oN RRS 4 OS 
aE = ad _— —— 


Fig. B—Daily record sheet, filed in loose-leaf books, on white stock, 9 by 11% in., printed on only 


one side. Although department designations are on these sheets, different designations are now used. 
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Fig. C—Three copies of stock ticket sheets. Back of each office 




















copy has stock number, cash sales and charge sales made on each 
item. Sheet is 814 by 11 in. in size; individual tickets 734 by 2 in. 
In addition to price data, tickets contain department, lot number, 
etc., name of source of supply and manufacturer’s catalog number. 


When invoices are received at 
the store they are checked by the 
receiving clerk and stamped with 
the amount of profit to be added 
when the items are sold. The in- 
voices are then turned over to the 
stenographer in charge of stock 
records. Stock records are made 
on three sheets (see Fig. C)— 
office, receiving and _ envelope 
copies, each sheet having marked 
space for five different items. The 
office sheets are punched for use 
in loose leaf binders, the office 
copies being so filed. Each sheet 
is cut into five equal parts, follow- 
ing marks printed on the sheets 
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for that purpose. Items are filed 
alphabetically, records of pur- 
chases of each individual item 
being clipped together. A com- 
plete picture of turnover on any 
number in stock is quickly ob- 
tained by referring to previous 
purchases on that item. 

The third sheet or envelope 
copy is also cut into individual 
tickets, the tickets being placed in 
specially designed envelopes (see 
Fig. A), on the outside of which 
is typed the date of purchase, the 
quantity bought, trade price and 
the retail selling price (the two 
latter items in the store’s own 





code). The stock number is typed 
on the outside of the envelope, 
each individual size, type and 
color item having its own number. 
To keep track of the year of pur- 
chase each item’s number is also 
marked with a letter indicating the 
year. For example the letter “F” 
on a stock number shows that the 
item was purchased in 1939. The 
envelopes are attached to the mer- 
chandise when it is put in stock, 
and the envelope copy, with its 
more detailed data, is kept in the 
envelope. 

When an item is to be re- 
ordered the envelope is returned 
to the office and checked against 
the office copy, to determine for 
what amounts the item was sold 
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by the store, and to see whether 
or not it had a fast enough turn- 
over and a sufficiently high profit 
to warrant its being reordered. 
This check-up also sets the quan- 
tity to be purchased. Sales of in- 
dividual items are entered on the 
back of the office copy, giving the 
store a perpetual inventory on 
each item and a price record for 
quick reference. 

Daily record sheets are kept (see 
Fig. B)—one set for cash sales 
the other for charge transactions, 
both types of sales being recorded 
on the same style sheet. The daily 
record shows the charge ticket 
numbers (in the case of credit 
sales) and contains columns for 
description of articles sold, depart- 
ment making the sale, the lot num- 
ber (stock number) and indicates 
the cost price and the gross profit 
on the items. 

When merchandise is sold on a 
charge basis, tickets are made out 
in sets of four. Copy No. 1 is for 
office use. No. 2 is kept in the 
office until the end of the month 
when it is sent to the customer 
with the monthly statement, on 
which is indicated the charge 
ticket number for each transaction 
concerned. Copy No. 3, which is 
salmon-colored (the other copies 
are on white paper), is signed by 
the customer at the time of de- 
livery and is returned by the 
driver to the office as an acknowl- 
edgment of receipt of merchan- 
dise. The fourth copy is left with 
the customer at the time of de- 
livery. These charge tickets indi- 
cate the lot number, quantity, size, 
list price, discount (if a trade ac- 
count) the net price and the total 
price. 


Handling Cash 


A cash register is used which 
has keys to indicate the clerk mak- 
ing the sale, the department from 
which the merchandise was sold, 
amount of sale and whether the 
transaction was on a charge basis 
or for cash. All cash is handled 
by the cashier. With the records 
from this register the company 
has a record at the end of each 
day indicating what cash: and 
charge sales were made by each 
salesman and the sales made for 
each department in the store. 
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An efficient stock control sys- 
tem will help gear purchases so 
that the profitable lines and de- 
partments are those for which pur- 
chase totals are heaviest. That no 
single stock control system will 
meet the needs of all retail estab- 
lishments is certain. A large east- 
ern department store, for exam- 
ple, has four different stock con- 
trol systems to meet the varied 
needs of its large number of de- 
partments. Even then, stock can 
and does run out on some items 
from time to time.: Since a stock 
control system is a purchasing 


budget, it must be so arranged that 
it is geared to past and probable 
future sales volume to eliminate 
“shelf warmers” and prevent lost 
sales because of stock shortages. 
While parts of the Gefro system 
may not be applicable to your 
own store some of it could be 
easily adapted for your use. Stores 
located at a distance from their 
sources of supply would need to 
set points on all items at which 
stock should be reordered. As de- 
mand for an item increases or 
decreases the limit point could be 
changed. 





Better Be Safe Than Sorry 


Y this time, American indus- 
try has learned that it is not 
going to be swamped with war or- 
ders from the combatants abroad. 
The impetus that business in this 
country has received during the 
past eight weeks is merely a psy- 
chological “kick in the pants” that 
has gotten a should be energetic 
nation of go getters off of its dead 
center of aimless inaction. 

There is enough unfilled de- 
mand and unspent money in 
America to keep us going at top 
speed for a number of years to 
come without looking abroad to 
capitalize on other peoples’ dis- 
tress. And the wise manufacturer 
here in the U.S.A. will make his 
plans accordingly. 

The wise American manufac- 
turer, or at least those that are 
north of the Mexican border and 
south of Canada, will not expand 
plant capacity in the expectation 
of future war orders even with the 
embargo repealed. Airplanes may 
be an exception, for this product 
is made by one of the few infant 
industries which have not reached 
maturity abroad. 

This advice to our friends is 
based on some cold and hard sta- 
tistics that are entirely divorced 
from the influence of sentiment or 
ideology. 

Fact number one is that Europe 
does not have the money to spend 
and, in view of past performance, 
cannot get the credit that it did 
in 1914. In 1914, London was the 
financial center of the world and 
the pound went to $7. Today the 


U. S. is the financial center of the 
world and the pound, at $4, is still 
slipping. 

Fact number two is that. in 
1914 few nations abroad were able 
to produce their own requirements 
for war purposes. The Allies, par- 
ticularly, needed many things that 
they could not produce and that 
we could. Since that time, these 
nations have become very largely 
self-sufficient in many of these 
items. What do you suppose the 
thousands upon thousands of mod- 
ern American machine tools are 
doing that we have been shipping 
abroad for the past five years? 

Fact number three is that dur- 
ing the past three years, the pres- 
ent combatant countries, which 
have been too poor to pay either 
principal or interest on the debts 
that they owe us, have been spend- 
ing at the rate of $20,000,000,000 
per year for war preparation. 
That, as an eminent foreign states- 
man recently said, leaves the 
Allies without much “cash to put 
on the barrelhead to buy Uncle 
Sam’s products.” 

This is indeed a “cockeyed war” 
and the most cockeyed part of it, 
perhaps, is the expectation that 
we will profit from it. I will have 
to take that back, for on second 
thought it has already benefited us. 
It has made us forget the New 
Deal and made the New Deal for- 
get business. And that is prob- 
ably the main reason for the up- 
turn. 

—J. H. Van Deventer, 
Editor, The Iron Age 
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“T’ll bet all other mouse- 
trap manufacturers said a 
law oughta be passed de- 
claring the better mouse- 
trap illegal.” 


“Hurrah for the Chisler!” 


“What’s this? Somebody praising the varmint 


we've all been shooting at? Maybe he’s 


crazy. Or maybe he’s not. Perhaps you've been 


a chisler all along and didn’t know it.” 


M, NAME isn’t 


signed to this article. The editor 
has promised that he will never 
disclose my identity. If it were 
known, the several thousand mem- 
bers of the trade association of 
which I am secretary would be 
howling for my blood. And they’d 
probably get it, too! But some- 
times I feel that a frank discussion 
of what I believe to be a most im- 
portant business and industrial 
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topic would be worth risking a 
job for. 

Who is a chiseler? I find today 
that business after business, indus- 
try after industry, is blaming all 
its troubles on what it is pleased 
to call the chiseler. Without excep- 
tion, certain units in various busi- 
nesses are seeking relief from this 
hazard. Mostly it appears that 
the relief they demand can be ob- 
tained only by legislation. 





“Put the chiselers out of busi- 
ness!” they demand. 

As a result, the word “chiseler” 
has become a first class epithet, 
dignified by use in the highest 
places. 

Who is the chiseler? What con- 
stitutes chiseling? There was a 
time when I, too, held the so- 
called chiseler in high contempt, 
believed him to be a menace and 
subscribed to the common and 
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popular belief that his operations 
were vicious. 

That was when I took the other 
fellow’s word for it. Within the 
past year, in my own particular 
field, I have made it my business 
to know the individual and the 
conditions under which he oper- 
ates. As a result, I have reversed 
the field. 

As a rule—and this appears to 
be true in dozens of businesses and 
industries—the epithet, “chiseler,” 
is hurled only by competitors and 
applied to a fellow business man 
or industrial leader. Strangely 
enough, the public, the ultimate 
consumer, the lady and gentleman 
who pay the bill, regard the 
alleged chiseler as a public bene- 
factor. 

Let’s be honest about this mat- 
ter. A chiseler, I find, is so called 
when he is able to sell cheaper 
than a competitor. Why is he able 
to sell cheaper? How does he stay 
in business? Has he any com- 
mercial morals or any idealism? 
Is he a wife-beater? Is he a bad 
citizen and should his activities 
be curbed? 

Frankly, I think he is a useful 
member of society. Consider the 
typical hero of American business 
and industry; isn’t he the gent 
who made a better mousetrap? I'll 
bet that, when that mousetrap was 
invented, all other mousetrap 
manufacturers passed resolutions 
and sent indignant delegations to 
state legislatures saying that the 
scoundrel was a chiseler, tak- 
ing an unfair advantage of the 
entire mousetrap industry and that 
a law oughta be passed declaring 
the better mousetrap illegal. 


Who Is the Chiseler? 


Go into any commodity: field. 
Who is the chiseler there? The 
company making a better product 
and selling it cheaper! Entirely 
too often those who apply the 
epithet so frequently and unfairly 
are doing it to cloak their own in- 
efficiency, their own lack of enter- 
prise. Their own business is being 
ruined. That is true. But, to seek 
legislation that will guarantee 
them a profit, regardless of their 
personal efficiency, is to commit 
what I believe to be a major crime 
against public interest. 


According to the estimate of the 
epithet-hurlers, all those in the 
automotive industry are chiselers. 
The selling price has swung down- 
ward and the quality curve has 
risen sharply from year to year. 
True, the competitive race did put 
a number of the less progressive 
motor builders out of business. 
But, hasn’t the public enjoyed 
some happy and continuous divi- 
dends? 





EDITORS’ NOTE: Here is 
a story, refreshing and quite 
different, on the subject of 
“chiselers and chiseling.” It 
is reprinted in its entirety, 
heading, illustrations and 
all from a recent issue of 
“Nation’s Business” by spe- 
cial permission of that pub- 
lication. 





As a trade association secretary 
with offices in the capital of my 
state, I am thrown in close contact 
with the lobbyists. | am thorough- 
ly familiar with pressure groups 
and their activities. I also know 
many legislators. 

In the months when our legisla- 
ture has been in session I have 
seen one special group after an- 
other trying to introduce and have 
passed a whole series of laws de- 
signed to curb the activities of 
those they call chiselers. I have 
heard some of the most footless 
biased and silly oratory wasted on 
the subject. 

Never once have I heard any 
public complaint of the chiseler. 
Too often, those using the word 
attempt to apply a meaning that is 
wide of the truth: that the chiseler 
gives short measure. 

That isn’t why legislative relief 
is sought. We have in every state 
today laws that fully protect the 
consumer against short measure, 
adulteration or substitution. 

Asked to define the word, those 
who use it generally confess that 
they mean an individual, a firm 
or a group that sells at such a low 
cost that the rest of the business 
or industry cannot follow without 
economic disaster. Further they 
do not go. 

“Here’s one per cent (change to 
fit any condition) of this industry 
selling at a price that is wrecking 





the profit of 99 per cent of the in- 
dustry. That’s not fair. We want 
control. We deserve a profit and 
we want a law passed to keep the 
chiselers out.” 

Is anything said about the in- 
troduction of greater efficiency? 
About the 99 per cent raising the 
standards to a point where the 
margin of profit may be de- 
creased? Is John Q. Public ever 
asked if he thinks the chiseler is a 
menace? 

The dealers in one field have 


. been seeking legislation for several 


years that would drive the chiselers 
out of that field. They feel that 
they deserve a guaranteed margin 
of, let us say, 4 cents a unit on 
the principal product they handle. 
They are asking for this regard- 
less of the fact that there is a wide 
variance of selling costs in that 
field. The so-called chiselers today 
are getting the volume. 

Frankly, isn’t the fellow who 
demands legislative relief the real 
chiseler? Instead of chiseling his 
competitors he is chiseling his 
customers! 

As long as there are more cus- 
tomers than competitors, it’s sim- 
ply a question of where you stand, 
as to the identity of the alleged 
chiseler. 


Deserve the Reward 


I’ve known many of these chis- 
elers. They are able to sell cheaper 
to make a better product because 
they have something their com- 
petitors haven’t got — common 
sense, a capacity for hard and 
continuous work, an accounting 
system that enables them to keep 
an eagle eye on every department. 
They are paying their bills and 
bankers hold them in high esteem. 
They are paying decent wages and 
their pay rolls are growing stead- 
ily. If being called a chiseler is 
the penalty they pay for being 
progressive and ahead of their 
times, then surely they deserve the 
reward of volume. 

The chiseler is here to stay and 
the sooner we cease to regard him 
as a menace, the sooner business 
and industry starts to work to im- 
prove products, to cut out needless 
waste motion instead of seeking 
legislative relief then we will all 
be happier. 

The chiseler isn’t a bad guy! 
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‘The Penalties of “Taxation 


A heavy tax burden increases the 


cost of living, prevents wage and 


dividend increases and lessens the 


security of our economic system 


By OLIVER B. SURPLESS 
President, 


Surpless, Dunn & Co., 
New York City 





OLIVER B. SURPLESS 


PVE ws times we 


listen to splendid men, whose 
lives are dedicated unquestionably 
to service for Almighty God, and 
they tell us of “The Penalties of 
Sin.” Then we return to our 
homes greatly impressed, and why 
not? After all sin, regardless of 
how committed, carries with it 
doleful consequences to self, family 
and state. 

One of the most direful pictures 
facing citizens of the United States 
is the impending increase, which 
will rapidly oecur, in taxation, so 
we may consider the title of this 
article as “The Penalties of Tax- 
ation.” 

While the citizens vote blindly, 
the political manipulators continue 
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to add to their patronage ma- 
chines and fill their pockets, and 
the cost of government rises. Thus 
we move rapidly toward a regime 
of dictatorship, which is bound to 
follow a period of unrest. 

“Taxation is the art of plucking 
from the goose the largest amount 
of feathers with the least amount 
of squawk.” 

In this world of today we find 
many elements that enter into the 
political atmosphere which repre- 
sent ambition, desire and conceit, 
all of which so frequently create 
false positions, which in them- 
selves destroy to a remarkable de- 
gree the true value of our politi- 
cal servants. 

Unless a complete change of 





heart occurs on the part of our 
political representatives, their ma- 
chines and followers, our America, 
as we know it today, will in time 
head towards economic death. 

Let us just realize that the Fed- 
eral deficit from and including 
1931 to the present time reaches a 
total of $28,000,000,000. 

Then let us realize that from 
July 1, 1939, through Sept. 30, 
1939, Federal expenditures were in 
excess of $975,000,000 more than 
its income. 

Then let us realize that for the 
year 1937 there was an increase 
in per capita cost for the main- 
tenance of the departments of the 
48 states of 62 per cent over that 
of 1932. 

Then let us realize, if we are 
good enough citizens to so do, that 
the total Federal, state and local 
taxes in 1938 were about $5,000,- 
000,000 more than in 1934, yet 
in 1938 there were only a few 
more unemployed than in 1934. 


Rise in Taxes 


Federal, state and local taxes 
amounted to $14,700,000,000 in 
1938 in contrast to $9,300,000,- 
000 in 1928. 

In relation to national income, 
the tax burden is about double 
that of 10 years ago; with the na- 
tional income down almost one- 
quarter, taxes are up nearly one- 
half. ' 

Taxes per person in 1938 were 
$113 and income per person $479 
as contrasted with taxes per per- 
son in 1928 of $78 and income per 
person of $633. 

Tax increases have been general 
among the Federal, state and local 
governments. 

Federal taxes totaled $3,200,- 
000,000 in 1928, but were about 
$5,900,000,000 in 1938; an in- 
crease of about 85 per cent. 

State and local taxes were about 
$6,100,000,000 in 1928, but were 
nearly $8,800,000,000 in 1938; 

(Continued on page 84) 
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‘Td realize that there was plenty 


of competition for the comsumer’s 


dollar and wouldn’t wait for sales 


to come to me. I'd go after them.’ 


HE average house- 
holder spends con- 
siderable money on _ hardware 
every year and would spend more, 
if hardware merchants would take 
the initiative in getting a larger 
share of the consumer’s dollar. 

Experiences that I have had in 
making purchases in hardware 
stores, ranging in size from a 
highly-departmentalized big city 
establishment to small “one-man” 
neighborhood stores, have served 
as a challenge to my ideas of 
modern retail merchandising. 
That’s why Id like to run a hard- 
ware store. 

I'd probably start in a small 
way with a one-man store. And 
I’d bear in mind Benjamin Frank- 
lin’s precept: “Keep your shop 
and your shop will keep you.” Id 
bear in mind, too, that Franklin 
didn’t say anything about keeping 
the radio going full blast when 
customers came into the store, 
and that there is nothing in his 
book about allowing my store to 
become a hangout for neighbor- 


, 





“. . Watch the home and garden 
type of consumer magazines.” 


hood loafers. Also, ’'d keep my 
six-year old son at home until he 
had outgrown the “Daddy, I 
wanna nickel” stage and had 
reached the age when he could 
be of some help to me. 

I’'d keep my store so spotlessly 
clean and well-lighted—from the 
sidewalk to the rear wall—that 
the womenfolk of the community 
would be glad to come in, know- 
ing that they could do so without 
running the risk of soiling their 
hands or clothing. 

When men customers came into 
my store, I'd try to determine 





EDITORS’ NOTE: Mr. Campbell is a competent student of 
retail merchandising and has persuaded some successful 
hardware merchants to put into practice some of the ideas he 
offers in this article for your consideration. Most of his 
suggestions are sufficiently simple to be adaptable to even 
the smallest store in the smallest towns. He stresses some 
fundamental principles which should not be neglected. 





“Td Like # Run a Hardware 


quickly—by noticing their hands, 
their clothing, etc.—whether they 
were skilled artisans or just 
householders who liked to putter 
around. 

If the latter, and they came to 
buy paint, for example, Id tact- 
fully inquire about the job to be 
done and what supplies they had 
on hand to do it. I'd remind 
them that professional painters 
use scrapers, paint removers, steel 
wool, sandpaper, turpentine, lin- 
seed oil, putty, brush cleaners and 





“I’d make a card record of all 
the information I had obtained.” 


a variety of brushes on every job. 
If necessary, I’d go in to some de- 
tail as to just how the job should 
be tackled to insure best results. 
I'd invite questions and offer help. 
Depending on circumstances, I’d 
invite myself to the man’s home 
to see the finished job. This would 
give me an opportunity not only 
to praise his skill and to encour- 
age him to undertake further work 
which would call for additional 
purchases from me; but it would 
get me inside his home and give 
me an opportunity to determine 
what other items of hardware he 
needed or might need at some 
future time. It might also offer 
a clue to his hobby and hence 
a valuable sales tip to me. 

I’d remind his wife that I had 
for rent an electric floor polisher 
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tore. 
By E. 1. CAMPBELL 


which would make her housework 
easier. I’d be able to size up 
the man’s income and determine 
whether or not he was a prospect 
for the electric appliances which 
I carried. And Id invite him to 
open a charge account if, in my 
judgment, he appeared to be a 
good credit risk. 

Back at my store, I’d make a 
card record of all the information 
on this man that I had obtained. 
When the proper time came, | 
wouldn’t hesitate to telephone him 
and suggest that he give his wife 
an electric mixer, an ironer, a 
washing machine or whatever else 
I thought she might need, as an 
anniversary, birthday or wedding 
present. And I’d call her and 
make suggestions for gifts for him 





“Every man who came into my 
store would become a walking 
talking advertisement for it.” 


and thus win her undying grati- 
tude—if I know my women! 

If I did direct-mail advertising, 
I'd put that man’s name on my 
list. At periodic intervals, I'd 
write him a personal letter encour- 
aging his patronage and making 
timely, seasonal suggestions. 

I’d make sure, too, that my 
stock was displayed seasonally. 
I'd be sure I had an adequate 
stock of snow shovels and _ ice- 
breakers and other winter mer- 
chandise before the first snow fell. 
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“I'd invite myself to the man’s home to see the finished job.” 


I’'d get my spring gardening 
line on display in anticipation of 
the buying season and I’d watch 
the home and garden type of con- 
sumer magazines to tie my own 
display and advertising and sell- 
ing in with the current national 
advertising of manufacturers. 

I’d make every sale a mutually 
satisfactory experience so_ that 
every man and woman who came 
into my store would become a 
walking, talking advertisement 
for it. 

I’d make myself known to every 
architect, builder, real estate de- 
veloper, carpenter, contractor and 
electrician in town. I’d keep my- 
self posted on their activities and 
make definite bids for every job 
they had in hand. 

When my business grew to the 
point where I could hire one or 
more clerks (one young lady to 





“I’d take him aside and tell 
him that the next time he said 
it he could say goodbye to me.” 


wait on women customers), I’d 
train them, first of all, in the fun- 
damentals of good “clerking.” I’d 
teach them how to greet cus- 
tomers, what to say and how to 
say it. If I heard a clerk approach 


a customer by saying: “Did you 
want to get something?” I’d take 
him aside and tell him in a nice 
way that the next time he said that 
he could say goodbye to me. 
Then, as time went on; I’d train 
my clerks in the art of salesman- 
ship. I’d offer an incentive plan 
to maintain their interest and to 
encourage them to increase their 
own earnings. I’d conduct a sales 
school after hours and, on occa- 
sion, I’d invite the salesmen or 
salesmanagers of wholesale houses 
and manufacturers to demonstrate 
their lines in order that my clerks 
would be in position to do a more 
helpful, intelligent selling job. 
I’d teach my clerks the “which” 
way of closing sales. For example, 
if a man came in to buy a hammer, 
I'd demonstrate how the hammer 
should be handed to him, what 
words, to use to give the purchaser 
the assurance that the hammer was 
worth the asked price; then, if the 
purchaser seemed hesitant, I'd 
teach them to hand him another 
hammer of different weight and 
say: “Which weight do you pre- 
fer?” This, I know, would force 
(Continued on page 85) 





“My customer would leave with 
the feeling of assurance that 
he had made a wise purchase.” 
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Promote Items With Year ’ Round 


HARDWARE AGE Original 


R.. results for the 


retail store can be produced dur- 
ing the dull months with well- 
planned, aggressive sales efforts. 
Merchants should study their 
stocks for items with year ’round 
demand and then place their pro- 
motion efforts behind such lines. 
Frequently it will be necessary to 
emphasize and draw the customers’ 
attention to the saving that will 
result if purchases are made at 
such times. This means that some 
specials should be offered that will 
be attractive enough to customers 
to bring forth this buying. 

The winter driving needs win- 
dow featured on this page shows 
how certain seasonal items can be 
supplemented by other year ’round 
items to secure a display of inter- 
est to a great many people. Auto 
accessories are sold all through 
the year and tire chains and anti- 
freeze are seasonal items which 
serve as immediate interest items 
for this display. 

This simple display could also 
use winter driving hazards as a 
medium for stimulating interest in 




















od (all 
. Ce 
ae a 
oe YO 
“oe Yo 
oes all 


Several mass displays of anti- 
freeze arranged on two tables 
at traffic spots in the store 
will suggest additional sales. 
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Winter Driving Needs Window 


_ Merchandise: Auto tires of at least three different types and prices, 
tire tubes, tire chains, strap on emergency chains, batteries, motor oils, 
greases, alcohol, anti-freeze compounds, radiator repair compound, tow- 


ing equipment, tire repair outfits. 


Backgrounds: Three-panel background is suggested. All panels con- 
structed of light blue corrugated board or wallboard painted light blue. 


Cut out letter in dark blue or black. 


Suggested Mass Displays: For tables—Tire chains, anti-freeze, and 
batteries. For platforms—-Motor oil, and tires. 





the merchandise shown. Addition- 
al decorations resembling snow or 
ice might be used to add atmos- 
phere and increase the pulling 
power of the display. 
Illustrations of suggested mass 
displays on motor oil, anti-freeze 
compounds and tire chains are 
shown on these pages. These can 
be easily constructed on the ends 
of tables and on a platform space 
in prominent parts of the store. 
Usually cross aisle tables are most 
desirable for mass displays of this 
type. Tables in the front part of 
the store or near the wrapping 
counter are considered to be the 
most productive because of the 
greater traffic in those locations. 


TIRE CHAINS | 








Suggested mass display for tire 
chains on the end of a seasonal 
table. One set should be opened 
so that merchandise can be seen. 
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Window Display IDEAS 
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Dairy Supplies Window 


Merchandise: Filter ‘disc, milk pails, milk cans, cream cans, cream 
separator oil, cream separators, milk kettles, milk bottles, milk bottle 
caps, square-churns, white cedar churns, glass churns, butter molds, milk 
bottle brushes, cleaners, dairy thermometers. 


Background: Constructed of three yellow, corrugated board panels of 
wallboard painted bright yellow. Dark blue cut out letter on center 
panel, red cut out letters on side panels. 


Suggested Mass Displays: For tables—Filter disc, milk bottle caps. 
For platforms—Milk cans and milk pails. 














Motor oil in two-gallon cans is 
arranged on a step-up platform 


display. This display also fits 
on a 5-foot platform at the end 
of a regular battery of tables. 
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A practical policy is to feature 
items slightly in advance of the 
season on tables at the front of 
the store and then move the dis- 
plays to less important locations 
as the season progresses. This is 
excellent practice as far as mass 
displays are concerned. Occasion- 
ally more than one mass display 
is justified and this is suggested 
for anti-freeze items. Displays of 
this product should be featured 
with every exceptionally cold day. 

Dull months are a good time in 
which to promote dairy supply 
items since these are used and just 
as much in demand as at any other 
time of year. More interest can be 
stimulated in the line if some spe- 






cial can be offered around which 
an economy or money saving ap- 
peal can be developed. Whole- 
salers are usually able to furnish 
dealers with one or more items 
of this type. 

Farmers continually purchase 
filter disc, bottle caps, and other 
dairy cleaner items. Mass dis- 
plays of these items should be ar- 
ranged on tables while this dis- 
play is featured in the windows. 
Always show enough merchandise 
in displays of this type so that 
customers will feel that you really 
have an adequate stock and recog- 
nize it as a mass display. It is 
also good practice to change the 
regular pricing scheme so as to 
stress quantity, such as three boxes 
of filter disc for 00c. rather than 
the individual package price. 

Numerous floor displays of milk 
pails, and milk and cream cans 
can be developed in prominent 
places. A step-up fixture can be 
used on the regular platform 
which makes it easy to arrange 
attractive displays. The talking 
show card, containing some effec- 
tive selling message and the price, 
is extremely important. 
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Filter disc in packages are ar- 
ranged in a mass display on the 
end of this table. One box should 
be open to permit examination. 
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This is a cartoonist’s conception of Arthur J. Sloss, 
president, American Sponge & Chamois Co., Inc., New 
York, in action as a golfer. At the 65th annual con- 
vention of the National Wholesale Druggists’ Associa- 
tion, held at White Sulphur Springs, he won the tourna- 
ment as the result of his excellent playing. He has 
been champion of his golf club and has served that 
organization on various committees and as a director. 
Although his favorite leisure time pursuit is playing 
a good game of golf and getting a worthwhile low 
score card he also enjoys playing bridge, a game in 
which he can also give a good account of himself. 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME — DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 


Here's Frank S. Rost, vice-president, Frankfurth Hard- 
ware Co., Milwaukee, Wis., wholesalers, with part of a 
good catch he made on Arrow Lake, Ontario, Canada, 
several years ago. For many years, Mr. Rost enjoyed 
combined hiking, camping and fishing trips in the 
Michigan woods and in various parts of Ontario. He 
often hiked miles through mountains and woods with 
a 60-lb. pack on his back. He is holding two salmon 
trout weighing more than 6 lb., although there are 
others as big as 91/2 lb.—all caught by himself—in the 
bottom of the boat. On the same trip he caught many 
big, scarlet-bellied, speckled trout. He has fished in 
creeks in Wisconsin for brown and rainbow trout as 
well as speckled trout. In the high Rockies of Colo- 
rado he caught many speckled trout. Of his fishing in 
Wyoming, he says: “In the North Platte River of Wyo- 
ming we caught rainbow and cut-throat trout, and 
all ‘whoppers.’ Every time you got a strike there you 
had a fight on your hands. It was really the greatest 
fly fishing stream I ever saw. We fished it on a ranch 
about 90 miles west of Laramie.” 
member of the HARDWARE AGE Fifty Year Club cele- 
brated his 77th birthday on Nov. 18 and says it was 
“one of my happiest and most enjoyable birthday an- 
niversaries.” Except for his vacations he is active at 
the Frankfurth headquarters every business day. 


Mr. Rost, who is a 
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4 1 HE year 1939 closes with 
private building and en- 
gineering work going at 

a fairly satisfactory rate and pub- 

lic construction very markedly on 

the down-grade. General business 
and industrial activity, on the up- 
grade since June, 1939, were given 
an added stimulus by the out- 
break of war in Europe and re- 
vision of American neutrality leg- 
islation,” says a report entitled 

“Construction Outlook for 1940” 

recently issued by the Statistical 

and Research Division, F. W. 

Dodge Corp., 119 West 40th St., 

New York City. 


Mithons of 
Dollars 
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The Construction 


Outlook for 1940 


Recently issued survey of the field 


indicates a / per cent increase in 


construction contracts in 37 states 


The Dodge report further states: 


“The war’s effect on private con- 


struction so long as America re- 
mains neutral, is apt to be indi- 
rect; insofar as war purchases by 
belligerents offset decreases of our 
foreign trade brought about by 
neutrality regulations, and sustain 
a rising volume of industrial pro- 
duction, employment, and retail 
trade, and increase national in- 
come, they will act as a stimulus 
to all classes of private construc- 
tion. The war’s effect on public 
building and engineering work is 
more direct, shifting the emphasis 


(Courtesy of Statistical and Research 
Division, F. W. Dodge Corporation) 


The recovery movement—37 eastern states—12 months moving totals. 





of public expenditures away from 
purely civilian improvement proj- 
ects to construction projects in- 
cluded in or directly related to the 
national defense program. 

“Construction undertaken by 
the War and Navy Departments 
will be divided territorially about 
as follows: 56 per cent of the total 
in the Canal Zone, Puerto Rico, 
Hawaii and other colonial posses- 
sions, 12 per cent in the Pacific 
coast area, and only 32 per cent 
in the 37 eastern states covered by 
the Dodge figures. Army and 
Navy construction are thus likely 
to partially offset the probable de- 
clines in regular public works ac- 
tivities. A moderate-sized P.W.A: 
program, consisting principally of 
strategic highways, airports, hos- 
pitals, and some power plants may 
be authorized by the next Con- 
gress. 

“Two Federal programs have 
large carry-over funds. One is the 
regular Federal aid highway pro- 
gram, the other the subsidized 
public housing program of the 
United States Housing Authority. 
These large funds tend to offset 
very considerably the anticipated 
declines in other classes of public 
construction activity. 

“The threat of rapidly rising 
construction costs is still a real 
one, and has been recognized as 
such practically throughout the 
industry, as well as in other fields 
of business and in Government. 
At the moment this is being writ- 
ten, self control by industry ap- 
pears to be a sufficiently potent 
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1938 ACTUAL *1939 ESTIMATE 1940 ESTIMATE 
% CHANGE % CHANGE 
CLASSIFICATION DOLLARS DOLLARS FROM 1938 DOLLARS FROM 1939 
Commercial Buildings 215,807,000 250, 000,00C +16 290. 000. 000 +16 
Manufacturing Buildings 121,084,000 170,000,000 +40 240. 000.000 +41 
Educational Buildings 334,066,000 200, 000, 000 -40 135. 000.000 +22 
Hospital & Institutional 115,598, 000 84,000,000 -27 95. 000. 000 +13 
Public Buildings 114,060,000 102,000,000 -11 75.000. 000 ~26 
Religious Buildings 35,816,000 40,000,000 +12 40. 000. 000 0 
Social & Recreational 107,983,000 84,000,000 -22 75. 000. 000 -11 
Misc. Non-Residential 27 .723,000 28,000, 000 +1 35. 000. 000 +25 
TOTAL NON-RESIDENTIAL 1,072,137,000 958,000,000 -11 985. 000. 000 +2? 
(Public) 572,318,000 401,000,000 -30 330,000,000 -18 
(Private) 499, 819, 000 557,000,000 411 655,000,000 +18 
Apartments & Hotels 256,232,000 418,000,000 +63 525. 000. 000 +26 
1 & 2 Family Houses 701,796,000 905,000,000 +29 983. 000. 000 +9 
Other Shelter 27 «759, 000 17,000,000 -39 22. 000. 000 +29 
TOTAL RESIDENTIAL 985,787,000 | 1,340,000, 000 +36 1. 530. 000. 000 414 
(Public) 86,226,000 205,000,000 | +138 338,000,000 465 
(Private) 899,561,000 | 1,135,000,000 +26 1,192,000,000 +5 
PUBLIC WORKS & UTILITIES} 1,139,004,000 | 1,057,000,000 -7 1. 065. 000. 000 +1 
(Public) 1,046,176,000 919,000,000 -12 872,000,000 -§ 
(Private) 92, 828,000 138,000,000 +49 193,000,000 +40 
TOTAL CONSTRUCTION 3,196,928, 000 | 3,355,000, 000 +5 3. 580. 000. 000 +7 
(Public) 1, 704,720,000 | 1,525,000,000 ~11 1,540,000,000 +1 
(Prevate) 1,492,208,000 | 1,830,000, 000 +23 2,040,000,000 +11 


























*Based on ten months data 


(Courtesy of Statistical and Research 
Division, F. W. Dodge Corporation) 


Value of total construction contracts in 37 eastern states. 


factor to avert the dangers of 
price inflation through most, if 
not all, of 1940. The estimates 
here presented assume that build- 
ing cost increases will be moderate 
and will not be a vitally important 
factor in determining next year’s 
total construction volume.” 

The Dodge report states that 
possible political controversies, in 
1940, might affect business con- 
fidence and says: “The possibility 
of a minor dip in industrial activ- 
ity and of a continued slowing of 
construction through the first 
quarter of next year has also been 
taken into account. An effort has 
also been made to discount over- 
optimistic estimates of foreign pur- 
chases. It seems safe to assume 
that the United States will not be 
in the war in 1940 or even be 
moving definitely toward a war 
declaration; we are not, however. 
entirely justified in dismissing all 
consideration of the possibility of 
peace in Europe. Although the re- 
port indicates that 1940 construc- 
tion estimates may be exceeded by 
next year’s actual volume, it states 
that, “A moderately slow start 
with rising rates of activity as the 
year progresses is the indicated 
trend. Commercial, manufactur- 
ing, and private residential build- 
ings are apt to increase most 
markedly in particular industrial 
centers receiving large war 
orders.” 

As to different types of construc- 
tion the report says, in part: “In- 
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dications of generally greater in- 
dustrial and business activity make 
increased commercial building 
practically inevitable; the 1940 
estimate here set down is slightly 
under the 1937 actual figure 
($297,000,000), the largest of re- 
cent years. . . . Industrial manage- 
ment is apt to be very cautious 
about over-expansion of plant 
facilities, a factor which will be 
offset partially by guarantees 
against losses due to plant exten- 
sion which purchasing govern- 
ments will make. . . . The 1937 
peak volume of $314,000,000 
might be considered possible of 
attainment next year, but such a 
figure is difficult to justify in a 
set of conservative advance esti- 
mates.” , 

That educational buildings, hos- 
pitals and _ institutions, public 
buildings, social and recreational 
building construction will show a 
decrease is suggested since, “strict- 


ly civilian improvements are like- 
ly to decrease markedly with no 
stimulus of Federal financial aid; 
buildings included in or related 
rather directly to the defense pro- 
gram would tend to increase.” 

It is stated that there is no par- 
ticular indication, for 1940, of big 
increases in religious building con- 
struction. As to residential build- 
ings the report says: “A 5 per 
cent increase in private residential 
building volume, combined with a 
65 per cent increase in public 
housing volume, would create a net 
14 per cent increase. The esti- 
mated increase in private work is 
based on anticipated industrial, 
business, employment, and income 
increases. The U.S.H.A. program, 
under its original $800,000,000 
loan authorization, will have 35 to 
38 per cent of its total construction 
under contract by the end of 1939; 
a considerably increased volume 
is scheduled for the next year, and 
the increase here estimated is pos- 
sible of attainment with no new 
authorizations by the next Con- 
gress. There will also be some 
Army housing included in the de- 
fense program. 

“Private apartment building is 
expected to decrease a little; the 
volume has been tapering off, and 
the prevailing wage amendment to 
the National Housing Act (passed 
by the last Congress) has lessened 
somewhat the stimulus to invest- 
ment housing projects with 
F.H.A.-insured mortgages. How- 
ever, most public housing projects 
will be multiple dwellings, thus 
producing a large net increase in 
apartments. 

“Nearly all one and two-family 
houses will be private-enterprise 
projects in the moderate-price 

(Concluded on page 82) 



































PRIVATE OWNERSHIP PUBLIC OWNERSHIP TOTAL 

YEAR DOLLARS % of TOTAL DOLLARS % of TOTAL DOLLARS 
1934 567,716,000 37 975,393,000 63 1,543,109,010 
1935 837,441,000 45 1,007,105,000 55 1,844,546,000 
1936 1, 341,068,000 50 1, 434,230,000 50 2,675,298,000 
1937 1,761,117,000 60 1,151, 943,000 40 2,913 ,060,000 
1938 1,492,208,000 47 1,704,720,000 53 3,196, 928,000 
*1939 1,830,000,000 55 1,525,000,000 45 3,355,000, 000 
1940 Est. | 2.040. 000.000 57 1. 540. 000. 000 3 3. 580. 000. 000 

1940 vs 
1929 +11% +1% +7% 








*Based on ten months data 


(Courtesy of Statistical and Research 
4 Corporation ) 


Division, 


F. 


Dodge 


Value of total construction contracts in 37 
eastern states. Private vs public ownership. 


HARDWARE AGE 





A 3 an 
FAL RL: ES SS a 








' Vs 





RR ae 


oN 
a 








A Hardware Visitor 


From Norway 


A resident of Oslo describes “The 
Land of the Midnight Sun” politic- 
ally, physically and commercially 


By SAUNDERS NorRVELL 


W E have just had 
the pleasure of a 
visit from J. K. Borch of Oslo, 
Norway. His office address in 
Oslo is Tollbugata 3. 

After luncheon at the Engineers’ 
Club with Mr. Griffiths and Mr. 
Heale, Mr. Borch came to my 
office and submitted to an inter- 
view mainly about Norway and 
how business is done in that far 
northern country that lies between 
Sweden, the Atlantic Ocean and 
the North Sea and extends north- 
ward to the Arctic Ocean. It is a 
land of fjords and mountains and 
those who return from a trip to 
the North Cape have marvelous 
stories to tell of the midnight sun, 
24-hour days and the northern 
lights. 

Norway was formerly joined to 
Sweden but in 1905 became inde- 
pendent under King Haakon. 
However, there is no nobility ex- 
cept the royal family. There is a 
premier and two houses of Parlia- 
ment — the upper and the lower. 
At present there is a labor govern- 
ment and it is very popular and 
efficient. Norway is well governed 
and corruption and racketeering 
is unknown. The population is 
2,500,000, almost entirely pure 
Scandanavian. 

The products of the country are 
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lumber, wood pulp, fish and fish 
oil. Also farm and dairy products. 
Norway is the fourth largest ship- 
ping country in the world. Sail 
has largely given way to steam. 
The Norwegians carry on large 
whaling activities in the Antarctic 
using steam ships and modern 
whaling methods. There is some 
copper and silver mining, but 
Norway is not a manufacturing 
country and so buys largely of 
hardware, tools, etc., from abroad. 
Quality goods are bought in the 
United States while cheap goods 
are purchased in Europe. 


Their Best Customer 


The United States is Norway’s 
best customer and the people of 
that country are very friendly to 
the people of the United States. 
The state church is Lutheran and 
most Norwegians are very reli- 
gious. Crimes of violence in Nor- 
way are almost non-existent and 
her government and people are 
well known for their honesty and 
high character. 

In the disturbed world of today 
it is their desire just to be left 
alone, to be allowed to live their 
own lives. There are labor unions 
and merchant associations. When 
there is a difference arbitrators 








J. K. BORCH 


are called in and if they cannot 
bring about an understanding the 
Government steps in. Strikes and 
picketing are almost unknown 
under the present labor govern- 
ment. 

No chain stores are permitted 
in Norway. One corporation may 
only have one store, but almost 
all wholesale houses also conduct 
retail departments. Manufacturers’, 
wholesalers’ and retailers’ prices 
are all fixed. But government 
officials see that the consumer is 
protected. Corporation stores sell 
foodstuffs principally but do a 
little business in hardware. 

The various trade associations 
regulate prices, terms, wages, etc., 
and the penalty from breaking 
these regulations is “outlawing” 
the offender. He cannot get goods 
or service if he is placed on the 
blacklist. 

A manufacturer’s agent sells 
jobbers and retailers but makes a 
rigid fixed difference in prices ap- 
proved by associations. To give 
an exclusive agency is not con- 
sidered good form, and although 
a manufacturer may appoint one 
selling agency for all or for a part 
of Norway, his agents are expected 
to sell to all who want the goods. 

(Continued on page 86) 
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Home Butcheri ng—a 


Curing meats is an all_important 


detail. Here are some interesting 
facts on the subject which should 
be helpful to the hardware dealer 





Showing how the meat pump 
is used to inject the cur- 
ing pickle around the bone. 


L, a former article on 


this subject, we pointed out that 
the number of hogs slaughtered 
on American farms in 1938 ex- 
ceeded 13,500,000. It is a farm 
activity which has been growing 
year by year and one which is en- 
couraged by the Department of 
Agriculture, which has _ issued 
many booklets on the subject. Ap- 
proximately 70 per cent of the 
farmers of the United States now 
engage in this activity every fall, 
and in 1938 the value of farm- 
slaughtered animals approximated 
$205,860,000. 

Unfortunately, according to De- 
partment of Agriculture statistics, 
5 per cent of the meat that is cured 
on farms is spoiled because of im- 
proper handling and curing. This 


represents a dollar loss of over 
$14,765,000. There is also an ad- 
ditional loss of 74 per cent be- 
cause of bone taint. Often, because 
of lack of knowledge on the sub- 
ject of curing, the meat frequently 
suffers from being either under- 
cured or over-cured, from too 
much salt or from insufficient salt. 


Worth While Information 


The following facts on curing 
meats, which have been submitted 
to us for publication, will enable 
the hardware dealer to proffer 
sound advice and help on the sub- 
ject, thereby helping his own sales 
of the proper tools and material. 
Since most of these items are al- 
ready in stock, additional invest- 





EDITORS’ NOTE: This story supplements very appropriately 
the article published in the November 16th issue dealing with the 
promotion of farm-butchering tools and equipment. 
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ment is reduced to a minimum. 
What is mostly needed is sales dis- 
play and sales promotion. 

However, no home-butchering 
department can be complete with- 
out the addition of meat-curing 
equipment and preparations, and 
no hardware dealer can do an ade- 
quate selling job without knowing 
the full story of the latter’s use and 
application. 


Equipment Needed 


The products and equipment 
needed for curing fine quality 
meat and making delicious sausage 
consist of two prepared products, 
and a meat pump and sausage sea- 
soning. Both the curing products 
are termed “specialized cures.” A 
specialized cure consists of salt as 
the base with the addition of other 
important and desirable ingredi- 
ents to produce a pleasing flavor. 
All of these ingredients, properly 
proportioned and blended, make 
up the one product which cures— 
sugar cures—and imparts smoke 
flavor. 

Making sausage so that every 
batch is exactly right in zest and 
flavor is no longer difficult. The 
three requisities are good pork, a 
good grinder and a good season- 
ing. A fully-prepared, uniformly- 
blended and thoroughly mixed 
seasoning makes the home-curing 
job easier. Using one level table- 
spoon per pound of meat trim- 
mings and working the two to- 
gether quickly, the pork is made 
ready for the grinder. As the meat 
goes through the grinder the salt 
and seasoning ingredients are 
thoroughly mixed and blended 
with the meat and come out as 
finished sausage. 

Another cure is used primarily 
for pumping along the bone of 
hams and shoulders and also for 
keeping the extra pieces such as 
spareribs, backbone, liver, etc., un- 
til they can be conveniently used. 

In curing a fresh ham, the first 
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step is to take water that has previ- 
ously been boiled and allowed to 
cool. The cure is mixed with the 
water at the rate of 21% lbs. to 
3 quarts of water for a full- 
strength pickle, or 21% lbs. to a 
gallon of water for a medium 
pickle. The pickle is stirred until 
the prepared cure is dissolved and 
then the pumping or curing pickle 
is ready for use. 


Preventing Taint 


One important part of equip- 
ment is used in this process which 
many stores do not carry in stock. 
It is the meat pump which is rap- 
idly becoming indispensable. This 
pump is used for injecting the cur- 
ing pickle around the bones of 
hams and shoulders and also is 
being widely used in the home cur- 
ing of bacon. Sometimes incor- 
rectly termed a “syringe” or “meat 
gun,” it is simple in cqgnstruction. 
One of its most important func- 
tions is preventing bone taint and 


Below: Mixing special salt with 
water to make the pumping pickle. 
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out-and-out spoilage around the 
bone areas of hams or shoulders, 
as well. 

When the curing pickle is in- 
jected by the meat pump, it starts 
the cure at the bone where taint 
usually sets in. The curing pickle 
usually offsets this action entirely, 
resulting in meat that is just as 
sweet and wholesome around the 
bone as in any other part. This 
method of curing around the bone 
enables the curing pickle to work 
from the inside out. Then a sugar- 
curing salt, also a prepared prod- 
uct, is applied to both the meat 
and skin sides and this works from 
the outside toward the center of 
the meat. 

The treated meat is then packed 
away in a suitable curing con- 
tainer. In three or four days the 
pack is broken, and the meat is 
given a second application of the 
sugar-curing salt and repacked. 
Following this, the meat should be 
overhauled and the pieces shifted 
when the curing time is about one- 


half up and the meat tested to see 
how the cure is progressing. Test- 
ing is accomplished by inserting a 
clean ice pick down along the 
bone. When the pick is withdrawn, 
the condition of the meat can be 
determined by smelling the point 
of the pick. If it has a clean, 
wholesome smell, then all of the 
previous steps have been properly 
carried out. The finished result 
will be high quality meat, uni- 
formly cured with no under-cured 
nor over-cured spots. 


Not Perishable 


That is the story to tell your 
farmer-customer. It is a story that 
farmers have not been slow to 
realize, as one large company mak- 
ing a line of meat-curing products 
and the meat pump has discovered 
from the flood of letters asking 
where the meat pump can be 
bought. Thousands were sold last 
year by the company—and thou- 

(Continued on page 76) 





Filling the meat pump 
with pumping pickle. 
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John B. Foley 


passed on, and to know that his genial per- 

sonality and kindly smile live only in the mem- 
ories and hearts of his friends, whose number is 
legion. 

A true gentleman, always con- 
siderate of others, I never heard 
him utter an unkind word. Loyal 
to the core in every phase of his 
useful life, he was ever a staunch 
friend. He was tolerant of con- 
trary opinions and mild-mannered 
yet a formidable fighter for any 
cause which he believed was just, 
and never would compromise with 
what he knew to be the truth. 
And never would he yield to mere 
expediency. To him there was 
only the true course to pursue and 
that he did all of his life. 

At the time of his death, Thurs- 
day, November 30, 1939, at the 
Syracuse General Hospital, Syra- 
cuse, N. Y., John Foley was 68 
years old and the dean of all liv- 
ing retail hardware association 
secretaries, having served the 
New York State Retail Hardware Association in that 
capacity for 36 years. He was also a founder of 
the organization and to him, in a large measure, 
must go the credit for its growth and accomplish- 
ments. 

In spite of his native modesty and his avoidance 
of the spotlight, Secretary Foley played a conspicu- 
ous part in the hardware industry for nearly four 
decades. His many contributions to the improvement 
of retail hardware conditions will long be remem- 
bered, as will his sound advice and counsel which 
the members of his association freely sought on their 
major problems. 

In national retail activities John Foley enjoyed 
the respect and admiration of his fellow-secretaries 
and their members and here again contributed richly 
to the progress of hardware trade organization work. 


: is difficult to realize that John B. Foley has 





JOHN B. FOLEY 


Before entering association work, John Foley oper- 
ated his own retail hardware store, under his own 
name, in Syracuse, N. Y., his birthplace and the 
home of the New York association’s offices since 
its organization. He operated this store for 15 years, 
selling out when the secretaryship 
required his full time. Prior to 
that he had been connected with 
the retail department, conducted 
at that time by Burhans & Black, 
Inc., in the same city. 

Although hospitalized several 
days before an operation that 
proved fatal, it was not generally 
realized by his family or intimates 
that Mr. Foley’s condition was so 
precarious. As a result, his death 
came as a sudden blow and was 
a terrific shock to the family. 

He is survived by his wife, Mrs. 
Phoebe Dolan Foley; a son, John 
B. Foley, Jr.; three daughters, 
Mrs. Charles H. McCarthy, Mrs. 
William G. Kennedy and Miss 
Margaret E. Foley, and a brother, 
James F. Foley, all of Syracuse. 

Services, attended by hardware 
men from all over the state, were at St. Anthony of 
Padua Church and burial was in St. Agnes Cemetery, 
on December 2, 1939. Mr. Foley’s home was at 227 
Kirk Ave., Syracuse, N. Y. 

The passing of John B. Foley brings to a close a 
career of unselfish devotion and service; to his fam- 
ily; to his association, and to his many friends. It 
was a privilege to have had him as my friend. In 
common with thousands who knew him, I shall long 
cherish the memory of his friendship and feel that 
his character, integrity and industry will be an inspir- 
ation to all of us who follow. And I know that wher- 
ever hardware men meet they will continue to feel 
the good influences of his work and will reserve a 
niche in their hearts to his memory. 


—CHARLES J. HEALE 


HARDWARE AGE 


a Es. RR eae 











wr (SS 


pec 
3 aie 





& 





















KV @ Wl 


Coe eusinesst 








December 14, 1939 


Manila Rope — Prices on 
manila rope were recently advanced 
two cents per pound further on all 
grades of manila rope, with sisal left 
unchanged. The new schedule on 
three strand manila for the central 
(zone 2) territory is as follows, with 
dealers’ discount from these prices 


remaining at ten per cent. 


No. 1 (best) manila, *4 in. and larger, 
Base $0.25%, per Ib. 

No. 2 manila, ™% in. and larger, Base 
$0.23 per Ib. 

No. 3 manila, % in. and larger, Base 
$0.21% per Ib. 


The mills state that they hope to 
keep these prices open for the bal- 
ance of the year, but, due to world 
conditions, they are obliged to quote 
subject to change without notice. 


% * * 
= 


Rope Retailer—The Water- 
bury Rope Co., Brooklyn, N. Y., dis- 
play stand and reels of manila rope 
were again advanced Nov. 25, fol- 
lowing the earlier market increase 
on Oct. 1. Zone 2 (central) prices 
to dealers on the complete “Retail- 
er” assortment are raised to $30.60 
in the Waterbury No. 1 grade, and 
to $28.08 in the Rex, No. 2 quality. 

* * * 

Jute Cordage—On Nov. 17 a 
jute cordage producer notified its 
trade that: 

“Effective immediately, we are 


withdrawing all prices outlined in 
our list of Nov. 13, 1939. Since that 
price list was issued, the continued 
unfavorable condition within the raw 
material market forces us to take 
this position.” 

* * * 

Steel Quotations—The Car- 
negie-Illinois Steel Corp. reaffirmed, 
on Nov. 27, its present domestic 
prices on rerolling blooms, billets 
and slabs, sheet bars, forging 
blooms, billets, slabs, carton and al- 
loy bars, structural shapes, steel 
sheet piling, rails, plates electrical 
and vitrenamel sheets, galvanized 
sheets, long terne sheets, black plate 
and cold rolled sheets, for shipmen‘ 
to and including March 31, 1940. 
There was one advance, affecting the 
hot rolled sheets and strips by $2.00 
per ton, except on some gages where 
it was modified by lower pickling 
extras. The new carload base prices 
are $2.10 per 100 lb. f.o.b. mills at 
Pittsburgh and Chicago. The an- 
nouncement states that the prices 
apply only on such shipments as are 
made up to and including March 31. 
1940, and that any shipments after 
that date will be invoiced at the 
prices in effect at the date of ship- 
ment. No. 1 heavy steel scrap 
dropped late last month to $18.50 to 





ADVANCES 


Manila rope—One rope stand—Copper snow guards. 

Wood screws—Some gages hot-rolled sheets, strips. 

Some roofing products—Mine tools—Copper rivets, burrs. 
Aluminum alloy cement tools—Rubber shoe soles. 

Copper, brass, sheets and wire—Hames. 


Certain gages hot rolled rods. 


Saddlery, chain hardware—Cotton gloves. 
Tackle snatch blocks—Some window cleaners. 


Certain glass, floor scrapers, etc. 


One make fertilizer spreaders. Some shotguns, rifles. 
Some croquet, baseball accessories. 
Copper, brass pipe and water tube. 
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$19.00 at Pittsburgh. This is about 
$5.50 under the peak level prevail- 
ing in early October. Mill buying 
is temporarily rather limited. 

* * * 

Wire Products—No anounce- 
ments have been made on merchant 
wire products, such as nails, wire 
and fencing. American Steel & 
Wire Co., Cleveland, Ohio, reaffirmed 
prices for first quarter delivery on 
low carbon basic and Bessemer wire, 
cold rolled strip and commodity 
strip. Changes in the pricing meth- 
ods for hot rolled rods were an- 
nounced—these rods, formerly priced 
per. gross ton, will be quoted per 100 
pounds, for delivery beginning Jan. 
1, 1940. The 100-pound prices cause 
practically no net change in coarse 
rods, but there was an upward revi- 
sion of approximately 8 cents per 
100 pounds in the No. 5 gage to 9/32 
inch range. 

ee * * 

Firearms — There were ad- 
vances of from 5 to 15 per cent, in 
November, on guns made by O. F. 
Mossberg & Sons, Inc., New Haven, 
Conn. However, on April 20, 1939, 
Mossberg issued new prices showing 
decreases ranging up to 25 per cent 
so some of the company’s increases, 
effective Nov. 10, only partially com- 


pensate for April decreases. 
* x * 


Tin Plate Prices—On Dec. 1 
Carnegie-IIlinois Steel Corp. re- 
affirmed the following -wholesale-car- 
load base prices, to apply on ship- 
ments up to and including March 31, 
1940, for delivery and consumption 
in the United States: U.S.S. coke tin 
plate $5.00 per 14 x 20 inch base 
box, f.o.b. Pittsburgh or Gary. Spe- 
cial coated manufacturing ternes 
$4.30 per base box, f.o.b. Pittsburgh 
or Gary. Prices on other coated tin 
mill products were also reaffirmed. 

* * * 

Screen Doors and Window 

Screens—Because of increasing costs 
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leading makers of screen doors, 
whose opening 1940 prices were re- 
cently announced will probably find 
it necessary to make further ad- 
vances soon. On some staple items 
of extension window screens only 
limited orders are being accepted 
for early shipment by some manu- 
facturers. Advances are likely be- 
fore the first of the year. 


PRICES 
REAFFIRMED 


Low carbon basic and Bessemer 
wire—Galv. sheets, etc. 

Cold rolled strip — Commodity 
strip. 

— blooms, billets, slabs, 
etc. 

Tin plate—Some solder, etc. 

— ingots — Eaves trough, 
etc. 





ADVANCES 
EXPECTED 


Screen doors—Window screens— 
Cut shellac—Some cameras. 





Wood Screws — Prices on 
wood screws have been advanced, by 
leading makers, approximately 10 


per cent. 
* * +o 


Solders—Effective Nov. 20, 
Kester Solder Co., Chicago, IIl., re- 
duced dealer prices two cents per 
pound further on its acid-core and 
rosin-core solders—making a total 
drop since Sept. 25 of 6 cents. The 
new schedule includes one pound 
spools at 64 cents per pound, 5 
pound spools at 60 cents, and 20 
pound spools at 57 cents. All other 
Kester products (Metal Mender, 
Radio Solder, Aluminum Solder in 
cans; also fluxes, kits, paddles, 
swabs, and brushes) retain the same 
prices as announced on May 12, 
1939. 

. * * 

Saddlery and Chain Hardware 
—An average advance of 5 to 10 
per cent was announced last week 
on saddlery hardware, and a 10 per 
cent mark-up was recently made by 
makers of forged chain hooks and 
cold shuts. Hame prices were ad- 
vanced last month about 5 per cent. 

a «4 


Cotton Gloves—At varying 
dates in late November, leading manu- 
facturers of cotton gloves have raised 
prices again—the increase averaging 
5 per cent. Despite a late season on 
cold-weather gloves, the demand has 
been unexpectedly heavy, and the 
great corn crop caused an early sell- 
out on husking mittens and gloves. 

* _ * 


Athletic clothing—Some mak- 
ers of athletic clothing are protect- 
ing, prices announced at the begin- 
ning of the season on football and 
hockey jersies, sweat shirts, warm-up 
coats, and basket ball uniforms, on 
the basis of raw materials on hand, 
and are guaranteeing against ad- 
vance to Feb. 1. 
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Roofing Lines—On Nov. 27, 
The Ruberoid Co., New York City, 
published several list price revisions. 
increases for standard unit and Tee 
Lok shingles and various weights 
and grades of mineral and smooth 
surfaced roll roofings are as follows, 
and will become effective on ship- 
ments on and after Dec. 18, 1939. 

Standard 9 x 12 inch Unit Shin- 
gles, up 35 cents per square. 

Giant Tee Lok Shingles, up 47 
cents per square. 

Ruberoid Smooth Roll Roofings, 
increased 2 to 5 cents per square. 

Starex Smooth Roll Roofings, in- 
creased 7 cents per square. 

Wigwam Smooth Roll Roofings, 
increased 6 cents per square. 

107 lb. Mineralized Rolls, ad- 
vanced 14 cents per square. 

90 lb. Mineralized Rolls, advanced 
12 cents per square. 

75 lb. Mineralized Rolls, advanced 
11 cents per square. 

Diamond Point Roofing, advanced 
16 cents per square. 

Increased list prices for build-up 
roofing materials, as follows, will be- 
come effective on shipments on and 
after Jan. 2, 1940. 

Asphalt or Tarred Felt, 12 Ib., 
up 11 cents per (432 sq. ft.) roll. 

Asphalt or Tarred Felt, 14 lb., up 
18 cents per (432 sq. ft.) roll. 

Asphalt or Tarred Felt, 15 lb., up 
6 cents per (432 sq. ft.) roll. 

Smooth Flashing Strips, up 1 to 3 
cents per roll. 

Lively Tool Sales—Due to 
domestic factory activity, and to in- 
creased foreign demand, makers of 
machine tools are filled with orders, 
for long deliveries ahead, as never 
before. Probably the most recent 
influx of machine tool orders is not 
because of the lifting of the Arms 
Embargo, but rather that foreign na- 
tions have just reached the point 
where their plans have been formu- 
lated and they are ready to carry 
them through. There are more or- 
ders for large layouts of machines 
and tools, and fewer of the small fill- 





DECLINES 


Some acid, rosin core solder. 


in variety. Domestic makers of twist 
drills, for example, and of grinding 
wheels and abrasives are weeks be- 
hind in deliveries, and with no relief 
in sight. Recent tool advances in- 
clude 10 per cent on mine tools and 
coal and ore picks, and a similar 
mark-up on aluminum alloy cement 
tools. 





PRICES 
WITHDRAWN 


Jute cordage. 





Tackle and Snatch Blocks— 
Effective Dec. 1 a 10 per cent in- 
crease was announced on wood and 
steel tackle and snatch blocks. 

*% * * 


Window Cleaners—Greenview 

Mfg. Co., Chicago, Ill., has an- 

nounced an advance of about 10 per 

cent, effective Dec. 15 on its Arrow 

window cleaners, and on floor scrap- 

ers, rubbers, mops and glass scrapers. 
* * ” 


Rubber Shoe Soles — One 
maker of cement-on rubber shoe 
soles has announced a price advance 
of about 5 per cent. 

* * *# 

Fertilizer Spreaders — One 
manufacturer of fertilizer spreaders 
has announced a 5 per cent advance. 

* * *# 

Snow Guards—As of Dec. 5 
Clason copper snow guards of all 
types were advanced $2.00 per 1000 
pieces. 

* *& * 

Aluminum Unchanged—There 
will be no advance by Aluminum 
Co. of America in its domestic prices 
for aluminum ingots during the first 
quarter of 1940, the company an- 
nounced recently. The statement in- 
cluded the following comment: 

“Benefits of research and develop- 
ment, together with expansion of 
plants and facilities, permit the com- 
pany to expect lower costs, and, in 
line with its expressed policy, it in- 
tends to share such economies with 
the consumers of aluminum.” 

* * * 


Copper and Brass Products— 
Domestic copper sales during the 
first half of November were about 25 
per cent below those for the corre- 
sponding period of October. October 
sales had declined sharply, to 66,923 
tons from the record high level of 
183,627 tons for September, but were 
nevertheless the third largest for 
any month of the year. Despite the 
recent decline in new orders, a large 
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Her kitchen is every woman's work- 
room. To meet her needs it must be 
efficiently equipped. To satisfy her it 
must be kept in style. With Owens- 
[llinois matched kitchen ensembles 
you can fulfill both requirements 
with the biggest value in this kind of 
houseware. 


Not only brides, not only all wives, 
but all women are in the market for a 
kitchen trousseau. Changing trends in 
color and decoration are constantly 
studied and checked for consumer ac- 
ceptance before styling Owens-Illinois 
patterns. An example ‘of this style- 
rightness is shown here in the Challis 
pattern. This is only one of the many 
up-to-the-minute patterns from which 
you may choose. 


Get the most out of every woman's 
style consciousness by displaying 
Owens-Illinois matched ensembles as a 
unit and you will make more sales to 
every houseware customer. Uniformly 
fine in finish and lasting in construc- 
tion, all patterns are the results of only 
the highest possible grade of lithog- 
raphy. See our complete line at your 
jobber’s or contact our salesman direct. 


KITCHENWARE 
ENSEMBLES 


b 
OWENS-ILLINOIS 
C AON [2:87 8:8 7 


HOUSEWARES DIVISION—TOLEDO, OHIO 


DECEMBER 14, 1939 


Let this gay, charming Challis pattern 
build prestige as well as sales for your 
housewares. All it needs is to be seen by 
women to be valued for its decorative pos- 
sibilities in the kitchen. Capitalize on 
changing style trends to make sales for 
kitchenware just as you do for stoves, 
refrigerators and other major purchases. 
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volume of commitments previously 
made remains to be delivered, and 
there is much new strength in the 
fabricated copper markets. Copper 
and brass sheets and wire advanced 
14 cent per pound on Dec. 1, and 
the discounts on pipe and water tube 
were decreased one point. 

Leading makers of copper rivets 
and burrs have advanced prices 2 
cents per pound above those estab- 
lished in September. 

« * * 
Other Non-Ferrous Metals— 
Tin prices made a slight recovery 
late in November, but did not hold 
all the advance. On Dec. 1, the New 
York market was at 5214 cents, com- 


pared with an Augus. mark of 
around 48 cents. Zinc declined 14 
cent per pound last week, but lead 
prices have held their rise, despite a 
lessened demand. Lead is now 45 
cents and zinc $1.25 per 100 Ibs. 
above their mid-August levels. 
* * * 

Eaves Trough, Conductor, etc. 
—Possibly the greatest surprise in 
the first quarter steel price announce- 
ments was the holding of unchanged 
quotations on galvanized sheets, into 
whose cost zinc enters so largely. As 
a result of the reaffirmation on gal- 
vanized sheet steel, several leading 
makers have already extended their 
recent prices to include first quarter 








By ROBERT PILGRIM 


Copyright 1939 by Hardware Age 
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1940 shipments, on eaves trough, 
conductor pipe, ridge roll, valley and 
accessories. 


ee © @ 


Shellac Prices — With the 
market on gum shellac steadily ris- 
ing, domestic prices on cut shellac 
seem surely due for an advance. 


* *+ 


Winter Sports, etc.—Distribu- 
tors report a good start for basket- 
ball sales, with many schools and 
leagues adopting the laceless and 
seamless molded leather balls. Ice 
skate orders have been heavy, in 
anticipation of a normal season, and 
perhaps later delays in shipment. 
Sales of ski outfits have barely 
started. Demand for steel ski poles 
is increasing. The new red or blue 
stained bamboo poles are also in 
demand. With the opening of indoor 
ranges in many parts of the country, 
archery is rapidly gaining in favor 
as an all-year-round sport. Many 
stores have found demand for a well- 
assorted line of equipment, ranging 
from low-priced beginners’ sets to 
the finer bows and footed arrows. 
Advance orders toward 1940 are 
satisfactorily heavy on baseball, ten- 
nis, golf and croquet equipment. Ex- 
cept for about a 5 per cent advance 
in some baseball and croquet acces- 
sories, prices are about the same as 
last season. 

* * a 


Washing Mahines — Factory 
shipments of household washers in 
October totaled 142,830 units, 24 per 
cent ahead if the like month last 
year, according to the Manufactur- 
ers’ Association. Shipments for the 
month were aided by the second an- 
nual national washer-ironer week. 
The total for the first ten months of 
1939 was 1,252,996 units, an increase 
of 27 per cent over 1928. Ironer 
shipments in October gained 6 per 
cent over October, 1938, and for the 
first 10 months ironer shipments 
were only a shade ahead of last year. 


* * 


Paint Sales Increase—Octo- 
ber sales of paints, varnish, lacquer 
and related materials reached $34,- 
539,596, a gain of 20 per cent over 
the same month last year, indicating 
that the tremendous expansion in in- 
terest which swelled September vol- 
ume to $37,000,000 was largely 
maintained. Reports from 579 manu- 
facturers, compiled by the Depart- 
ment of Commerce, show October 
volume to be the fourth highest for 
the year so far. 

Of the total figure, industrial sales 

(Continued on page 80) 
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- PAINTING CONTRACTORS 


Used 


GUM TURPENTINE 





5 e- above results are from a national survey 
just completed. Through the courtesy of Na- 
tional Painters Magazine every 30th name on their 
list received one of the above cards. Here are the 
results tabulated from the returned postcards. 
When Painting Contractors painted their own 
homes: 
93.6% used only Gum Turpentine 
4.2% used substitutes 
2.2% used both 


100% 


Sold GANNED COM TURPENTINE 


The Painting Contractor is your star customer. 
He wants paint mixed with Pure Gum Spirits of 
Turpentine. Gum Turpentine is now packed in 
attractive lithographed tin containers in standard 
sizes up to five gallons. Stock canned Gum Tur- 
pentine bearing the AT-FA Seal of Approval. Na- 
tionally advertised in leading magazines reaching 
21,000,000 homeowners. 





AMERICAN TURPENTINE FARMERS ASSOCIATION 
COOPERATIVE 
Valdosta, Georgia 


The AT-FA Seal of 
Approval on canned 
Gum Turpentine is 
your guarantee that it 
is es pao enuine, 
unadulteratedproduct. 
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SALES OF 2,006 INDEPENDENT HARDWARE DEALERS IN UNITED STATES 
October, 1939 





Dollar Sales Reported 
Percentage Change 








Number Oct., 1939 from 
States by regions of Firms Oct., Sept., Oct., Oct., Sept., 
Reporting 1938 1939 1939 1938 1939 

New England 86 — + 11 854,830 893,089 845,529 
Connecticut ............. ll + 45 + 2) 110,049 105,348 107,814 
SAR GA ts 12 + 87 + 32 73,188 67,326 71,087 
Massachusetts hd ihc eet, te erage ais 49 — 6.4 — 05 426,596 455,668 428,647 
New Hampshire and Vermont........ 11 —12.9 + 0.4 200,828 230,627 200,106 
Rhode Island bialoe wie tae hike’ ¢ Ras ace 0° Vee |) OO Vea 
WORMGON COW TOO DOOD ck wats eke wie ewer Pisani 

Middle Atlantic . 242 + 95 - Gl 1,270,796 1,160,229 1,164,753 
New Jersey ll + 59 — 3.7 76,202 71,945 79,161 
a) errr error rs 35 + Se + 4.9 177,225 168,544 169,022 
PO, ov cctciwaa dina tetieanews 196 +10.6 +110 1,017,369 919,740 916,570 

East North Central..................... 521 + as + §.) 2,705,499 2,498,039 2,573,765 
Re Se ee ee ae 126 + 44 + 88 620,216 594,142 570,099 
Indiana ree eee eee 68 +16.3 + 72 359,321 308,929 335,142 
er eee 56 +117 + 64 306,941 274,721 288,585 
Re err te Te 149 +11.1 + 15 785,646 707,275 774,098 
TN, os <n baredwrisuecumee es Cieea 122 + 83 + 45 633,375 612,972 605,841 

Wat Matt CanGel, .c..o5.sicisicdcene 353 + 8.1 + a) 1,137,304 1,052,343 1,082,524 
Towa e.! 83 +12.9 + 42 374,668 331,768 359,693 
SNe Uh 2 nsinnMcaomintpensiohoeindios 85 + 43 + 22 185,232 177,677 181,203 
Minnesota 31 + 0.6 + 48 164,195 163,167 156,661 
Missouri 80 + 9.7 + 39 254,069 231,543 244,548 
I go ec acibek ss an:c a ediemnoete 58 + 35 +10.7 116,498 112,606 105,233 
North Dakota 12 +26.6 +10.8 31,343 24,749 28,295 
I 0:5 casas senancaceee ade ° iy on eee ee eee eee 

pO ee re rer es 89 + 7.4 +15.7 557,121 518,512 481,606 
NN er ee ag eee Seek 
RE 26; 5: essaccina Goa ea niaemeacne 25 + 0.7 +15.8 145,547 144,529 125,644 
NN ons s.c seinen snes 3 seme ammee eed 26 + 9.7 +19.7 130,891 119,319 109,341 
SB rn ere ° ee, yp) atte LF cee | 
North Carolina 5 +20.7 +18.7 69,394 57,498 58,451 
South Carolina 11 +21.6 +22.0 94,331 77,605 77,333 
Virginia 10 — 58 + 18 73,686 78,233 72,389 
West Virginia 9 + 0.1 +11.6 30,685 30,648 27,496 

East South Central 43 + 93 + 4.0 283,528 259,322 272,558 
OR oe Lat oem eed eee wae 20 + 7.9 + 9.0 125,101 115,897 114,810 
SS ROCCO CCT errr ee 11 + 46 +10.4 55,733 53,259 50,477 
Be a a or rn Bee ee re or 
Tennessee 10 +15.9 — 51 99,114 85,503 104,492 

West South Central. . 145 + 41 + 23 996,476 957,394 973,762 
Arkansas 21 + 25 +19.2 107,476 104,861 90,194 
NN 5 5° dee’, did cs sslin ea aters kas 5 + 8.1 +42.0 28,470 26,336 20,049 
SR a eee 40 + 6.1 + 0.2 393,946 371,425 392,968 
; | aS a oer ae 79 + 26 — 0.8 466,584 454,772 470,551 

Rr Sere 117 + 85 + 40 863,960 796,236 830,586 
Arizona 15 + 7.1 + 03 250,875 234,208 250,216 
Cemeeade .... occ sccsees 33 — 18 — 48 150,046 152,761 157,612 
Idaho rand 19 +13.1 +17.9 114,598 101,338 97,189 
Montana ............... 28 +12.6 + 6] 200,066 177,616 188,526 
PE keen n. dite ac cect * y er iy Mics ee Pal acre ec eee 
New Mexico ieee Ke worhe a eee. eee ee Ye ee ee nal, ae 
Utah SAE EA and eas oar OS = eee Oe, ee 
Wyoming * 

Pacific 410 + 69 — 08 2,206,722 2,063,744 2,224,009 
California 320 + 75 + 44 1,660,700 1,544,250 1,591,296 
Oregon 39 +12.1 — 63 170,752 152,315 182,329 
Washington 51 + 22 —16.7 375,270 367,179 450,384 

TOTAL 2,006 + 6.6 + 41 10,876,236 10,198,908 10,449,092 

City of Chicago 18 + 83 +14.9 58,254 53,793 50,690 

City of Los Angeles 42 +14.9 + 4.1 230,836 200,872 221,788 

City of Portland 14 +20.0 — 1.6 35,336 29,437 35,893 

City of St. Louis 19 +13.6 +13.2 41,105 36.171 36,306 

City of San Francisco 36 +10.3 +13.8 128.851 116,809 113,198 

City of Seattle 12 — 46 —28.5 164,348 | 172,357 229,919 





: * Note while stores from these states are included in grand total, figures for these states are not shown on this chart because 
of insufficient data. Compiled by Bureau of the Census, U. S. Department of Commerce. 
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I learned this sales 


secret from my 


Thanksgiving Turkey! 








THE BIG IDEA came to me while I was trying to carve my NEXT DAY I tried it out by asking all my customers this simple 
Thanksgiving turkey. “If I, a hardware dealer, sometimes have question: “Do you have trouble keeping your carving knife sharp?” 
difficulty carving, think what trouble my customers may have Then I demonstrated the No. 66 Carborundum Brand Silicon 
carving their holiday birds!” Carbide Knife Sharpener. 


THE RESULTS were amazing. Formerly we usually sold a sharp- 
ener only when we sold a knife. But this new approach makes 
every Customer a prospect for an extra sale. What’s more, I some- 
times sell a new carving knife along with the sharpener! 








THE CARBORUNDUM COMPANY ® NIAGARA FALLS, N. Y. 


REG. U. S$. PAT. OFF. 
Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Cincinnati, Pittsburgh, Grand Rapids 


(Carborundum is a registered trade-mark of The Carborundum Company) 
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After Hours! 





| \ IGHT has fallen and the partners of 

the retail hardware firm of Cass and 
Elliott are getting ready to call it a day. Edward 
Cass, one of the partners, is up in the front of the 
store seeing that everything is in order. John Elliott, 
the other partner, has completed his check-up and 
is thumbing over a copy of the November 30, 1939, 
issue of HaRDWaRE AGE. 

CASS: I feel sorry for any burglar that gets into 
this place at night. He’d break his neck stumbling 
into these pillars. He'd be licked before he ever 
started. Sometimes I wonder what the darned things 
can be used for aside from supporting the ceiling. 

ELLIOTT: Well, Ed, if you really want to know 
what they can be used for step around here and 
take a look at this page in Harpware AcE. It’s the 
answer to your prayer. Patterson Bros. in New York 
City have a lot of big pillars in their store and they 
use them for display purposes. They put hand tools 
on some, bathroom fixtures on others and so on right 
down the line. They also display samples of mer- 
chandise on the outside of their mezzanine railing. 
We haven’t got a mezzanine, but the idea’s a good 
one just the same. Here, look it over. 

CASS: You're darned right it’s a good idea. And 
look at the other one on the same page. Mighty 
good way of displaying wallpaper, I'd say. We 
haven't the space or the stock of paper that this firm 
has, but I’ll bet we can do something with that cor- 
ner where the wallpaper department is located. Well, 
live and learn, say I. There’s always some new idea 
turning up that can be used and I guess this book is 
the place where you find them. 

ELLIOTT: Yes and while you're on the subject 
of ideas, take a look at the article that’s on the two 
preceding pages. “Tested Community Promotion 
Ideas That Improve Retail Hardware Sales.” Might 
not be a bad stunt to show these two pages to the 
Chamber of Commerce. That outfit needs a little 
prodding from time to time and it might give them 
a few thoughts on how to boost business for the mer- 
chants in this town. Something new, that’s what this 
town needs. 

CASS: Well if you’re looking for something new, 
look at this article. It tells about the new store of 
Eaton & Wilson Co. in New London, Conn. That 
firm was completely cleaned out in the hurricane 
last year and look at the way they've come back! 
That’s a mighty interesting illustration showing how 
they conceal surplus stock behind wall fixtures. All 
you need is the space and the shelves for surplus 
stock and you're set. Your extra stock is on one 
floor. No more running down stairs to look for 
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things . . . you’ve got them right where you need 
them. That’s what I call a real time-saver. 

ELLIOTT: Say, while we are looking this over, 
look at this—‘“Wholesalers Offer Christmas Merchan- 
dising Aid to Dealers.” Looks interesting and I’m 
going to read it over at home. 

CASS: Go ahead and read it all you want—to- 
night. That book’s mine tomorrow night. 

ELLIOTT: And while you're at it don’t forget to 
read that article about “Current Price Trends.” The 
other article on that subject certainly served to set 
my soul at rest. I’d been looking forward to a lot 
of price difficulties as a result of the war. Mighty 
glad to see the manufacturers and wholesalers take 
the attitude they did on the subject. It makes it a 
lot easier for us dealers to know where we stand. 

CASS: See Saunders Norvell has an article here 
about Leslie Davis of Australia and the man he 
writes about follows up with an article on the whole- 
sale hardware business in that country. That type 
of article has always been interesting to me. I always 
like to know how they do things in other countries. 
There’s always something to learn and you can 
usually find something that is of value to your own 
business. 

ELLIOTT: Well, if you feel like getting geograph- 
ical on me, you'll find another article here that will 
interest you. It’s about the United States recovering 
its trade with Latin-America. You know those Euro- 
pean countries have given us quite a “run-around” 
in Central and South America. If we succeeded in 
getting some of that business back where it belongs 
you'd see a big reduction in unemployment. 

CASS: No question of that and now’s the time to 
get it back with practically all of Europe tied up 
with the war on its own doorstep. 

ELLIOTT: And here’s another interesting article 
on The Central Hardware Company of St. Louis 
staging a tool fashion show. Well, a big firm can 
do a thing like that, but I wonder what a firm of 
our size could do along those lines. It would have 
to be something a lot smaller, that’s certain. 

CASS: Well, let’s think it over and maybe we'll 
be able to adapt something to our own needs. By 
the way, did you ever stop to think that we’re both 
married men and that our wives are waiting dinner 
for us? 

ELLIOTT: The only time I forget it is about once 
every other week when Harpware ACE arrives. And 
you're just as bad as I am. Let’s go! 

The partners lock up the store and vanish into the 
night. —G.M.S. 
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This SUPERLITE story... 


e@ Ordinary Inside Frosted 
Sul Mes Boies oor e New Wabash Superlite 
,- Cont, e Spot Glows eo From 
es 
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IN THE “POST”! IN COLLIER’S! 


Sells WABASH SUPERLITES 
in your own store... 


ots when you tie-in with 


this Sensational Deal! 


° It’s the deal that created a sensa- 
tion in the electric lamp business. 
It’s a complete Light Conditioning 
Department for your store, yet 
takes up less than 114 sq. ft. floor 
space. Features all fastest-selling 
Wabash Superlite bulb sizes. In. 
cludes Free all-metal display 
stand; Free electric bulb tester, 
6 extra 60-watt Superlite bulbs 
Free. Be sure to get full details 
from your jobber. Or write. 
Wabash Appliance Corp., 335 Car- 
roll St., Brooklyn, N. Y 


Copr. 1939, Wabash Appliance Corp. 


WABASH 
SUPERLITE 
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pocus never enters into the production of 
quality merchandise. A screwdriver excels 
another for one very real and tangible 
reason—it's MADE better. Union Hard- 
ware "Champion" Screwdrivers are built 
rugged to do rugged work. Blades, tested 
to split a screwhead, are expertly forged 
from the toughest steel while a special 
construction feature positively prevents 
the blade from turning or working loose 
in the handle. From "feel" alone you 
know there is quality built into every 
“Champion"—quality proved by the suc- 
cessful experience of thousands of tool 
users. Ask your jobber for all the facts 
about Union Hardware “Champions”. 
You can count on this popula’, depend- 


able line to boost your tool business. 








For descriptions and illustrations of 
UNION Hardware’s complete line of 
screwdrivers and other tools ask for your 
copy of Catalog No. 13. 
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L. J. CODERE, past presi- 
dent and general manager of 
Codére Limited, Sherbrooke, 
Quebec, Canada, is 79 years of 
age and spent 51 years in the 
hardware business with the 
same company. Mr. Codére 
was born on September 5, 
1860, and first became identi- 
fied with hardware when he 
entered the employ of Codére 
Limited as a clerk on March 
17, 1876. The firm had been 
founded by his father in 1875. 
He continued as a clerk for 
four years and in 1880 began 
traveling for the firm, continu- 
ing on the road until 1898. In 
1891 he and two of his 
brothers became partners in the organization and, upon 
the death of his father the following year, he became 
general manager of the company. In 1927 Mr. Codére 
and his brothers retired from active participation in the 
business and were succeeded by their sons who are now 
the heads of the firm. The fourth generation of the family 
began entering the employ of the company two years ago. 
Mr. Codére has been a vice-president of the Carriage 
Makers Association, president of the Eastern Townships 





L. J. CODERE 
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Hardware Age 
Fifty Year 
Club 


Agricultural Association, actual director of the Provincial 
Bank of Canada and has held office in various church 
and social organizations. He is a member of the Knights 
of Columbus. His hobby is home life. 


BYRON D. WYANT, 
hardware dealer of Bellevue, 
Ohio, celebrated his 51st anni- 
versary in the hardware busi- 
ness on December 24th — 
Christmas Eve—and his 72nd 
birthday on September 14th. 
Mr. Wyant was born in 1867 
and received his first introduc- 
tion to hardware in 1888 when 
he entered the retail field as 
the owner of a store in Repub- 
lic, Ohio. In March 1908 he 
purchased another store in 
Bellevue and moved to that 
town, at the same time retain- 
ing his store in Republic. In 
1911 he cold the Republic 
store. In addition to his regu- 
lar hardware business he also has a plumbing and sheet 
metal shop. Mr. Wyant has been a member of the Ohio 
Hardware Association since it was first organized and 
attended the first convention held by that body. He is a 
member of the board of directors of the First National 
Bank of Bellevue, the Industrial Savings and Loan Asso- 
ciation, The Bellevue Manufacturing Company, the 
Bellevue Police and Firemens’ Insurance Association and 
the Bellevue Boosters’ Club. He states that he has no 
particular hobby but we’re inclined to think that he has 
and that it is making employees contented. Here’s what 
makes us think that this is the case. His senior plumber 
has been with him for 27 years and three others have been 
in his employ for 25, 21 and 12 years respectively. One of 
the clerks in the hardware store has been with him for 20 
years and his bookkeeper has been on his payroll for 15 
years. 





BYRON D. WYANT 
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When you sell a Jackson Lawn 
Roller you have a satisfied cus- 
tomer. The drums are made of 
heavy gauge steel which is electri- 
cally welded. The edges are so 
rounded that they cannot cut the 
sod. Weed and shrubbery guards, 
an exclusive Jackson design, are 
furnished on all Jackson Rollers 
at no extra cost. 


PERT EA 


To help you sell these Lawn 
Rollers the drums are painted 
green, the handles red and the 
wood grips are varnished light 
oak. They can be furnished with 
either plain or roller bearings. 
Consult our catalog for detailed 
specification. Orders can be filled 
promptly from stock. 


ee 


It Pays to Sell JACKSON LAWN ROLLERS 





il Write for Catalog No. 40 H—lIllustrated in color. 


JACKSON MANUFACTURING CO. 


Established 1876 





HARRISBURG, PA. 
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McKinney Forged Iron Sam- 
ple Boards tell a complete 
sales story of authentic de- 
sign, master craftsmanship 
and beautiful texture. 





Available in nine standard 
panels that make easier sell- 
ing for you and easier buy- 
ing for your customers. 
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Write for C omplete 
Details 
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McKINNEY MANUFACTURING COMPANY - 


DESIGNERS OF GOOD 





AND MANUFACTURERS 
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SEEING MEANS SALES 


when you display the new 


MCKINNEY 


FORGED 
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News of Retailers, Jobbers, 
and Manufacturers and 
Salesmen 








READ IT IN HARDWARE 
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U. S. CONSTRUCTION IN 1939 
TO EXCEED 91/. BILLIONS 


(Washington Bureau 
of HARDWARE AGE) 


The two-day Construction In- 
dustry Conference held by the 
Chamber of Commerce of the 
United States was brought to a 
close recently in a spirit of opti- 
mism over the nation’s building 
outlook. Delegates predicted that 
for the year 1939 the final figures 
for all construction in the United 
States, including maintenance 
and work relief, will probably 
exceed $9,500,000,000, which cor- 
responds with a total of $9,000,- 
000,000 for 1938. Although it 
was not considered likely that 
the $14,000,000,000 level attained 
for this industry during the years 
from 1926 to 1938 would be 
equalled in the immediate future, 
every likelihood was seen that 
construction activity would be 
steadily maintained at least at 
$10,000,000,000 to $12,000,000,000 
for several years. The volume 
of new work, excluding main- 
tenance and work relief, was 
thought likely to be from $6,000,- 
000,000 to $8,000,000,000 annu- 
ally. 

The conference brought out 
the fact that for the first time 
the United States is approaching 
a period when the number of 
necessary replacements of old 
and obsolete structures is be- 
coming a large item. 

If the obsolete structures unfit 
for habitation are condemned by 
local authorities, it is possible 
within the next few decades the 
replacement needs characteristic 
of a mature economy may be ap- 
proximately equal to the needs 
which may arise from any in- 
crease in population for families. 

Sounding a predominant note, 
President C. G. Conley of the 
Mount Bridge Co., 
Mount Vernon, Ohio, declared 
that it is most desirable for the 
construction industry that it does 
not let this country get into war. 


Vernon 


“I do not believe that we of 
the construction industry will 
benefit by an increase in prices 
of war goods as to promote con- 
struction of new facilities to pro- 
duce those goods. As I see it, 
we should use every means to 
avoid just that thing. 
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“Let us look just a few months 
in the future and we will see 
that raising of prices of both 
material and labor will result 
in a further lessening of the de- 
mand for construction, and we 
will then have in a very short 
time another depression to face, 
and a depression seems to me 
to be only a time when we pay 
for the rioting of the night be- 
fore.” 

Addressing the conference on 
“The Impact of War on Con- 
struction”, Thomas S. Holden, 
vice-president of the F. W. 
Dodge Corp., said it looks as 
though the menace of rapidly 
rising commodity prices and con- 
struction costs has been, tem- 
porarily at least, averted. 

Stuart M. Crocker, vice-presi- 
dent of the International Gen- 
eral Electric Co., told the con- 
ference that he is convinced that 
plant modernization is the No. 1 





GIFFORD HEADS SCHICK DRY 


Ralph J. Cordiner, president 
of Schick Dry Shaver, Inc., Stam- 
ford, Conn., has announced that 
Kenneth C. Gifford will assume 
the duties of general sales man- 
ager January 1. 

Mr. Gifford is resigning on 
December 1 as general sales 
manager of the Toastmaster prod- 


ucts division of the McGraw 
Flectric Co., Elgin, Til. Mr. 
Cordiner stated that Mr. Gif- 


ford’s long experience in the spe- 
cialty appliance field well fitted 
him forthe new expansion program 
of Schick Dry Shaver, Inc. He 
takes the place of Stanley Nowak 
who has resigned, effective De- 
cember 15. 

Mr. Gifford became connected 
with the McGraw Electric Co. 
and Toastmaster products in the 
spring of 1927. In 1932 he was 
made general domestic sales man- 
ager and under his direction the 
company’s sales have enjoyed 
substantial increases every year 
since then. Prior to joining the 
McGraw Electric Co. he was 
sales manager of the domestic de- 
partment of the Waters Genter 
Co., of Minneapolis, Minn. 

In his announcement Mr. 
Cordiner stated that Mr. Gifford 


current problem for industrial 
executives, 
“With increased productivity 


per dollar almost the only variable 
remaining in the formula for do- 
ing business, successful manage- 
ment today cannot overlook mod- 
ernization —the key to reduced 
production costs. Modernization’s 
economies are by necessity more 
important to management now. 
Sales volumes have started to 
increase, but, with the uncer- 
tainties afoot, caution advises us 
to give first consideration to pro- 
ducing more out of our present 
plants and not to increasing our 
productive facilities. If we are 
selling modernization we can go 
to management, sharing its view- 
point, and present a truly effec- 
tive story on why now is the 
time to modernize. The kernel 
of our story will be, of course, 
the fact that now is the time 
when industry requires lower 
manufacturing costs—efficiencies 
in production—modernization. 





SHAVER SALES 

| in addition to his duties as gen- 
| eral sales manager at headquar- 
ters in Stamford, Conn., will 
have complete supervision over 
the Schick field sales force com- 
prising 40 salesmen and zone 
managers with offices in princi- 
pal cities of the country. With 
Mr. Gifford’s appointment it is 
planned to expand the sales ac- 
tivities and sales personnel of 
the Schick company. 





KENNETH C. GIFFORD 








ADON BROWNELL JOINS 
DOUGHTY MARKETING 
CORP. 


Adon H. Brownell has been 
elected executive vice-president 
and treasurer of the Doughty 
Marketing Corp., 342 Madison 





ADON 


H. BROWNELL 


Ave., New York City. Mr. 
Brownell was formerly vice-presi- 
dent and general manager of the 
H. D. Taylor Co., Buffalo, N. Y. 
He has also been elected to the 
board of directors of the Deuzhty 
organization. 

Mr. Brownell is the author of 
“Taking The Mystery Out of 
Builders’ Hardware,” published 
in HarpwareE ACE. 


GARDINER MFG. BUYS 
“VARCO” TOOLS DIV. 
The Gardiner Mfg. Co., Oak- 
land, Calif., has purchased the 
“Varco” forged tool division of 
Abegg & Reinhold Co., Los 
Angeles, Calif. The line will be 
made by the Gardiner company 
under the “Garco” trade name, 
and is being enlarged. The ma- 
chinery and equipment acquired 
in the purchase has been moved 
to Gardiner’s new location’ at 
2707 Union St., Oakland, Calif. 
The Gardiner Mfg. Co. makes 
a line of handling hooks such as 
hay, box, cotton, sack, case, and 
drum hooks, in addition to lawn 
or turf edgers. 


HARDWARE AGE 











AGI 


DECE 


PI 


mel 


321 


atte 
Pre 
Jr., 
Mf 








WARE 


FOR 


INS 
NG 


been 
sident 
yughty 
adison 


Mr. 
presi- 
f the 
‘.. ¥. 
» the 
ithty 


or of 
t of 
shed 


5 


Dak- 
the 
n of 
Los 
| be 
pany 
ame, 
ma- 
ired 
ved 

at 
alif. 
akes 
h as 
and 
awn 


GE 


AGE— WHILE IT’S NEWS 


F/THE TRADE 











DECEMBER 14, 1939 

















PROGRAM ANNOUNCED FOR ANNUAL 
WESTERN HARDWARE CONVENTION 


The Western Retail Imple- 
ment and Hardware Association, 
321 Scarritt Bldg., Kansas City, 
Mo., has announced the follow- 





W. GIBSON CAREY, JR. 


ing program for its 5lst annual 
convention, Jan. 16 to 18, 1940, 
at the Municipal ‘Auditorium, 
Kansas City. Speakers at the 
first session, Tuesday morning, 
Jan. 16, will be the association’s 
president, L. H. Dunton, “Our 
Association — Real and Tangi- 
ble”; secretary's address, “The 
Western Today,” by Frank H. 
Spink; “Some Phases of the 
Present Implement Situation,” 
by W. L. Clark, vice-president, 
J. I. Case Co., and president of 
the Farm Equipment Institute, 
and “The Real Social Security,” 
by Tom Collins, assistant to the 
publisher of the Kansas City 
Journal. At this session ad- 
dresses of welcome will be de- 
livered by George Catts, execu- 
tive manager, Kansas City Cham- 
ber of Commerce, and J. B. 
Dowd, president, Kansas City 
Implement, Hardware and Trac- 
tor Club, and branch manager in 
Kansas City of the Oliver Farm 
Equipment Sales Co. 
Discussions at Wednesday 
morning’s session, Jan. 17, will 
be: “Ancient Prophets and Mod- 
ern Losses,” by Alton Gumbiner, 
attorney; “Responsibilities and 
Progress,” by W. Gibson Carey, 
Jr., president, The Yale & Towne 


United States Chamber of Com- 
merce; “National Hardware 
Open House,” by Rivers Peter- 
son, managing director of the 
National Retail Hardware Asso- 
ciation. These talks will be fol- 
lowed by the report of Sam 
Zuercher, Wichita, Kan., as 
chairman of the trade relations 
committee, pertaining to a con- 
ference held with hardware 
wholesalers. 

Thursday morning, Jan. 18, the 
session opens with a report of 
the resolutions committee deliv- 
ered by Chairman Fred Ackar- 
man, Sedan, Kan. H. Roe Bartle, 
scout executive, district governor 
of the Rotary International, and 
past-president of the Rotary Club 
of Kansas City, will discuss “The 
Advantages of Service and Fel- 
lowship.” George Straight, Eu- 
reka, Kan., chairman of the 
power farming trade relations, 
will follow with his report of the 
conference held with implement 
manufacturers. The concluding 
address on “Your Implement- 
Hardware Bulletin” will be given 
by Mrs. I. L. Thatcher, editor. 
The convention will be brought 
to a close by the election of of- 
ficers and the disposal of mis- 
cellaneous business. 

The feature of the entertain- 
ment program will be a special 
event for the ladies, a fashion 
show scheduled for the afternoon 
of Jan. 17th. Following the show 
a reception and tea will be held 
with the wives of the officers and 
directors serving as hostesses. A 
special arranged tour through 
the Donnelly garment factory 
has also been planned for the 
ladies. 


FORM “RED DEVIL” FLOOR 
SANDER DIVISION 


Formation of a new “Red 
Devil” division was announced 
by Landon P. Smith, Inc., Irving- 
ton, N. J., manufacturer of “Red 
Devil” glass, paint, and wood 
finishing tools, following the 
company’s recent purchase of 
the Rugaard Mfg. Co., Lawrence, 
Mass., manufacturer of floor 
sanders. 


sion, first of which is the No. 
444 “Red Devil” Leader model 
floor sander will round out the 
company’s line of tools and 
equipment for the paint and 
flooring trades. 


CLINTON HEADS WHIZ 
MOTOR RHYTHM SALES 


L. M. Olson, general sales 
manager of the Whiz Automotive 
Division, R. M. Hollingshead 
Corp., Camden, N. J., has an- 
nounced the appointment of E. 
R. Clinton as sales manager of 
the Whiz Motor Rythm Division 
to direct the sales and promotion 
of this tune-up product. Mr. 
Clinton was formerly sales man- 
ager of the Vita-Var Paint Co., 
Newark, N. J., and has extensive 
sales and promotional experience. 


LANDERS, FRARY & CLARK 
ACQUIRE O-PAN-TOP 

Landers, Frary & Clark, New 
Britain, Conn., has recently com- 
pleted negotiations for the pur- 
chase of the O-Pan-Top Mfg. Co., 
Newark, N. J. This carpet 
sweeper will be added to the line 
of “Universal” housewares. The 
“Q-Pan-Top” sweeper will con- 
tinue to be made for the present 
in Newark but will be sold and 
distributed by Landers, Frary & 
Clark. 


STRATTON-WARREN HDWE. 
IS HOTPOINT DISTRIBUTOR 


The Stratton-Warren Hardware 
Co., Memphis, Tenn., has been 
appointed distributor in the 
Memphis trading area, for the 
entire Hotpoint home appliance 








LESLIE M. STRATTON, JR. 


line of the Edison General Elec- 
tric Appliance Co., Chicago, Ill. 
Leslie M. Stratton, Jr., executive 
vice-president, will personally 
supervise distribution of Hotpoint 
products. Leslie M. Stratton, 
president, is a past president of 
the National Wholesale Hard- 
ware Assn., and the Southern 





Hardware Trade Assn. 





(Washington Bureau 
of HARDWARE AGE) 


An inter-departmental commit- 
tee whose job would be to co- 
operate with trade associations, 
professional groups and other 
business organizations and to cov- 
ordinate government activities in 
seeking the elimination of inter- 
state trade barriers has been 
proposed by Secretary of Com- 
merce Harry L. Hopkins in let- 
ters directed to the Departments 
of State, Agriculture, Labor and 
Justice, to the National Resources 
Committee and to the new Fed- 
eral Works Agency. 

Through Paul T. Truitt, of the 
Commerce Department’s Indus- 








Mfg. Co., and president of the 
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The products of the new divi- 


trial Economics Division, who 
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Secretary Hopkins to Investigate 
Interstate Trade Barrier Problems 


was appointed chairman of the 
committee, Mr. Hopkins will try 
to sell Senator Joseph E. O’Ma- 
honey on the Hopkins proposal 
to have the Temporary National 
Economic Committee hold hear- 
ings on the subject “to present 
evidence of the economic effects 
of present-day state laws which 
obstruct the free flow of com- 
merce.” Chairman O’Mahoney is 
expected to comply with the re- 
quest. 

As outlined by Mr. Hopkins, 
the committee would serve as a 
clearing house for information 
relative to developments in state 
trade barriers and would en- 
courage cooperation in research 
and study of the economic effects 
of such laws and regulations. 
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600 ATTEND CHICAGO THANKSGIVING PARTY 





Approximately 600 hardware dealers and their friends were at the fifth annual Thanksgiving 
Party of the Chicago Retail Hardware Association, 1416 Merchandise Mart, Chicago, Ill. The 
party was held in the Merchants’ and Manufacturers’ Club of the Mart on Nov. 15. President 
H. D. Crook presented a welcoming address and introduced the present officers and board of 
directors. J. C. Amis, secretary, introduced all the living past presidents, as the party was also 
“Past Presidents’ Night”. Those gentlemen areshown here and are, left to right, H. D. Crooks; 
John Schuberth, 1916; W. H. Hishon, 1931; S. J. Koehler, 1917; Herbert C. Woolley, 1934; 
Wilbur Connell, 1924-25; L. W. Fischer, 1932; E. G. Lindquist, 1928; Oscar Fisher, 1929; 
Ronald G. Dix, 1937-38, and Charles Dressel, 1930. The following past presidents were not 


present: Joshua Claridge, 1926; Frank J. Horky, 1935, and Roland Popken, 1936. 








PRICE RETIRES FROM 
REMINGTON RAND 


Remington Rand Inc., Buffalo, 
N. Y., has announced the retire- 
ment of C. F. Price after 33 years 
in the office equipment industry. 
Mr. Price has been a vice-president 
of Remington Rand since 1932 
and in charge of one of its op- 
erating divisions since 1937. 

The company has also an- 
nounced the promotion of vice- 
president Albert M. Ross to be 
general manager of the adding, 
bookkeeping and accounting ma- 
chine division. Mr. Ross has been 
associated with the 
Rand organization for more than 
20 years. 

Mr. Ross has announced the 
following promotions: R.  L. 
Stevenson to be general domes- 
tic and foreign sales manager of 
his division; W. L. Schwenker to 
be domestic sales manager, and 
C. P. Goodhue, to be foreign 
sales manager of tabulating ma- 
chines. 


ROBESON CUTLERY NOW 
AN INDEPENDENT CO. 


The cutlery division of the 
Robeson Rochester Corp., Roches- 
ter, N. Y., has been purchased 
by an organization of Newark, 
N. J., business men and the busi- 
ness entirely removed to Perry, 
N. Y., where it will be operated 
as the Robeson Cutlery Co., Inc., 
to continue the manufacture of 
Robeson ‘“ShurEdge” cutlery. 
Manufacturing, sales, shipping 
and general offices and sales de- 
partments are in the Perry plant 

Serving as officers of Robeson 
Cutlery Co., Inc., are: Herbert I. 
Segal, president and director; 
George Harrington, vice-presi- 
dent, general manager and di- 
rector; M. H. Waite, vice-presi- 
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Remington | 
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dent and sales manager; Edward 
A. Brown, secretary; Louis Weiss, 
treasurer and director; I. S. 





M. H. WAITE 


Robeson, director; S. S. Frankel, 
vice-president, and Paul Kifner, 
director. 





BOOSTER XMAS PARTY 
DEC. 14 AT 7 P.M. 


Plans for the annual Christmas 
party of the Hardware Boosters 
were discussed at the November 
24 meeting held at the Circle 
Club, 1819 Broadway, New York 
City. Harry Fox, Star Expansion 
Bolt Co., vice-president. of the 
Boosters, reporting as chairman 
of the entertainment committee, 
announced that the Christmas 
party will be held Thursday 
evening, Dec. 14, at 7 p.m., at 
Busto’s Restaurant, 11 Stone St., 
New York City, and that attend- 
ance will be limited to 175 mem- 
bers and guests. More than 100 
reservations for the party have 
already been made, Mr. Fox 
announced. 

The business meeting was pre- 
sided over by E. W. Erickson, 
Ek Hardware Co., Inc., president 
of the Hardware Boosters. John 
J. Safka, The Rawlplug Co., Inc., 
New York City, was welcomed 
to membership in The Boosters. 





President Erickson announced 
the names of the members of the 
various committees for the en- 
suing year. Following the busi- 
ness meeting a_ sleight-of-hand 
artist amazed those present with 
a selection of intricate tricks. 
Additional entertainment features 
were a pianist and group 
singing. 


BERRY BROTHERS HOLD 
SALES CONVENTION 


More than 60 branch managers 
and salesmen of Berry Brothers, 
Detroit, Mich., manufacturer of 
paints, varnishes, lacquers and 
enamels recently met at the fac- 
tory for their annual sales con- 
vention. Under the direction of 
Arthur Kiernan, president, E. W. 
Hinckley, general sales manager, 
and D. R. Anderson, manager of 
the trade sales department, an 
extensive program of retail sales 
promotion was presented. 

An outstanding feature of the 
plan, which is to be known as 
the Berry Brothers’ Turn-Over 
Plan, is a series of specific mer- 
chandising events to play up the 
Berry Brothers’ dealer. There 
are six major merchandising pro- 
motions, starting in January and 
continuing throughout the year, 
and each is supported by a 
unique store display unit and 
other store display material. 

Other speakers on the sales 
convention program included R. 
Y. Cutler, vice-president, and 
E. H. Dunn, treasurer of the 
company. 


KIMBLE GLASS IN NEW 
NEW YORK OFFICE 
The Kimble Glass Co., Vine- 
land, N. J., is now occupying a 
new suite at 10 Rockefeller 
Plaza, New York City. 








STANLEY TRAILER STOLEN—AND FOUND 





On Nov. 6, G. G. 
Young, traveling 
representative for 
The Stanley W orks, ' 
New Britain, 
Conn., called at a 
garage on the out- 
skirts of Colum- 
bus, Ohio, for his 
trailer and Ford 
tractor. They were 
stolen. Twenty- 
four hours later, 
both were found 
in a ditch off the 
main highway be- 
tween Middletown 
and Dayton. The 
Ford suffered most 
damage. _ Both 
units are now back 
on the highways. 
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Theresa AOLTITE product 


for every Industrial fastening job 


| SPECIAL Parts 


and Fastenings made 


_ to any specifications or 


samples. Send for estimate. 


HOLTITE-Phillips 
Recessed Head: Self- 
Centering Screws and 
Bolts—the modern method 
of reducing fastening costs. 


Price Lists on 


CONTINENTAL 


SCREW COMPANY 


NEW BEDFORD, MASS. 


Warehouses at Chattanooga Tenn. and Detroit, Mict 
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Underwood & Underwood News 


“AMES” The Favorite 
..»sLHE WINNER! 


Like a champion thoroughbred 
horse, the famous Ames Shovel 
leads the field. Since 1774 Ames 
has been the favorite in Plain 


Back Shovels. 


The outstanding feature of an 
“Ames” is its bend. This bend 
which gives a perfect balance, 
has often been imitated but 
never duplicated. The high grace- 
ful lines of this bend identify 
this pioneer shovel... the Shovel 
that built America. 


Other exclusive features are: 
Electric welded straps, which 
assure a permanent...not a tem- 
porary connection; Time tested 
special alloy Steel, which gives 
longer wear; Armor-D Handles 
and Die Embossed Labels. 


For an item that will bring home 
more profits, feature the Ames 
Plain Back Shovel. 


Ask Your Jobber 


W 
AMES 
Since 


1774 


AMES BALDWIN WYOMING CO. 
Parkersburg, W. Va. North Easton, Mass. 
ABW PRODUCTS 


Shovels * Spades * Scoops * Forks * Hoes * Rakes 
Post Hole Diggers * Agricultural Handles 





















































The Threshold of a 


New Year 


The scuff and scrape of countless feet will wear many a 
threshold smooth to the point of replacement in 1940. 
we 7 buildings will call for thresholds which can stand the 
gaff. 
At the threshold of a New Year resolve to build cus- 
tomer satisfaction with new thresholds—Rixson Thresholds. 
The extruded ribs and hard metal will offer better resis- 
tance to the scuff and scrape of many new years. There is 
a saving not only tomorrow but today, in installation with 
Rixson Floor Checks for which Rixson Thresholds can be 
had ready-drilled. For color harmony you may offer either 
the white of aluminum or the warmer tone of architectural 


bronze. 
RIXSON 
THRESHOLDS 


OF 





Architectural Bronze or Aluminum 


THE OSCAR C. RIXSON COMPANY 
4446 Carroll Avenue, Chicago, Illinois 


RIXSON REPRESENTATIVES AT: 


NEW YORK: 101 Park Avenue, and 2034 Webster Avenue—PHILADELPHIA: 211 

rasemeces —— a Faanoese fa ne! ese ae Street-—NEW ORLEANS: 

roadway—S $ ew Montgomery Street-—LOS ANGELES: 

906 Santa Fe Avenue—SEATTLE, Wash.: 414 i7th Ave. N . a 
LONDON, ONTARIO, Canada: Richards-Wileox, Ltd. 


You Can Stake Your Reputation On 
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Builders’ Hardware 


Overhead Door Checks 
Floor Checks, Single Acting 
Floor Checks, Double Acting 
Olive Knuckle Hinges 
Friction Hinges 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 

Butts, Pivots and Bolts 

Door Stays and Holders 











Schick Protects Dealers Having 
“Infringed”’ Dry Shavers in Stock 


Ralph J. Cordiner, president 
of Schick Dry Shaver, Inc., Stam- 
ford, Conn., has announced that 
final decrees sustaining the 
Schick Dry Shaver patents and 
finding them infringed were 
made and entered Nov. 20 by the 
United States District Courts in 
New York and New Haven, 
Conn., respectively, in _ suits 
which the Schick company had 
brought against Sears, Roebuck 
& Co., Chicago, Ill.; Utility In- 
strument Co., Cranford, N. J., 
and the Waterbury Clock Co., 
Waterbury, Conn., respectively. 
Abraham Tulin, 8 W. 20th St., 
New York City, was the attorney 
for the Schick company in all 
three cases. 

In the New York court the 
filing was before Judge Henry W. 
Goddard; in New Haven before 
Judge Carroll C. Hincks. 

Dealers who have in hand 
stocks of electric dry shavers de- 
clared to be infringements of the 
basic patents held by Schick Dry 
Shaver, Inc., will be permitted to 


dispose of them until March 31, 
1940, without damage proceed- 
ings or other interference by the 
Schick company according to a 
statement issued by Mr. Cordi- 
ner. 

The brands to be withdrawn 
from the market as a result of 
the infringement actions are 
“Packard Lectro Shaver,” manu- 
factured by the Dictograph Prod- 
ucts Co.; the “Champion” elec- 
tric shaver sold by Sears, Roe- 
buck & Co.; and the “Electrex” 
sold by Liggett’s drug stores; 
the “Lockheed,” sold by the Wal- 
green drug stores; the “Bamber- 
ger,” sold by L. Bamberger & 
Co., Newark, N. J., and the 
“Utility” sold by various dealers. 
Also included are the “Ingersoll” 
and “Ingersoll Electric Shaver,” 
products of the Waterbury Clock 
Co., and sold by various dealers. 

Mr. Cordiner states that the 
Schick company does not wish to 
impose any penalty or loss of 
profit to dealers who have such 
shavers in stock. 








NOLL HEADS PRODUCT 
SERVICE FOR G-E 
W. C. Noll has been appointed 
manager of product service for 
the General Electric Co’s ap- 





Ww. C. NOLL 


pliance and merchandise depart- 
ment at Bridgeport, Conn. In 
this post he will co-ordinate and 
be responsible for service on all 
products of the department, as 
well as for the operation of all 
field service shops handling G-E 
appliances. 

Mr. Noll’s 30 years of service 
with General Electric date from 
his enrollment in the “test,” stu- 
dent engineering course, in Sche- 
nectady. In 1927 he was placed 
in charge of product service for 
refrigerators, and later for ranges, 
water heaters, electric sinks, and 
cabinets as these products were 








added to the line. Under the 
new arrangement he will also be 
responsible for service on radios, 
home laundry equipment, clean- 
ers, heating devices, fans, and 
similar appliances. 


NEWMAN HEADS SALES 
OF MOORE ENAMELING 


J. E. Newman has been ap- 
pointed sales manager for the 
Moore Enameling and Mfg. Co., 
West Lafayette, Ohio. Mr. New- 
man, who was formerly adver- 
tising manager, will have under 
his direct supervision the com- 
pany’s branches which are estab- 
lished in a number of leading 
cities, including New York City, 
Dallas, Tex., Chicago, Ill., Bos- 
ton, Mass., Portland, Ore., and 
Seattle, Wash. 





J. E. NEWMAN 
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Norge distributors and their 
executive personnel went through 
“an advanced collegiate course” 
in the profitable operating of 
wholesale territories and sales 
management, followed by a post- 
graduate course in appliance 
merchandising, sales promotion, 
and advertising, at the annual 
convention for distributors of 
Norge division, Borg-Warner Cor- 
poration, Detroit, Mich., which 
closed a five-day session there 
December 8. 

The convention opened Man- 
day mgrning, December 4, with a 
previewof 1940 models of Norge 
“Rollator” refrigerators, ranges, 
home laundry equipment, and 
commercial refrigeration. The 
1940 Norge advertising and mer- 
chandising plans, were also out- 
lined. 

Climaxing the first day of the 
distributor sessions at the De- 
troit Players’ club, the annual 
banquet was held Monday night 
at the Detroit Leland hotel. 

Beginning Tuesday morning, 
distributors and their executive 
personnel in attendance went 
into a four-day Merchandise 
Clinic at the Leland. The pur- 
pose of the clinic, Howard E. 
Blood, Norge president, ex- 
plained, was to prepare and 
equip distributors, and to assist 
them in preparing and equip- 
ping their dealers, to take full 
advantage of the opportunities 
1940 offers. “s 

During the course of the four- 
day clinic, five well-known “out- 
siders” addressed the Norge 
distributors. Tuesday, Arthur Hir- 
ose, New York, eminent research 
authority with the McCall’s 
Magazine organization, spoke on 
“Facts Worth Remembering.” 
Wednesday, L. E. Moffatt, editor 
of Electrical Merchandising, 
New York, talked on “The Re- 
frigeration Market.” Thursday, 
Frank E. Watts, vice-president, 
Electrical Dealer, Chicago, ad- 
dressed the meeting on the sub- 
ject of “The Opportunity Ahead 
in the Washing Machine Indus- 
try.” 

Friday morning, Thomas H. 
Beck, president, Crowell-Collier 
Publishing Company, New York, 
gave a speech on “Salesman- 
ship,” and that afternoon, at the 
final session of the clinic, Tom 
McLaughlin,  sales-promotion 
manager, The Saturday Evening 
Post, Philadelphia, talked on 
“National Advertising—What It 
Means to a Sales Organization 
and How It Can Be Used in Sell- 
ing Most Effectively.” 

Final event on the week’s pro- 
gram was a late afternoon pre- 
view Friday of 1940 Norge prod- 
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Norge Dealers Attend Sales Clinic 
During Five-Day Convention 





ucts for editorial and business 
representatives of both the trade 
and consumer press, followed by 
an informal dinner in the eve- 
ning at which Mr. Blood, M. G. 
O’Harra, vice-president in charge 
of sales, and J. A. Sterling, gen- 
eral merchandise manager, were 
the hosts. 


U. S. RUBBER TO MOVE 
TO ROCKEFELLER PLAZA 


The United States Rubber Co. 
has leased 60 per cent of the 
space in Rockefeller Center’s 
(New York City) last building, 
which is expected to be com- 
pleted March 1, 1940. The com- 
pany will move from its present 
building on Broadway and 58th 
St., which has been sold, and 
the new Rockefeller Center struc- 
ture will be named the “United 
States Rubber Co. Building.” 
The 20-story building is situated 
at 48th St. and Sixth Ave. and 
the upper 11 stories will be oc- 
cupied by the United States Rub- 
ber Co. 


ADAMS IN NEW TERRITORY 
FOR TOASTMASTER 


Harold Adams, formerly cov- 
ering Minnesota for the Toast- 
master Products Division of Mc- 
Graw Electric Co., Elgin, IIL. 
has been advanced to the Chi- 
cago territory which comprises 
Illinois, Wisconsin, Iowa, Ne- 
braska, and Minnesota. 

Joining Toastmaster in 1935, 
Mr. Adams progressed through 
several positions in the general 
offices and was promoted in July, 





HAROLD ADAMS 


1937, to the sales force in the 
New York territory. After one 
year of sales apprenticeship, he 
was appointed to the Chicago 
territory, covering Minnesota and 
North and South Dakota. 








POL-MER-IK LINSEED OIL 


We buy a Can— We sell a Can 


THERE ARE NO LOSSES; 
The profits are sure and certain. 


“I read that Pol-mer-ik ad which stated that 
‘the last 10% of any lot of merchandise held 
the profit— and that in the bulk selling of 
linseed oil, the 10% got away in drips, foots, 
overmeasuring and shrinkage.’ 

“Well, sir, I checked my bulk sales of oil and 
found they were right. We were losing money 
on drums, not to mention the time consumed 
in packaging. 

“Right then and there we quit drums and 
featured cans. Now we never lose. We make 
money because we sell all of what we buy. We 
buy a can. We sell a can. The’ profits are sure 
and certain. Besides that we deliver greater 
value for the money—the Extra Value of Cooked 
Oil at no Extra Cost, found only in Pol-mer-ik.” 

Mail the coupon below. Find out how to 
make more money out of linseed oil. 


ARCHER DANIELS MIDLAND COMPANY H 39K 
600 Roanoke Blidg., Minneapolis, Minnesota 


Mail the profit story of Pol-mer-ik in Cans — and name of 
nearest jobber. 


Name. 





Town 








A screw driver and 
the thumb quickly 
set the cutter for the 
size of hole to be 
bored. A quarter 
turn of the screw 
driver locks or un- 
locks the parts. 

















Here is an expansive bit that 
not only bores with unusual 
ease, but is in a class by it- 
self when it comes to adjust- 
ing the cutter for the size 
of hale to be bored. It is as 
easy to do as the above 
photograph indicates, and the 
cutter always stays locked. 


In addition to this quick-ad- 
justing feature, the Greenlee 


| 


| SARGENT HONORS SHELTON 
ON 60TH YEAR WITH FIRM 
Robert Shelton was honored 


by P. E. Barth, president and 
general manager of Sargent & 








ROBERT SHELTON 





| Company, New Haven, Conn., by 





the calling together in the direc- 
tors’ room of the company, a 
number of other veterans of the 
company with Mr. Shelton on 
the anniversary of his 60th year 
of continuous employment with 
Sargent. 

Mr. Barth read a brief letter 
of appreciation of the company 
for such loyal service rendered 
and presented a check in token 
of his loyalty with best wishes 
and thoughts of many more years 
of service with Sargent & Com- 
pany. 

Mr. Shelton was born in 
England in 1864 and came to 
this country in 1874. Starting 
with the company in the New 
York office in 1879, he was trans- 
ferred to the factory at New 
Haven in 1912 to the sales and 


| other departments to have closer 


contact with the manufacturing 
and servicing of customers’ re- 
quirements. He is a member of 
the Harpware Ace 50 Year 
Club, the Order of Odd Fellows 


and his hobbies are growing 


| flowers and fishing. 


Setfast Bit has a wide, open | 


throat, or chip channel, 
which eliminates clogging 


and permits uninterrupted | 


boring. It is a feature that 
every user of expansive bits 
will appreciate. 


Let us tell you more about the Setfast Bit. And if you would like in- 
formation on other Greenlee Hand Tools for working wood, ask for Catalog 
No. 31, giving the name of your jobber. 


“Greenlee Tool Co. 


1715 Columbia Avenue 


ROCKFORD, ILLINOIS, U.S.A. 





DUNKLIN IN NEW CREDIT 
POST FOR WESTINGHOUSE 


Appointment of G. T. Dunklin, 
assistant sales manager of the 


| merchandising division, to a 


| newly-created position in charge 


of installment financing is an- 
nounced by L. W. Lyons, trea- 
surer of the Westinghouse Elec- 
tric and Manufacturing Co., 
Mansfield, Ohio. 

Mr. Dunklin has been engaged 
in devising installment financing 
plans for the merchandising di- 
vision. He will continue in the 





New York City offices of West- 
inghouse, taking part in credit | 


and collection activities in the 
eastern district. 

Mr. Dunklin joined Westing- 
house in 1922, as eastern district 
manager for the merchandising 
division. He was formerly secre- 
tary-treasurer of the Johnson 
Motor Works, South Bend, Indi- 
ana, and assistant general man- 
ager of the George Cutter Com- 
pany, also of South Bend. He 
became assistant sales manager 
of the Westinghouse Merchandis- 
ing Division in 1932. 


SALES APPOINTMENTS 
MADE BY GOODRICH 


Several changes in the sales 
staff organization of The B. F. 
Goodrich Company, Akron, Ohio, 
are announced by C. B. O’Con- 
nor, general sales manager of 
the tire division. 

Guy Gundaker, Jr., who has 
been with the company since 
1924, has been appointed special 
representative to R. McTammany, 
assistant general sales manager 
of the tire division. Mr. Gun- 
daker, manager of the automo- 
tive accessory division since its 
creation in 1935, is succeeded 
in that post by E. R. Bell, for- 
merly manager of the accessories 
sales department of that division. 


AIRTEMP APPOINTS MARR 
SALES HEATING CHIEF 


Earl Marr has been appointed 
sales manager of heating for the 
Airtemp Division of the Chrysler 
Corp., Dayton, Ohio. Mr. Marr 
is widely known throughout the 
heating industry and veteran of- 
ficial of the Oil Burner Institute. 
He brings to the Airtemp organ- 
ization some 17 years of auto- 
matic heating experience cover- 
ing every phase of manufacturing, 
selling, and merchandising. 

Airtemp’s formation of a sep- 
arate heating sales organization 
does not affect the sales of cool- 
ing equipment, which continue 
under the direction of B. S. Wil- 
liams, sales manager of cooling. 





EARL MARR 


HARDWARE AGE 
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Founders of the Barlow & Seelig Mfg. Co. and the two oldest 
employees. Left to right, Edward Eckert, the first man hired in 


1908 and now foreman of the carpenter shop; J. G. Seelig, one 

of the founders; R. I. Petrie, president and general manager; 

J. B. Barlow, first president of the company, and William 

Behnke, employee for 30 years and now superintendent of the 
production line. 


BARLOW & SEELIG HONORS VETERANS; 
“OLD TIMERS CLUB” FORMED 


Veteran shop and office em- 
ployees of Barlow & Seelig Mfg. 
Co., Ripon, Wisconsin, manufac- 
turer of Speed Queen washers, 
were honored at a dinner, Nov. 
21, sponsored by the company. 
R. I. Petrie, president and gen- 
eral manager, presided at the 
dinner and expressed the com- 
pany’s appreciation for the years 
of faithful, loyal service per- 
formed by the 15 employees who 
had been with Barlow & Seelig 
for more than 15 years. 

Among the group of shop vet- 
erans was Edward Eckert, the 
first man hired by the company’s 
founders, J. G. Seelig and J. B. 
Barlow when they began the 
manufacture of hand-power wash- 
ers in August, 1908. The other 
30-year veteran was William 
Behnke, now superintendent of 
the production line. « Eckert is 
foreman in the carpenter shop. 

Five men had been with the 
company for from 20 to 25 years. 





They were Fred T. Oelke, Rich- 
ard E. Prellwitz, Tom Dudzinske, 
Frank J. Wahoski and Adolph G. 
Sommerfeldt. 

Plant Supt. R. A. Fish pre- 
sented pocket watches as gifts 
from the company to the above 
seven veteran employees. Other 
gifts were presented to the fol- 
lowing employees who had been 
with Barlow & Seelig from 15 
to 20 years: B. A. Kollath, F. 
Stahowiak, E. R. Krueger, R. W. 
Timm, E. E. Boettcher, A. J. 
Borchert, F. W. Buelow and Mrs. 
Harriet Quinn. 

An Old Timers Club organiza- 
tion was formed and plans made 
to hold an annual dinner of the 
organization. All employees with 
15 or more years of service will 
be eligible for membership. 
Speakers at the dinner included 
Mayor W. H. Barber of Ripon, 
J. B. Barlow apd J. G. Seelig, 
founders of the company, and 
Mr. Petrie. 








CENTRAL STATES CLUB 
DINNER-MEETING 


The Central States Hardware 
Club, Chicago, IIl., will hold its 
second annual meeting and din- 
ner party for members, Thurs- 
day, Jan. 11, 1940, in its club 
rooms, Room 204 London-Guar- 
antee Bldg., 360 N. Michigan 
Ave., Chicago. Dinner will be 
at 6.30 P. M. and an election 
of board of directors will follow 
the entertainment. The club, 
now two years old, has a mem- 


bership of 375. 


WESTERN HOME FURNISH- 
INGS MART, WEEK OF 
FEB. 5 


The 49th semi-annual home 
furnishings market will be held 
Feb. 5-10, 1940, in the Western 
Merchandise Mart, 1355 Market 
St., San- Francisco, Cal. This 
Western Spring Market will fea- 
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ture six shows in one—the 49th | 


Furniture Market, the 14th West- 
ern Floor Covering Opening, the 
1lth Western Radio and Appli- 
ance Show, the Western House- 
wares, Lamp and Giftwares Show, 
the Western Curtain and Drapery 
Show and the recently established 
Linens, Domestic and Bedding 
Market. 
NEW DIRECTORS 
OF N.E.M.A. 


The following have been 
elected to the board of directors 
of the Motor and Equipment 
Mfrs. Association, 250 W. 57th 
St., New York City: R. B. Davis, 
Raybestos Division, Raybestos- 
Manhattan, Inc., Bridgeport, 
Conn.; E. A. Hall, The Hall Mfg. 
Co., Toledo, Ohio; H. R. Kerans, 
The K-D Lamp Co., Cincinnati, 
Ohio; C. W. Reeve, Kraeuter & 
Co., Newark, N. J., and E. J. 
Rich, The Simoniz Co., Chicago, 
Ill. 

































PATRICIAN 


First practical application 
of color to hardware 








GIVES YOU SOMETHING YOU CAN SELL 





POLYFLEX 




























i forge! that !... 


When you want an active line of build- 
ers’ hardware, take Lockwood on its 
three-year record of more worthwhile 
improvements than the trade has seen 
since the Civil War—more value for 
your customers—more profits for you. 
Key into Lockwood for 1940 sales. 


LOCKWOOD HARDWARE MFG. CO. 
FITCHBURG, MASS. 


DIVISION OF INDEPENDENT LOCK CO. 
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Our organization has served the mer- 
chants of America conscientiously for 
more than thirty-eight years. Through 
all that time, as our knowledge of your 
needs and requirements has grown, we 
have been able to work in closer and 
closer harmony with you. 

Today, as we near our thirty-eighth 
Holiday Season, we wish to express our 
deepest appreciation to you—and to ex- 
tend you the heartiest greetings of 
friendship. May success and prosperity 
be yours—and may our harmony grow 
even closer with the years. 

Schlueter Mfg. Co., St. Louis 


Lees 


Schlueter Mfg. Co. 





WESTINGHOUSE SEES BIG YEAR IN 1940 
PREVIEW MEETINGS PLANNED 


“We are looking forward to 
one of our biggest years,” Frank 
R. Kohnstamm, sales manager of 
the merchandising division, West- 


FRANK R. KOHNSTAMM 


inghouse Electric & Manufactur- 
ing Co., Mansfield, Ohio, said in 
announcing plans for a series of 
preview meetings starting Janu- 
ary 2, 1940, at which the com- 
pany’s new line of products will 
be shown to retailers throughout 
the nation. 

“We are expecting a substan- 
tial sales increase next year and 
as a result we have stepped up 
our entire program,” Mr. Kohn- 
stamm said. “An increased ad- 
vertising appropriation to build 
greater consumer acceptance and 
an increased effort on sales train- 
ing are two of the highlights of 
next year’s plan. 

The 1940 line of Westinghouse 
products will be shown, after 
the start of the dealer meetings, 
to newspaper, magazine and trade 
paper editors at a New York 
preview on January 4, Mr. Kohn- 
stamm, said. 

Prior to that time, however, 
the new line, the complete 1940 
program of advertising, promo- 
tion, sales helps and sales train- 
ing will be presented to dis- 
tributors and their salesmen at 
a series of meetings in Mansfield 
during December. 

First of these meetings will be 
the annual distributors’ conven- 
tion on Monday and Tuesday, 
December 4 and 5. A full two- 
day program has been arranged, 
the high point of which will be 
the distributors’ banquet on Mon- 
day evening. Awards will be 
made at this banquet, which will 
be held in the Westinghouse 
plant, for outstanding sales per- 
formance in 1939. 

Following this meeting, the 
Westinghouse district sales per- 
sonnel will remain in Mansfield 





for an intensive program of sales 
planning and promotion on De- 
cember 6, 7 and 8. For the 
next three days, December 9, 10 
and 11, a national meeting will 
be held for distributors’ sales- 
men. 

The remainder of the whole- 
sale organization not present at 
the Mansfield meetings then will 
be trained and organized for the 
1940 territorial development pro- 
gram at district meetings in fif- 
teen cities, starting after Decem- 
ber 26 and continuing until the 
January showing to dealers. 


DETROIT FIRM ACQUIRES 
“EVER GREEN” SPRAY 


“Ever Green,” a non-poisonous 
garden spray will now be sold ex- 
clusively by the Acme White 
Lead and Color Works, Detroit, 
Mich. This spray was invented 
by McLaughlin Gormley King 
Co., Minneapolis, Minn., which 
has been distributing it pre- 
viously. There will be no change 
in the sales organization of Mc- 
Laughlin Gormley King Co., 
which will continue to sell the 
company’s other products, “Mul- 
ticide;?“Selocide,” and “Pyrocide 
Dust.” 








E. G. Hartman, now general 
manager of the Savannah Wire 
Cloth Mills, division of the Port 
Wentworth Corp., Port Went- 
worth, Ga., manufacturer of wire 
screen cloth. Mr. Hartman was 
formerly sales manager of the 
hardware, structure products and 
fence division of the Wickwire 
Spencer Steel Co. and its subsidi- 
ary, the American Wire Fabrics 
Corp., New York City, with 
which companies he was associ- 
ated for more than 20 years. The 
Port Wentworth Corp. has been 
very active as an industrial sup- 
plier, serving the southeast exclu- 
sively and distributing its prod- 
ucts through wholesaler-retailer 
channels. 
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JAMES HUTCHINSON PASSES 


James Hutchinson, one of the 
most widely known and best 
beloved of hardware salesmen, 


JAMES HUTCHINSON 


passed away Nov. 27 at the home 
of his brother in Paterson, N. J. 
He was 69 years old and was ill 
only a short time previous to his 


death. 





In almost 40 years of traveling 
for The Stanley Works, New 
Britain, Conn., Mr. Hutchinson’s 
genial character gained for him 
a place in the hearts of hard- 
ware men from coast to coast. 
Throughout his long career with 
the Stanley organization, his 
main stamping ground was be- 
low the Mason and Dixon line, 
where his friends are numbered 
in the hundreds. 

Mr. Hutchinson was born in 
New York City in 1870. In 1900 
he began his association with 
The Stanley Works, with which 
he remained until his death. He 
was southern district sales man- 
ager. A prominent member of 
the Old Guard, Southern Hard- 
ware Salesmen’s Association, he 
was one of its most popular 
presidents. 

He leaves a brother, R. G. 
Hutchinson, Paterson, N. J., with 
whom he resided and a host of 
hardware friends among his busi- 
ness associates and the hardware 


| industry. 














P. M. ATKINS | growth of the firm from a $100,- 
P. M. Atkins, 59, president of | 000 a year business to a $2,000,- 
| 000 a year business in 1923. 


the Monree Hardware Co., Inc., 
wholesale hardware*firm of Mon- 
roe, La., passed away Nov. 26 of 
an internal hemorrhage. 

Mr. Atkins was born in 
Athens, La., and was the son of 
A. L. Atkins founder of the firm 
of A. L. Atkins and Son at Ar- 
cadia, that state, a large general 
merchandising business. In 1909, 
Mr. Atkins moved to Monroe and 
assumed the management of the 
Monroe Hardware Co. His ener- 
gies were instrumental in the 





P. M. ATKINS 
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In addition to being president 
of the Monroe company, Mr. 
Atkins was also prominently 
identified with other business in- 
terests. He was vice-president of 
the Central Savings Bank and 
Trust Co.; vice-president of the 
Durrett Hardware and Furniture 
Co.; president of the Mc- 
Williams Hardware and Furni- 
ture Co., El Dorado, Ark., and an 
officer in the Monroe Automobile 
and Supply Co. Mr. Atkins was 
also a director of the A. and L. 
Railway, and the Louisiana 
Power and Light Co. 

Politically, he was active as a 
member of the city commission 
and as chairman of the Louisiana 
highway commission. He was 
also a member of the Mississippi 
River bridge commission. 

Mr. Atkins leaves his widow 
and four daughters, and a 
brother, C. M. Atkins of Monroe. 


Cc. J. LOWE 


C. J. Lowe, 54, well-known 
hardware merchant of Dallas, 
Tex., passed away Nov. 6 follow- 
ing a short illness. His widow 
survives. 
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Quality Products Manufactured Since 1899 
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AGENTS 
BOSTON: 100 Purchase St. 


NEW YORK: 45 Warren St. y 
SAN FRANCISCO: 703 Market St. 


CHICAGO: 162 N. Clinton St. 














NEW ITEMS 
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"BROWNIE" 
Yellow GOLD PLATED Wrist Watch 


“BEK” process heavily plated gold case with curved, 


stainless back. 


8/0 size, temperature-compensated 


movement. Silvered dial, unbreakable crystal. Pig- 


skin strap with gold-plated buckle. 


A well-built 


watch of distinctive design. Retails at the very iow 


price of $3.95. 


“NEW HAVEN" 
Streamline 


Pocket Watch 


Very pleasing lines. Suitable for 
work, sport or business. Dust- 
proof case, beautifully nickeled. 
Fixed top ring streamlines into 
Two-tone sil- 


general design. 


vered dial; sunk second dial. 
Unbreakable crystal. At its low 
retail price of $1.50, an item of 
unusual appeal. 





"IDEAL" 
Alarm Clock 


Ivory-colored metal case and 
ivory metal dial with polished 
brass bezel. Legible brown 
numerals, polished brass 
hands, convex glass crystal. 
30-hour, temperature -com- 
pensated movement. Full- 
toned alarm bell, top shut-off. 
Size, 5%” wide, 4%” high. 
Retails for $1.95. 





“TOURIST No. 1" 
A New Alarm Clock 


Smartly styled alarm for travel, 
home or office. An excellent gift 
item. Mounted in genuine leather 
zipper case, in choice of Tan, 
Brown, Navy or Black. 30-hour, 
temperature-compensated move- 
ment. Unbreakable crystal. Size 
closed, 4” x 4%” x 1%”. Retails 
for $4.95. 





Your Jobber Can Supply You 
THE NEW HAVEN CLOCK COMPANY, NEW HAVEN, CONN. 


NEW HAVEN 
lien 


60 





EDMUND B. McKENNA 


Edmund B. McKenna, 64, 
founder of the North Buffalo 
Hardware Foundry, Buffalo, 
N. Y., died after an illness of 
five months. Mr. McKenna was 
president of the Standard-North 
Buffalo Foundries at the time of 
his death. He was born in De- 
troit and attended Cornell Uni- 
versity, going to Buffalo in 1899. 
He worked in several foundries 
there. 

His original company was 
known as the Standard Foundry 
Company. In 1914 Mr. McKenna 
founed the North Buffalo Hard- 
ware Foundry Company. These 
two foundries merged in 1936 
with Mr. McKenna becoming the 
president of the consolidated 
company. 

Mr. McKenna also was vice- 
president of the Tube Manifold 
Corporation and ~ the’ Frontier 
Iron Works, both of Buffalo. 





COL. R. J. E. GRAHAM 


Colonel R. J. E. Graham, 
president of Belleville-Sargent & 
Company Limited, Belleville, 
Ontario, Canada, manufacturers 
of builders’ hardware, met a 
very untimely death in the 
plunge of an aeroplane he was in 
on the waters of Weslemkoon 
Lake, Canada, while on a hunt- 
ing trip on November 12th. 

Colonel Graham served in the 
Canadian artillery during the 
great World War and upon his 
return, attended Osgoode Hall. 
Returning to Belleville, he en- 
tered the law firm of Ponton and 
Ponton and later became presi- 
dent of the Belleville-Sargent & 
Co. Ltd. Hardware Co. In 1920 
he organized the 34th Battery. 
Later he assumed command of 
the Ninth Brigade of Artillery. 

Colonel Graham was 44 years 
of age and served two terms as 
Mayor of Belleville; and was a 
director of Sargent & Company, 
New Haven, Conn. He is sur- 
vived by his widow, one son, 
Ralph and two daughters, Bar- 
bara and Grace. 





GEORGE T. BOURNE 


George T. Bourne, salesman 
for the Shapleigh Hardware Co., 
St. Louis, Mo., passed away 
Nov. 24 at his home in Mason 
City, Iowa, following a long ill- 
ness which had confined him to 
his bed. A member of the Harp- 
warE Ace Fifty-Year Club, he 
had traveled for the Shapleigh 
organization for 35 years. 

Mr. Bourne first became iden- 
tified with the hardware busines 
in 1882 when he went to work in 
the hardware store belonging to 
his father, J. C. Bourne in 








Grundy Center, Iowa, where he 
learned the tinner’s trade. In 
1890 he became road salesman 
for the Hawkeye Stove Works of 





GEORGE T. BOURNE 


Burlington, Iowa, and two years 
later formed the retail hardware 
firm of Schmidt & Bourne at 
Marshalltown. In 1896 he be- 
came a road salesman for Shap- 
leigh, leaving four years later to 
return to the retail hardware field 
as manager of the Stebbins Hard- 
ware Co., Rochester, Minn. He 
rejoined Shapleigh in 1900 as 
assistant sales manager and two 
years later became road salesman 
in Iowa. 

Mr. Bourne has received the 
diamond pin from the Shapleigh 
Hardware Co., emblematic of 25 
years of continuous service as a 
road salesman. He was a member 
of the Masonic order and a mem- 
ber and vestryman of the Epis- 
copal Church. 


T. WALDO STEVENS 


T. Waldo Stevens, 84, presi- 
dent and treasurer of the Stevens 
Hardware Co., Inc., Oneonta, N. 
Y., passed away Nov. 15. 

Mr. Stevens was for more than 
half a century one of Oneonta’s 
prominent business men. He was 
vice-president of the Oneonta 
Building and Loan Association 
and had been a president of the 
New York State Hardware Asso- 
ciation. He leaves a son, C. Frank- 
lin Stevens, and a daughter. 





E. R. LARGENT 


FE. R. Largent, vice-president 
and chairman of the board of 
directors of the Nash Hardware 
Co., Fort Worth, Tex., passed 
away recently after an illness of 
almost a year. 

Mr. Largent started with the 
Nash company in 1905 and 
worked his way up to the posi- 
tion of secretary and treasurer 
and later to vice-president. 


HARDWARE AGE 
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HENRY C. KALBITZER 


Henry C. Kalbitzer, 67, hard- 
ware merchant of Wheeling, W. 
Va., and a past president of the 
West Virginia Retail Hardware 
Association, passed away Nov. 27. 

Mr. Kalbitzer had devoted 
more than a half century to the 
hardware business. At one time 
associated with his father, the 
late Henry Kalbitzer in the hard- 
ware business, he assumed the 
operation of the H. Kalbitzer & 
Son Co., upon his father’s death 
in 1910. He had been active in 
local business and community 
affairs, having been affiliated 
with a number of directorates, in- 
cluding the Interstate Bridge Co., 
the Windsor Hotel Co., the Cen- 
tral Union Bldg., and was presi- 
dent of the Market Auditorium. 


E. ROYCE ARMSTRONG 


E. Royce Armstrong, chairman 
of the board, Armstrong Paint 
and Varnish Works, Chicago, IIl., 
passed away recently at his home 
in Evanston, Ill. Mr. Armstrong 
was 66 and had been ill for two 
years. 

The Armstrong company was 
established in 1854 by E. R. T. 
Armstrong, father of E. Royce. 
Upon the death of his father, E. 
Royce Armstrong assumed con- 
trol of the company. In that ca- 
pacity he was one of the pioneers 
in the promotion of better com- 
pany-employee relations. 

Surviving are his widow, a 
brother, and sister. 


PAUL JOHNSON 


Paul Johnson, 36, member of 
the firm of Dickson Hardware 


Nov. 26, after a brief illness. 
The hardware firm had been 
founded by his father, J. S. John- 
son. His widow, and a son and 
daughter survive. 





DAVID DANGLER 


David Dangler, one of the 
founders of the Dangler Stove 
Co., Cleveland, Ohio, now a di- 
vision of the American Stove Co., 
passed away recently. Mr. Dan- 
gler, who was 82, was a vice- 
president of the American Stove 
Co. He entered the stove busi- 


ness in 1878. 


S. S. MARSHALL 
S. S. Marshall, 68, pioneer 


merchant of Newton, Iowa, who 
had operated a hardware store 
in the same location for 33 years 
passed away. He had suffered 
from a heart ailment. He leaves 
his widow, a daughter, and a 
son Harold of Newton. 


JOSEPH F. SHIPLEY 


Joseph F. Shipley, 42, proprie- 
tor of the West Side Hardware 
Co., 233 W. Iowa St., Memphis, 
Tenn., passed away. He had 
owned and operated a hardware 









































store in that section of the coun- 
try since 1929. 
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ganization for 16 years. His 








Co., Dickson, Tenn., passed away 


] 
sales manager of the Simmons} 
Mr. Johnson was 48 years old 
widow and a daughter andien! 


| 

CLARENCE E. JOHNSON | 
stove} 

Hardware Co., St. Louis, Mo., 
and been with the Simmons or- 











Miss Marie Eilers, postmistress of Steamboat Rock, Iowa, de- 
livers a package of stainless steel tableware to Carl Luiken, 
hardware and farm equipment dealer. The tableware was first 


prize in a nation-wide contest 


Rolling Mill Co., Middletown, Ohio. 
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sponsored by The American 





for YOUR STORE 









to get that BIG Christmas Present? 


ATHERS and SONS are shopping in hard- 

ware stores. Eagle’s pre-tested merchandis- 
ing program, plus the boys’ nation-wide interest 
in building racing cars, is doing it. 

Eagle Racer Parts are a powerful magnet for 
year-‘round sales. People’s Hardware Stores of 
Washington, D. C., say: “It stimulated sales on 
all lines of merchandise sold.” Test advertising 
in boys’ magazines drew a staggering response, 
indicating the widespread interest of boys in 
building racing cars and in forming Flying Eagle 


Racer Clubs. 


With Eagle Parts, boys build racers, two-wheel 
carts, express wagons and other vehicles. Sled 
runners replace wheels and convert vehicles into 


speedy bobsleds. 


. 


Dealers, enjoying the dollars-and-cents value 
of this unusual promotion, are swinging to Eagle 
also for their padlocks, night latches, cabinet 
and trunk locks, wood screws and machine 


screws. 


Terry of Terryville, as president of the Flying 
Eagle Racer Club, is sending boys to hardware 
stores. Why not make your store a Flying Eagle 
Racer Club headquarters? 





26 Warren St., New York 


521 Commerce St., Philadelphia 


General Offices 
TERRYVILLE, CONN. 


Branch Offices 


179 N. Franklin St., Chicago 
114 Bedford St., Boston 


NIGHT LATCHES + TRUNK LOCKS + FRONT DOOR SETS + STORE DOOR SETS 
PADLOCKS + CABINET LOCKS * WOOD SCREWS «+ STOVE BOLTS « MACHINE SCREWS 
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PLYMOUTH RUBBER CO.’S PLANT INCLUDES 
PAUL REVERE’S ORIGINAL COPPER FOUNDRY 





The small, low building next to the smoke stack is the original copper foundry of Paul Revere, 
now one of the buildings belonging to the plant of the Plymouth Rubber Co., Inc., Canton, Mass., 
where “Slipknot” friction tape is made. Paul Revere in 1776 established a powder mill on what 


is now the Plymouth company’s premises. 


That mill was recently razed by the company. A 


silversmith by profession, Paul Revere manufactured various brass and iron works. He would 
spend his summers in Canton making bells and rolling copper. 


HOFFMAN NOW ASSISTANT 
TO LINK-BELT HEAD 


Ralph M. Hoffman, vice-presi- 
dent and sales manager in San 
Francisco, Calif., of the Pacific 
division of the Link-Belt Co., 307 
N. Michigan Ave., Chicago, IIl., 
has been appointed assistant to 
the president. He will now make 
his headquarters at the Chicago 
office. 


WILDLIFE CONFERENCE IN 
WASHINGTON, MARCH 18-20 


The Fifth Annual North Amer- 
ican Wildlife Conference will be 
held in Washington, D. C., next 
March 18, 19 and 20 under the 
joint sponsorship of the Amer- 
ican Wildlife Institute, Washing- 
ton, D. C., and the National 
Wildlife Federation. 

The American Wildlife Insti- 
tute also will cooperate with the 
National Wildlife Federation in 
the sponsorship of the third Na- 
tional Wildlife Restoration Week, 
which will be observed through- 
out the nation from March 17 
to 23, both dates inclusive. 

In the past the annual Wild- 
life Conference has been spon- 
sored by the American Wildlife 
Institute and Wildlife Week has 
been under the sponsorship of 
the National Wildlife Federation. 
Next year will mark the first 
time the two organizations have 
combined their efforts on both 
undertakings. 

The annual North American 
Wildlife Conferences bring to- 
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gether the leading authorities on 
wildlife management. During the 
three-day conclaves outstanding 
problems affecting wildlife are 
subjected to round-table discus- 
sions and the latest scientific 
developments in wildlife man- 


agement technique are disclosed. 

National Wildlife Restoration 
Week is marked by nation-wide 
participation which seeks to fo- 
cus the attention of the country 
on the importance of preserving 
and restoring wildlife resources. 








Former Hardware Man Now Engaged 
in Manufacturing Gift Fruit Packs 


H. D. Sterling has taken a 
long business jump fron the 
hardware business to making and 
marketing gift fruit packs. Mr. 
Sterling owns and operates Ster- 
ling Food Products, 3715 Avalon 
Blvd., Los Angeles, Cal. His 
“Sterling” packs are shipped to 
all parts of the United States. 
Popular as Christmas gifts, they 
are not only put up handsomely 
and attractively but are filled with 
such fruit delicacies as Cali- 
myrna figs, Black Mission figs, 
California Deglet Noor dates, 
glacéd fruits, honey-sweetened 
fruit confections, walnut and al- 
mond meats, and other fruit 
tidbits. 

Before engaging in this busi- 
ness, Mr. Sterling was for 30 
years a hardware man. He will 
be remembered by readers of 
HarpwareE AGE as the originator 
of the “Stove Man” stories. At 
that time he was connected with 
San Diego Hardware Co. as stove 
man. He has also been associ- 
ated with Motor Hardware, San 


| Diego, as city salesman, leaving 


that position to join the Win- 
chester staff in the capacity of 





store engineer. Five years later 
he resigned and became sales 
manager of the Dresslar Hard- 
ware, Los Angeles. That was 
the last of his hardware activity 
for after five years with the Dress- 
ldr organization he became man- 
ager of the E. H. Loose Dried 
Fruit Co., to which firm his pres- 
ent company is the successor. 





H. D. STERLING 





McBRIDE HEADS PORCELAIN 
ENAMEL INSTITUTE 


P. B. McBride of the Por- 
celain Metals Corp., Louisville, 
Ky., was elected president of the 
Porcelain Enamel Institute for 
1940 at the organization’s ninth 
annual meeting in New York 
City November 16 and 17. Wm. 
H. Brett, Enamel Products Co., 


Cleveland, Ohio, and R. R. 
Danielson, Metal & Thermit 
Corp., Carteret, N. J., were 


named vice-presidents. William 
Hogenson, Chicago Vitreous En- 
amel Product Co., Cicero, IIl., 
was re-elected treasurer, and C. 
S. Pearce, Chicago, retains the 
position of managing director. 


SALES TRAINING HEAD FOR 
G-E AIR CONDITIONING 


Ray Horan, who has had more 
than 20 years of varied consumer 
and industrial selling experience, 
has been appointed in charge of 
distributor and _ dealer sales 
training operations for the air 
conditioning and commercial re- 
frigeration department of the 
General Electric Co., Bloomfield, 
N. J. For the past two years Mr. 
Horan has spent the majority of 
his time in the field, co-operating 
with the G-E air conditioning 
distributors and dealers in their 
sales activities, aiding in sales 
meetings, and preparing courses 
of study for salesmen. His new 
duties include working with 
General Electric’s 76 commercial 
refrigeration distributors as well 
as the 122 air conditioning dis- 
tributors. 


GUM TURPENTINE POPULAR 
AS PAINT THINNER 


The American Turpentine 
Farmer’s Association Cooper- 
ative, Valdosta, Ga. has an- 
nounced that in a_ national 


survey recently conducted among 
painting contractors, pure gum 
spirits of turpentine was re- 
vealed to be their favorite paint 
thinner. Approximately 2,000 
questionnaires were sent to all 
parts of the country. Ninety- 
three and six-tenths per cent 
said they used only gum turpen- 
tine in painting their own 
homes; 4.2 per cent said they 
had used substitutes, and 2.2 
per cent said they had used both. 

The association, of which Har- 
ley Langdale is president has 
been conducting a $200,000 ad- 
vertising program over a seven- 
month period in magazines 
reaching a total of 21,469,000 
homes appealing to paint con- 
sumers. 
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The Cheney Nail Holding Hammer— 
Means More Hammer Business for You 


This exceptionally fine hammer, with its nail holding fea- 
ture and the Cheney Sales Maker—the friendly demon- 
strator-display make a remarkable combination that is 
building bigger hammer business in stores everywhere. 
Get more, much more hammer business—now, with Cheney 
Nailers. Send your order today for the new Cheney Sales 
Maker carton. In it are 

10—16 ounce Cheney Nailers No. 938 

2—20 ounce Cheney Nailers No. 937 

1—New Cheney Sales Maker display. 
Every carpenter and householder will be glad to get a 
Cheney nail holding hammer as a gift this Xmas. Cash in 
on the popularity of Cheney Nailers. 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office: 30Z Broadway, New York 
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GREEN-STRIPE 
FLINT 


RED-STRIPE 
EMERY 


ORANGE-STRIPE 
GARNET 


YELLOW-STRIPE 
ALUMINUM OXIDE 


BLUE-STRIPE 
SILICON CARBIDE 


IN 
REAMS 
ROLLS 

BELTS 
DISCS 




















THE “COLOR-STRIPE LINE” 


of 
COATED ABRASIVES 


CONSTANT PROGRESS 
OF INTEREST TO DISTRIBUTORS 


For eleven years we have been offering a most complete line of 
Coated Abrasives of the highest quality with the exception of 
wide paper rolls—rolls from 30” to 48”. During the past year we 
have constructed a substantial addition to our plant to house what 
is probably the latest, most complete and efficient unit in the in- 
dustry to coat goods up to 48” in width. 

This new unit has been in production several months and we are 


now giving the same prompt service on these wider rolls that we 
have always given on the balance of our line. 


CLOVER MFG. CO., NORWALK, CONN. 
ALSO MAKERS OF THE FAMOUS 


CLOVER GRINDING AND LAPPING COMPOUNDS 
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New and Improved Merchandise—Display Helps—Sales Literature— 


“Little Magic” Washer 


Model No. XL-2, shown—for washing 
delicate, sheer garments and fine small 
pieces not suited to the more vigorous 
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agitator type home washers or com- 
mercial launderies. This is a_ soft 
rubber plunger operating in an up 
and down movement. “Little Magic” 
will wash as an average load up to 
three or four slips, light gowns or other 
similar pieces, five to seven pairs of 
hose or as many as two dozen small 
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handkerchiefs. It is 12 in. high and 12 
in. in diameter. Ten-quart tub is 
finished in triple coat white vitreous 
enamel equipped also with handles fin- 
ished in contrasting color. Operates on 
110-120-volt A. C., 50-60 cycles and said 
not to interfere with radio reception. 
Suggested retail selling price, $7.95. 
Chicago Electric Mfg. Co., 6333 W. 
65th St., Chicago, Il. 





Machine Tool Catalog 


Atlas Press Co., Kalamazoo, Mich., 
has just issued its catalog No. 40 pre- 
senting Atlas machine tools and equip- 
ment for 1940. Several new attachments 
and accessories are announced along 
with the year’s design improvements in 
Atlas lathes, drill presses, arbor presses, 
and shapers. Copies free on request. 





“Pick-Me-Up” Ash Tray 
This new De Luxe “Pick-Me-UP” ash 


tray insures a clean ash receiver. When 
the ash receiver is picked up, cigarette 
butts and ashes drop out of sight and 
are extinguished. It comes in six color 
combinations. Bodies are made of warm 
natural copper, gleaming chromium and 
antique bronze. Rims are made of heat- 
proof plastic in brown or black. Revere 
Copper and Brass Inc., Rome, N. Y. 





Flexible-Rigid Rules 


These two new rules are offered at 
unusually low prices according to the 
manufacturer. Made in two different 





types, No. 1261 removable blade, manu- 
ally operated—blade can be removed 
from the case and used—and No. 1260 
automatic rule with spring return—push 
button on case brings the blade back. 
Blades are bright steel with clear, ac- 
curate graduations and large easy-to- 
read figures. Graduated in inches and 
l16ths for six feet and in 32nds on upper 
edge for six inches. Case is bright 
nickel plated steel. Hook on end of 
blade is for out of reach measurements. 
Blade is one-half inch wide and case is 
two inches in diameter. Stanley Tools, 
Division of The Stanley Works, New 
Britain, Conn. 


Spray Painting 

The 1940 catalog and data book on 
spray painting and finishing equipment 
is now available on request to the 
Binks Mfg. Co., 3114-40 Carroll Ave., 
Chicago, III. 
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for Retail Hardware Stores 


Medium Duty Floor Machine 


“Royal Model”—constructed of finely 
machined, aluminum castings. Mechan- 
ism consists entirely of gears operating 





on over-sized ball bearings which are 


lubricated through easily accessible 
grease cups. Machine is equipped with 
a wheel carriage which can be raised 
for taking the wheels off the floor, when 
the machine is in operation. Comes 
with either a one-third or one-half horse 
power motor. When equipped with 
former pressure on brush is 85 Ibs. 
When equipped with latter, pressure on 
brush is 95 Ibs. Brushes have laminated 
wood blocks 12% in. in diameter and 
have a spread of fibre of 14 in. Speed 
of brushes is 170 r.p.m. Machine is 
also equipped with a device for dis- 
tributing water solution on scrubbing 
floors. The Fay Co., 130 Madison Ave., 
New York City. 


Copper Roofing Products 
The Chase Brass & Copper Co., 


Waterbury, Conn., has issued a new 
catalog covering copper roofing prod- 
ucts for the roofer and the architect. 
The catalog shows illustrations and di- 
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Window Trims—New Packages—New Colors—Catalogs 


mensions of all popular sizes and types 
of copper for roofs, flashings, and rain 
carrying equipment; a section on sheet 
and roll copper, lead-coated copper, 
and special products such as thru-wall 
flashing, and “Cop-O-Top” (a copper 
membrane flashing), and illustrations 
of miscellaneous products used on roof- 
ing and sheet metal jobs. 





Kitchen Containers 


The Nesco “Flower Basket” is a new 
and complete line of decorated kitchen 
containers, featuring 12 color decal 
decoration with light, feminine appeal. 
Each item has an even, glossy white, 
baked-on finish with red trim, smooth 
and well-turned beads, and bright and 
easy-to-clean interior. Other features in 
this new line are: drop-door bread box 
with rounded corners, lined door, shelf, 
and ventilation holes; cake cover set 
with dual purpose tray and retinned 
wire carrying handle; step-on waste 
cans with positive action cover raising 
feature, galvanized pail; dust pan with 
rubber edge and hood; roll top bread 
box with smooth operating hinges; 
kitchenette bread box with hinged 
cover and rounded corners. National 
Enameling and Stamping Co., Mil- 
waukee, Wis. 
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Latch and Hinge 


The No. 2100 latch and No. 2200 
hinge are a set of wrought brass hard- 
ware created for small, household ice- 





boxes. They are also recommended by 
the manufacturer for use on back-bar 
doors and other doors requiring light 
hardwaré of this nature. Finishes are 
nickel plated and chromium plated, 
bright or satin finish. Supplied in all 
standard offsets. Can be used for either 
right or left doors. Kason Hardware 
Corp., 127-137 Wallabout St., Brooklyn, 
N.Y. 














POULTRY NETTING = 


us THE STRAIGHT-LINE NETTING 
WITH THE GRADUATED MESH 


4 FABRICS IN I 


NOW—a new U. S Poultry Netting 
chat provides poultry-proof protection 
at lowest cost. Combines FOUR fab- 
rics in ONE. Chick-tight at bottom; 
poultry-tight all the way up. Six lower 
spaces only 5/8-inch; next six spaces, 
l-inch; next six spaces, | 3/4-inches; 
remainder, 2-inches. 


Made with straight, parallel line 
wires joined by famous lock-twist. Rolls 
out flat, cuts easily and without waste, 
stretches perfectly, requires no top- 
rail or baseboard. Ideal for building 
poultry runs. Copper-bearing steel 
wire. Galvanized before or after weav- 
ing. Standard widths: 24, 36, 48, 60 
and 72 inches. 


Produced by the makers of U.S. STRAITLOK, 
the original straight-line poultry netting, and 
U. S. HEXLOK, the improved hexagon netting. 
Ask your jobber or write direct! 


INDIANA 


STEEL & WIRE CO. 


MUWN< E INDIANA 
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Laundry Hamper 


Stands 33 in. from floor and measures 
13% in. square. Body is made of a 
white wicker material, with smooth, 
marbleized top of “Pearliwick.” Air 





can circulate through the wicker sides 
and also from the bottom, which is 
raised from floor and completely open. 
Held firmly in position by tabs and 
snaps around the body rim, the fishnet- 
type laundry bag with a heavy draw- 
string, hangs inside the frame. When 
filled, it can easily be unsnapped and 
lifted out of the frame, pulled tight by 
the drawstring, while another bag is 
hung in the hamper. In addition to 
complete ventilation, clothes in hamper 


are further prevented from imparting 
musty odors, by the deodorizing com- 
pound, permanently fastened inside the 
cover of the hamper. Bags are wash- 
able. Edison General Electric Appli- 
ance Co., Inc., 5600 W. Taylor St., 
Chicago, II. 


Portable Spray Outfit 


“Pressure King”—four cylinders, 
piston-type. Said to provide even flow 
of air, greater volume of air, and higher 
and steadier pressure with no pulsa- 
tions. Any type of spray gun can be 
used that does not require more than 
five cubic feet. Overall dimensions; 
length, 19 in., width, 13 in., height, 13 
in., motor cord, 8 feet long, air hose, 
one-quarter inch, I.D., 15 ft. long. Com- 





pressor is 10 in. long, 84% in. high, 4%4 
in. wide. Net weight is 64 lbs. List 
price, $49.95. Empire Compressor Mfg. 
Co., Inc., Reading, Cincinnati, Ohio. 








Illuminated Displays 


These “double-face” displays repre- 
sent a unique departure in window dis- 
play technique. An unusual construction 
permits a display on both sides of the 
card, with the easel concealed in be- 
tween. Due to the position of the easel, 
interesting cut-out and lighting effects 
can be designed. For instance in the 
illustration, the shape of the lamp is 


cut out, with the children’s picture 
lithographed on the inside, thus giving 
a two-plane effect. The “double-face” 
permits a dealer to change his display 
simply by turning it around, or placing 
it where both faces may be seen. This 
display was created and produced by 
the Einson-Freeman Co., Inc., Long 
Island City, New York, for the West- 
inghouse Electric & Mfg. Co., Mans- 
field, Ohio. 
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Electric Range 


“White Star” —two models to fit re- 
quirements of various income groups. 
Features are: full size ovens, extra- 
large storage compartments and con- 














venient control panels that combine 
four six-position, five-heat switches, and 
signal oven lights in a convenient 
grouping. Both models are equipped 
with four closed Chromolox elements— 
one 2000-watt and one 1200-watt and 
one 1000-watt. A 1500-watt cooker well 
is available at slight extra cost. Stand- 
ard equipment on both models includes 
six-position, five-heat switches, signal- 
light oven control, one-piece, tank-type 
porcelain lined ovens and broiler lining 
with slide stop oven racks, full rock- 
wool insulation, modernistic styling, 
beveled paneling, modern base, flush-to- 
wall construction. Hardware has white 
plastic ends with satin chrome centers. 
Model DE-28 is equipped with a de- 
luxe broiler in a separate compartment, 
served by a 3400-watt oven element. It 
is equipped with a porcelain enamel 
broiler pan and smokeless grill. The 
broiler on Model DE-26 is in the upper 
part of the oven, and the 3000-watt oven 
element is moved to the broiling posi- 
tion as necessary. A porcelain finished 
ribbed broiler pan completes the group. 
Detroit Vapor Stove Division, Borg- 
Warner Corp., Detroit, Mich. 





Electric Flare 


Handy switch controls current for 
steady or flashing light. It is said to 
burn steadily with a No. 4-9 lantern 
battery for 30 hours. Streamlined in 





design, the flare has a wide base for 
stability and is seven inches tall. Arrow 
Safety Device Co., Medford, N. J. 
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Our salesmen wise-cracked about this dis- 
play—they wanted to know which business 
we're in... fine tools or pipe organs. But 
they all agree on one point . . . that this 
new Tuf-Flex Merchandiser is a stopper. It 
will sell hack saw blades . . . stimulate pick- 
up sales . . . make it easy to select the right 
sizes . . . remind the casual shopper of his 
needs. We think you'll share their view that 
this unit is too good for you to ignore... 
and can’t be ignored by your customers. 
Yellow, red, and black, it’s an eye-catcher; 
intelligently planned, it tells its own sales 
story. Calliope or not, it will play a merry 
tune around the cash register. It’s FREE 
with your order for the assortment shown— 
a dozen each 10”-18T, 10”-24T, 10”-32T, 
12”-18T, 12”-24T, and 12”-32T. 


ASK YOUR JOBBER TODAY 


Your jobber either has or can get for you 
this Tuf-Flex Merchandiser at no charge 
except the cost of the 1, gross of blades— 
$5.50 list, subject to your usual discounts. 
Phone or write him now . . . or write to 
Millers Falls direct, giving your jobber’s 
name and address. 
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TUF-FLEX—THE MOST 

ECONOMICAL GENERAL 

PURPOSE BLADE EVER 
DEVELOPED 


Tuf-Flex Hack Saw Blades are su- 
per-tough, super-flexible. Used on 
thinnest sheets or tool-steel rods, 
they can’t be stripped, can’t be 
broken, can’t be beat. Tuf-Flex 
blades are truly amazing perform- 
ers. Ideal for automotive, plumb- 
ing, electrical, steam fitting, and 
other severe work. They stand abuse. 
Get full details from your jobber, 
or write Millers Falls. 


MILLERS FALLS 
TOOLS 


MILLERS FALLS COMPANY 


Greenfield, Massachusetts 


67 








~ 


“‘ First - Choice “’ 
DEALERS 
Sell “’ First-Choice “’ 
TOOLS! 





The reputation of a dealer can be 
no better than the reputation of the 
goods he sells. 

Sell MORSE. It’s only natural that 
a customer's high regard for 
these world-famous symbols of 
Efficiency, Reliability, and uncom- 
promising Quality will be reflected 
in a higher regard for you... 


MCh 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S. A. 


NEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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Heating And Cooking Unit 


This “Miami Bungalow” range is a 
double purpose unit for both heating 
and cooking. In addition to full cook- 
ing service which includes a_ four- 
burner cooking top (double action, 
multi-speed simmer top burners), full 
size four-way oven insulated with spun- 
glass, and a complete “Rollo” smokeless 
broiler, the “Miami” provides a coal 
side cooking top, a convenient place 
to burn refuse, and an efficient circu- 
lating heater. A copper reservoir for 
heating water may be installed behind 
or at the side of the range. Cabinet 
base is practical and attractive. Ex- 
tending fully to the floor, it is provided 





with ample toe-room and, on the coal 
end section provides a confining cham- 
ber for incoming cool air to the heater 
circulating chamber. The “Miami” is 
factory built for the type of gas spe- 
cified by the buyer—natural, man- 
ufactured, Butane, Propane or any 
bottled gas. Round Oak Co., Dowagiac, 
Mich. 





Lawn Sprinklers 


“Rocket” and “Butterfly” models. 
The former is a revolving lawn sprink- 
ler in modern styling. Finish is glacial 
green ripple enamel with chromium 
plated head, arms and ferrule. Arm 
spread (diameter) is 10% in. Base is 


95g by 5% in. Packed one in a box, 
12 in a carton. List dozen, $21.00. The 
“Butterfly,” according to the manufac- 
turer is an old favorite in a new design 
te catch the customer’s eye. The revolv- 
ing wing with its special composition 
bearings and the precision stainless 





steel studs are said to insure easy op- 
eration and long life. It gives a rain- 
like floating mist. Finish is pompeian 
red ripple enamel, silver wing. Height 
overall is 854 in. Base diameter, 7% 
in. Packed one in a box, 12 in a car- 
ton. List dozen, $18.00. W. D. Allen 
Mfg. Co., 566-570 W. Lake St., Chi- 
cago, Ill. 


“Red Devil’ Electric Fencer 


Landon P. Smith, Inc., Irvington, 
N. J., has announced its entry into the 
farm equipment field with the intro- 
duction of the new “Red Devil” No. 
333 electric fencer. This is a nine- 
pound unit which may be placed any- 
where in the barn or hung up on a 
post or tree in a field. It will operate 
up to 15 miles of single smooth or 
barbed wire. It is installed by hooking 
up a six-volt battery (not furnished 
with unit) and the ground connection. 
Maker states tests have proven its 
operation will not cause radio inter- 
ference. The electric fencer is con- 
structed without revolving parts, oil or 
grease. The entire mechanism is 
heremetically sealed for protection 
against tampering and atmospheric 
changes. Operation is visible through 
heavy, sealed glass top. The fencer is 


A anceps in 





fully guaranteed and the manufacturer 
will replace any unit giving unsatis- 
factory service within one year from 
date of purchase provided seal is not 
broken. List price is $10.95. 
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READ THIS LIST OF CONTENTS 
250 PAGES 
ELEMENTARY COURSE 
INTERMEDIATE COURSE 
ADVANCED COURSE 
WORKING BLUE PRINT 
9 COMPARATIVE CHARTS AND TABLES 
13 LARGE DETAILED DRAWINGS 
GLOSSARY OF BUILDERS' HARDWARE TERMS 
60 CHAPTERS 


Here are some of the chapters 


Model Stock 

Butts and Hinges 

Locks 

Window Hardware 

Getting Builders' Hardware Prospects 

Scheduling, Marking and Servicing 

Hardware Finishes (Comparative Chart) 

Decor Butts (Comparative Chart) 

Jamb—Floor and Checking—Floor Hinges (Com- 

wbrtise Bi Kan’ in k 
ortise Bi ey Locks and Lat - 

vive Chart) atches (Compara 
ortise Cylinder Locks and Latc - 
we Chant atches (Compara 

Trim for Mortise Locks (Comparative Chart) 

Lock Sets 

Schools of Design 

Window Hardware (Comparative Chart) 

Barn Hardware 

Surface Door Closers (Comparative Chart) 

Floor Hinges, Concealed Closers and Thresholds 
(Comparative Chart) 

Door Holders and Stop Devices 

Lavatory Hardware (Comparative Chart) 

Office Building and Apartment Hardware (Sug- 
gested Lists of Locks) 

School House Hardware (Suggested Lists of 
Locks) 

Hotel Hardware (Suggested Lists of Locks) 

Hospital Hardware (Suggested Lists of Locks) 

Federal Specifications 

Sample Rooms 






















J. HAROLD DUMBELL, 


Exec. Sec., National Contract 
Hardware Assoc., says: 


“Personally I am looking 
forward to securing for 
my files a bound copy of 
the complete course 
when it is finished. 
It will be a handy 
book to have.” 


NOW 
You Can KNOW Your 
BUILDERS’ HARDWARE 


Complete from A to IZZARD 


A. H. BROWNELL'S HARDWARE AGE SERIES 
COMPLETE IN ONE VOLUME... A BIG 
$3.00'S WORTH FOR YOU AND YOUR MEN. 


There are about 10 ways a hardware man 

can use HARDWARE AGE’S Builders 

Hardware Text Book . . . You can keep it 

in your reference files for immediate, au- 

thoritative information ... you can take 

it home at nights and study its Elemen- 
tary, Intermediate or Advanced Courses 
. . + Or you can give it to that smart, 
young clerk you are training to handle 
Builders’ Hardware to study at home, 
to name three ways to use it. 


BELONGS 
in Your FILES 


f 


A lot of so-called Text Books say they are 
complete, but when you get them you find 
important information missing. Here is a 
Text Book which is complete. It’s written 
by a man who knows his subject backwards, 
forwards and sideways, selling and buying 
Builders’ Hardware, who has the ability to 
tell what to do and what not to do in an in- 
teresting way ... The comparative Charts on 
Finishes; Door Butts, Jambs; Mortise Bit Key Locks and Latches; Trim 
for Mortise Locks; Surface Door Closers and many others are worth the 
price alone. 

When the news got around that we were putting Hardware Age’s “Tak- 
ing the Mystery out of Builders’ Hardware” articles in one fat volume . . . 
orders began coming in steadily for this complete 
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study. ° 
You need at least one copy of this Text Book, A. H. BROWNELL, 
maybe more. Use the coupon below and have a Authar 








copy where it will do you the most good and make 
you the most money, in your store. It’s attractively 
printed, well illustrated to show to customers, and 
sturdily bound to last for years of heavy usage. 
Your copy is waiting. 


ALL THE REALLY IMPORTANT 
THINGS and MORE, in this VOLUME. 


HARDWARE AGE 
239 West 39th Street, New York, N. Y. 
Gentlemen: Send me ............... copy (ies) of the BUILDERS' HARDWARE 


| 

| _] Attached is my remittance. 
| TEXT BOOK at $3 per copy. C) Send me invoice with book. 
| 

| 
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yw THE FAST-SELLING 


‘“‘INSULGRIP“’ 
SCREW DRIVER 

@ The sharply fluted, molded 

composition handle provides 


better grip, greater leverage— 
and perfect insulation. 


Blades of high carbon steel, 
heat treated and polished — 
both handsome and service- 
able! 


In three sizes, or assortments, 
and packed in a sales-making 
display box. Easy to feature, 
quick to sell. 


THE VLCHEK TOOL CO. 
3001 E. 87th St. Cleveland, Ohio 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
TOOLS 


70 








Cutlery Assortments 


Assortment No. 51350. Universal 
“Hollow Ground,” consists of six each 
of Nos. 5130 and 5150 kitchen knives 


in stainless steel—also available in car- 





bon steel, six each of Nos. 513 and 515 
in the assortment, No. 5135. Blades are 
3 in. long. Handles are of rosewood, 
nickel silver interlocking rivets. Landers, 


Frary & Clark, New Britain, Conn. 





Table Top Ranges 


Beauty of design and low cost are 
the outstanding features of two new 
Nesco five-burner table top ranges. A 
choice of long or short chimney burner 
design is offered. Each range has one- 
piece welded steel frame, metal fuel 
tanks, accessible from the front, an ex- 
tra large convenient utensile storage 
compartment, a large cooking grill, 
white and black porcelain enamel and 
baked Japan finish, red door handles 





and a new style indicator in the oven 
door. Burners are set in staggered 
alignment. National Enameling And 
Stamping Co., Milwaukee, Wis. 





Waterproof White Paint 


Porce Tite Products, 101 N. Lombard 
Ave., Oak Park, Ill., has announced a 
new white paint which is said to be 
waterproof and fireproof and to give a 
white porcelain-like surface, called 
“Porce-Tite.” This paint may be used 
on exterior or interior surfaces such as 
cement, concrete, face brick, common 
brick, cement and cinder blocks, cast 
or natural stone, weathered asbestos 
siding, and numerous other surfaces. 
When mixed to a mortar consistency, it 
can be used for filling cracks or holes 
in all types of masonry. “Porce-Tite” 
contains no oil, casein or cement but 
is a compound of several inorganic ma- 
terials chemically treated to produce 
waterproof qualities. It is easily ap- 
plied with brush or spray, and sets in 
three hours, drying in twelve, produc- 
ing a smooth, hard surface which is 





claimed to repel grease and dirt; can 
be washed with paint cleaners and 
washing compounds without marring or 
destroying the finish. “Porce-Tite” is 
a chemical ceramic which bakes itself 
to the surface and is claimed to be 
unaffected by most industrial acids or 
fumes. 





Automatic “‘Dor-Seal”’ 


An attractively finished steel shell, 
easily screwed to the bottom of the 
door, houses the operating mechanism 
of this automatic “Dor-Seal.” When 
door is closed, felt strip is forced down 
by trigger, sealing the under-door 





crack, stopping drafts. On opening, the 
felt is withdrawn into the shell, allow- 
ing the door to pass over rugs, etc., 
without drag or wear. Retails for $1.50 
for all standard sizes—20, 32, 34 and 36 
in. Furnished in ivory, walnut and 
brass. Packaged complete with neces- 
sary equipment and instructions. Dem- 
onstrator, illustrated, is furnished free. 
Chamberlain Metal Weather Strip Co., 
1254 LaBrosse Street, Detroit, Mich. 


“Tea Master” Tea Pot 


Has two separate compartments, with 
a separate spout for each compartment, 
making the “Tea Master” two pots in 
one. Thus it is possible to serve from 
one unit, any strength tea that is de- 
sired, to suit the individual taste. Ca- 
pacity of each compartment is same but 
the side with larger opening is intended 
as the tea side. Available in a choice 
of colors, canary, blue, turquoise, emer- 
ald, maroon, black, brown, and chinese 
red. Twinspout Pottery Co., Inc., 400 
E. Fordham Rd., New York City. 
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THE TOOL EVERY 
HOMECRAFTER 
WILL WANT... 


Sales of Forstner Auger Bits to home workshop 
enthusiasts will net you worth-while profits! 
Long a favorite with professional woodworkers, 
the Forstner Bit is becoming increasingly pop- 
ular with home craftsmen who find in this 
handy, all-purpose boring tool the answer to 
dozens of jobs commonly done with chisel, 
gouge, scroll saw or lathe tool. Guided by a 
circular rim instead of a center, this bit oper- 
ates in any direction leaving a clean, polished 
surface, 


Forstner Auger Bits 
are available for 
machine boring in 
sizes from 1%” to 
3” diameter and 
for hand boring in 
sizes from 4” to 
1%” diameter. 
bits ae be 
purchased singly or 
in sets of 9, 11 
17 bits each. Write 
for catalog. 
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~--(CHICAGO)~— 
When you see the trim, SPRING HINGES 


compact design oat || New “Sagless” Spring Pivot-Hinge 


Roper Water System 
and then see it operate 
smoothly and quietly... 
you'll say, “She’s a 
Honey!” 

The Double-Acting 
Single Cylinder Piston 
System, illustrated here, 





pumps water from any 
source down to 22 feet 
... Capacity 250 gallons 
per hour. Write for com- 
plete information on this 
“Profit Maker’’ line. 


Type 4007 


Exterior Tension Adjustment 


Type 4007 “Sagless” gate spring pivot hinges may be 
quickly adjusted to different sizes and weights of gates. 
The exterior tension adjustment is conveniently located 
and easily accessible after the gate has been hung. 
Hardware dealers will find this improved ‘“Sagless” gate 
hinge a profitable addition to their stock. 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S. A. 
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WATER SYSTEMS 





GEO. D. ROPER CORP., ROCKFORD, ILL. 
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Your Judgment 


is hacked by 82 Years 
of “KNOWING HOW” 






For the Men 
Who Demand 
Good Tools 


e PLIERS 


e LINEMEN’S 
TOOLS AND 
EQUIPMENT 


Write for 
Pocket Tool 
Guide 





Mathias 


blab 1) 





—when you sell the pliers 
made by Klein 


Here, almost a cen- 
tury of experience 
works for you. It’s a 
unique production 
method where crafts- 
men who know how 
handle each unit indi- 
vidually — where rigid 
tests check every prod- 
uct to insure a quality 
and uniformity recog- 
nized the world over 
as the best. 

Make your store 
headquarters for Klein 
pliers. They give your 
customers new depend- 
ability — new overall 
tool economy. They 
pay in profit and 
prestige. 

Ask Your Jobber 


LEINs 


200 Belmont Avenue, Chicago, Illinois 











Reflecting House Numbers 


These curb-side reflecting glass house 
numbers are said to provide brilliant 
visibility, to be weather-proof, and 
numerals are large enough to be easily 





read at a distance of 100 to 200 ft. 
Individual numerals, 4% in. thick, are 
made of special “Cataflex” glass; sil- 
vered backing with white borders sealed 
and protected with a special black coat- 
ing to insure long life. Numerals are 
easily locked into position with four 
screw posts. Frame is of heavy, rust- 
resisting steel stamped out in a plea- 
sant design and finished in baked 
enamel. Made with numerals on one 
side only or with numerals on both 
sides. Height when assembled, 24 in.; 
width at top, 12 in.; weight complete, 
2 lb. Western Cataphote Corp., To- 
ledo, Ohio. 


Lawn Mower Rack 


Eliminates need for lifting mowers 
and is equipped with two shelves to 
merchantiise lawn mower tools and ac- 
cessories. Each mower can be easily in- 





spected. Handle is prevented from ex- 
tending out into aisles. Rack is built to 
accommodate all types of mowers and 
is made in several different models. 
Marvel Rack Mfg. Co., 2115 Blaiesdell 


Avenue, Minneapolis, Minn. 


Bike Baskets 


A new line of welded bicycle baskets 
have been added to the group of “Roll- 
fast” products. The baskets fit all bi- 
cycles regardless of type or shape of 
truss rods or other accessories. Have 
“Angle Back” design to produce neces- 
sary clearance and add to cubic con- 
tents of basket. Also have an all-wire 
clamp attachment to assure a depend- 


able and strong grip. Styled hub and 
fork braces are made of extra-heavy 
gage steel rods and they harmonize 
with fork trusses. Positive four-point 
attachment is said to distribute weight 
stress to allow maximum support for 
capacity loads and insure absolute 























ROLLFAST 
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rigidity. Four numbers in varying 
sizes and styles are available. D. P. 
Harris Hdw. & Mfg. Co., Inc., 99 Cham- 
bers St., New York City. 





Hedge Shear 


“Multi-Power” employs use of a 
patented compound lever cutting ac- 
tion, which is said to step up power 
from handles to blades 60 per cent. 
Action is also said to be a smooth, 
effortless open-and-shut motion. Has 
tempered carefully honed thin blades, 
not requiring serrated edge to hold 
branch firmly. Finished in attractive 
black and orange color combination 
with polished, hardwood maple handles. 
Seymour Smith & Son, Inc., Oakville, 
Conn. 
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Mutti- Rowen 


604 MORE PO 
THAN ORDINARY 


HEDGE 
SHEARS 
Doane 


COMPOUND | 
LEVER 





HARDWARE AGE 














@ 





Hack Saw Frame Deal 


No. 793—consists of three No. 79 
hack saw frames at $2.50 and one free 
display, No. 793, illustrated. Frame is 
quickly adjustable for 8 to 12-in. blades 














which may be faced in any of four di- 
rections. Each frame is equipped with 
a genuine 10-in. “Tuf-Flex” blade. Depth 
of throat is 3% in. Improved clips and 
studs are said to give close alignment 
and proper tensioning of the blade. 


Millers Falls Co., Greenfield, Mass. 





“Husky” Frigidette 


A new addition to the “Husky” 
Frigidette line is a new low-priced 
single action model. This model main- 
tains most of the design and construc- 
tion features of the original Frigidettes 














introduced a year ago. Its main dif- 
ferences are: tub is finished in bright 
colors rather than enameled white; 
will not have black contrasting rubber 
feet; will freeze cream in approxi- 
mately 10 minutes. Rounded corners to 
prevent binding of ice in the tub, mak- 
ing turning easier. Heavy tub construc- 
tion and solid block crown to provide 
insulation for long packing periods. 
Conco Engineering Works, Mendota, 
Ill. 





*“Book-O-Knives” 


This attractive and practical gift 
package contains hollow-ground knives 
of fine, tempered steel, mounted with 





rosewood handles. Included in the set 
are a “Carve-A-Slice” knife, a fork to 
match, a household knife, a paring 
knife, and a stainless turner. Suggested 
retail selling price, $5. The Village 
Blacksmith Folks, Watertown, Wis. 








Homeshop Vises 


Improvements have been made in 
these vises. Latest features include new 
design and strength with reinforcing 
ribs on front and back jaws; 50 per 
cent larger working face on well-sup- 
ported anvil; square shank, non-turn- 
ing, tempered steel cut off tool that fits 
square hole on anvil; replaceable pipe 
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jaws; swivel base; replaceable, heat- 
treated, steel jaw faces. Vises are 
packed in individual cartons. Display 
stand is furnished without charge with 
orders for complete sets of all these 
sizes—3, 3%, and 4in. jaw widths. 
All packed as a unit ready for window 
or counter display. The Columbian Vise 
& Mfg. Co., Cleveland, Ohio. 


























by making money with 


Master : 


®They are the world’s fastest selling 
line of padlocks. 


© You get more padlock for /ess money. 


*MASTER policies protect the 


home-owned stores. 


®You get one-day service on special 
orders, rushed direct to you and 
billed through your jobber. 








World’s Finest 
‘Padlock ‘Protection 


Master Jock (0. 





Worlds [argent Exclusive Padlock Manufaclunenrd 
MILWAUKEE. WIS., U.S.A. 











ACME Tackpoint 
Corrugated Fasteners 


@ Try the merchandising package 
which will work for you while you 
are busy doing something else. The 
Acme Tackpoint Corrugated Fast- 
ener display carton is making extra 
sales for hundreds of dealers all over 
the country. Turnover is exception- 
ally fast because practically all your 
customers — homeowners, carpenters, 
almost any one who works with wood 
at all—can use Acme fasteners. Once 
used, repeat business is a certainty. 


Acme Tackpoint Corrugated Fast- 
eners make strong joints, easier and 
faster. The long beveled points and 
sharp cutting edges penetrate, but do 
not crush the wood fibers. The di- 
vergent corrugations tend to draw the 
two pieces of wood closer together. 


Don’t ignore the profit possibilities of 
this fast-moving product that prac- 
tically sells itself. 


* 
PACKAGED IN THREE POPULAR SIZES 





%x 4, %x 5, or %& x 5—5O fasteners to 
a package—12 boxes in each display carton. 
For large quantity users, standard cartons 
of 250, 500 and 1,000 fasteners; boxes of 100 
fasteners, 10 boxes to a carton; or in the 
big economical 100 Ib. keg. 


iF YOUR JOBBER CAN'T SUPPLY YOU, 
WRITE US DIRECT 


ACME STEEL COMPANY 


2838 Archer Ave., Chicago, il. 
Branches and Sales Offices in Principal Cities 


WRITE FOR , wT INI | 
FREE SAMPLE BOX \ stant 





Acme Steel Company, 
2838 Archer Ave., Chicago, IIl. 


Gentlemen: 

Send me, without obligation, a free 
package of Acme Tackpoint Corru- 
gated Fasteners. 


cian O6- Lidl, races < hdc. ae oho ete 











Window Lock 


“Yegg Beater” — prevents window 
from being opened from outside; holds 
window raised to any desired height, 
preventing window from being raised 
beyond that height. Consists of a rub- 
ber wedge and metal holder. When 
rubber wedge is removed, window oper- 





“YEGG BEATER” : 
WINDOW LOCK 

Sian] Lets fresh alr in... j 
keeps prowlers out. 


| Protects children 
H]| from falling thru 
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ALSO IDEAL FOR DOOR STOPS 
Mid. by Mogul Corporation - Minneapolis 
om | 





ates freely, sliding past metal holds. 
Wedge may also be used as door stop. 
Mogul Corp., 203-4 Loeb Arcade, Min- 
neapolis, Minn. 


Built-In Mail Box 


“Mailo-Box”—flexible and can _ be 
shaped to fit any type of wall construc- 
tion ranging in thickness from 5% in. 
to 18% in. Face plates are of cast 
bronze, brass and aluminum in a vari- 
ety of finishes designed to blend with 
any outside hardware trim. Packed in 
individual cartons completely assembled 
and ready for installation. Inside cab- 





inet door furnished in either birch or 
oak in natural wood finish. Penn-Greg 
Mfg. Co., Hennepin Ave., Minneapolis, 
Minn. 


Fishline Dryer 


This automatic fishline dryer is a 
patented device that is said to dry the 
fishline, quickly, easily, and correctly. 





Swivel mounting clamp is attached to 
any vertical or horizontal surface, line 
is hooked on any of the wire spokes, 
and by pressing the button, the wet line 
is automatically wound from the reel 
onto the spoke dryers Takes any length 
up to 100 yards and any weight silk 
casting line. When line is dry, it is 
rewound on the reel, and the dryer is 
automatically set for the next winding. 
Dryer is made of aluminum, bronze, 
and quality metals and weighs about 
one pound. It is small in size and de- 
tachable for packing. Suggested retail 
selling price, $3.50. Eclipse Mfg. Co., 
333 N. Michigan Ave., Chicago. 


Clamp-On Lamp 


This clamp-on “Reflecto” lamp, No. 
558 may be used on any desk, table or 
drafting board without occupying or 
cramping the working area. Swinging 





arm that extends 10 in. at normal po- 


sition will spread to 20 in. fully ex- . 


tended in any direction, illuminating 
entire working space with complete 
freedom of desk. When not in use, 
lamp in normal position has appearance 
of a rigid unit. Joints are equipped 
with safety stops to prevent swinging 
beyond maximum adjustment. Indirect 
lighting is incorporated in the lamp for 
its subdued effect. Quick change of 
bulb can be accomplished without re- 
moving reflector. Height is 18 in. re- 
flector 11 in. Finish is bank bronze 
only. Eagle Electric Mfg. Co., Inc., 59 
Hall St., Brooklyn, N. Y. 
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_ ROUND 


( USES... 


Mean Year ’Round Profits 


@ They use “Black Leaf 40,” evey month the 
year around: every person who grows flowers or 
vegetables, raises poultry or livestock, or owns 
shrubs, evergreens or fruit trees is a potential 
user of “Black Leaf 40.” Because “Black Leaf 40” 
has so many uses, the constant demand for it 
means steady profits for you the year 
around. 


Get your share of “Black Leaf 40” 
profits. Tie in with the vast nation- 
wide campaign in over 4,000 magazines 
and newspapers by displaying “Black 
Leaf 40” in your store. Check over all 
your sizes of “Black Leaf 40”—today. 
Be ready for the big demand that 
means profits the year around. 











TOBACCO BY-PRODUCTS & CHEMICAL CORP. 
INCORPORATED @ LOUISVILLE, KENTUCKY 








UNITED STOVE CoO. Ypsilanti, Mich. 








Quality Oil Cook Stoves and Heaters 
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BOMMER 


SPRING HINCES 


ARE THE BEST 


Replenish Your Stock with 
BOMMER 


They are in universal demand—are quickest 
to sell—easiest to apply and the most satisfac- 


tory spring hinge made. 
Follow the line 
of least resist- 
ance. Sell 
BOMMER 
products. 


Type 29 Type O 
Supplied with Button Tips when specified 
Bommer Spring Hinge Co., Brooklyn, N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 


























FOR 
THE HOUSEWIFE 


AND FOR YOU 


Your customers will like the way CHORE 


fa 
GIRL makes dozens of cleaning task (Giana 
Ss OF clean ag asks ey 





Se 
easier. And you'll like the way CHORE oe 
sa S 
GIRL sells... plenty of extra profits when aK 


you display CHORE GIRL prominently. 





Order a stock now 
from your jobber. 


METAL TEXTILE 
CORPORATION 


ORANGE, N. J. 








IT SELLS 
TAPE-RULES 


FOR you! 


OFAIN 


DISPLAY UNIT STEPS-UP 
YOUR TAPE-RULE SALES 


Here's a tireless worker — a 
salesman that produces busi- 
ness for you every hour of 
the day. Yet it costs you 
absolutely nothing! 


Attractively colorful, this all- 
metal display with glass front 
takes up less than a square 
foot of counter space, dis- 
plays a picked assortment of 
the fastest selling, most pop- 
ular tape-rules in various 
models. 

Put this free salesman to 
work for you now! See your 
jobber — he has this display 
unit in stock. 


OF HAIN 


SAGINAW, MICHIGAN New York City 


TAPES - RULES - PRECISION TOOLS 
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Home Butchering—a Fall Sales Opportunity 


(Continued from page 37) 


sands more can be sold in home- 
butchering departments of hard- 
ware stores. The meat-curing 
products are not perishable and 
are put up in popular size cans to 
be sold along with other home- 
butchering supplies. 

The meat pump and the curing 
products are your potential profit. 
Their use and their results are 
your sales story for they represent 
a sure success and a means of 
eliminating the loss to farmers 
from improperly cured meats. 


When you can sell the farmer 
the means to cut down this loss, 
you sell him an additional valu- 
able service and present yourself 
with a “plus” profit. Then the 
farmer will naturally go to your 
store to add or replenish not 
only his butchering equipment but 
other supplies for his home and 
farm. Sales such as these, repeated 
year after year, can contribute a 
tidy, sum to the profit side for any 
aggressive hardware dealer serv- 
ing the farm trade. 
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This graphical portrayal of light and lampdom’s path of progress was 
completed at General Electric’s Nela Park, Clevelang, under the super- 
vision of C. E. Weitz, illuminating engineer. Besides picturing present 
lamps and their long line of “ancestors,” the chart shows the major steps 
in the improvement of light production efficiencies from early incan- 
descent lamps to present sources. It reflects the rapidly expanding field 
of application for light source since the removal of limitations and re- 

strictions of open flame lamps 
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Gratuitous 
“Protection” 


N a Mid-West town an elderly 

woman lives with her invalid 
husband in a little house south of 
the tracks. They have never had to 
accept relief but their means are 
getting very low. A friend took her 
to see the manager of a local paper 
box and novelty factory where she 
asked for work. 

“Tm only 59,” she pleaded. 
“Maybe I couldn’t turn out as much 
work as the others, but I’m _thor- 
ough in what I do and, of course, I 
wouldn’t expect the same wages as 
the younger women.” 

Gently the manager explained that 
up until recently he always had 
several employees in her status— 
women who did light work and were 
paid accordingly. But the Wages 
and Hours Law had changed all 
that. “Now we have to pay a stand- 
ard minimum wage to everyone in 
the plant. You see that means we 
can afford to hire only those we are 
sure will be able to earn the mini- 
mum every week. I’m afraid there 
is simply no longer any place in 
industry for what we call the sub- 
standard worker.” 

That is just one of the hundreds 
of ways by which a_ benevolent 
government “protects” its citizens. 
Russell Greenman in Nation’s Busi- 
ness points to another in a recent 
action of the Federal Trade Commis- 
sion. The F.T.(. proposes to “pro- 
tect” shoppers against agents hired 
by manufacturers to demonstrate 
their products in stores. It con- 
siders the consumer safe in the 
hands of retail clerks but subject 
to unnamed hazards of deception 
from these demonstrators. No fed- 
eral agency has offered to “protect” 
the 10,000 or more demonstration 
agents who will lose their jobs if 
the F.T.C. has its way. 

From such official solicitude there 
are many who say, “O Lord, deliver 
us!” 


Antique Show and Sale 


An annual “Antique Show and 
Sale” is sponsored by business 
men and others at New Haven, 
Conn., which attracts thousands of 
people from the New England 
area. Considerable publicity on 
the event promotes interest in the 
affair and if people cannot find 
what they want at this show, they 
usually go to local stores to seek 
duplicates, in so far as possible. 
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Sell More Nut Crackers..Boost Profit 
Per Sale..Sell The 


‘ - e . Ps 





% With the 1939 gift buying season at hand, the 
biggest season of the year for selling nut crackers is 
also here. Be prepared with a liberal supply of the 
cleverest nut cracker ever invented. Show customers 
how the new, improved DAZEY NUT CRACKER 
works and it virtually sells itself . . . because it’s so 
much better than anything else they can buy. Sells 
faster—bigger unit of sale — larger profit. Order 
from your jobber NOW! 


DAZE CHURN & MFG. CO. 








Splits Shell Lengthwise 
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Nut Meats 
Warne & Carter Aves., St. Louis, Mo. 


Come out Uncrushed 











IN EVERY BOX OF 


OLIVER 


BOLTS, NUTS, RIVETS 


OLIVER IRON AND STEEL CORPORATION 





PITTSBURGH, PENNSYLVANIA 
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NEED NO PUSHIN’ 


“Little Giant” Screw Plates 
need no pushing. They’re the 
fastest, biggest selling line on the 
market — have been for forty 
years. Over a million sets in daily 
use proves the continuing popu- 
larity of “Little Giants” and indi- 
cates the extent of the tap and 
die replacement market which 
has been built up. 


And of major interest to dis- 
tributors, “Little Giant” prices 
afford a _ substantially greater 
profit on each sale than inferior 
and less well-known brands. Stock 
up today! 


GREENFIELD TAP & DIE CORP. 
Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, Los Angeles 
and San Francisco 


In Canada: Greenfield Tap & Die Corp. of Canada, 
Ltd., Galt, Ont. 


GREENFIELD 
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When a Claim Is Over 
Six Years Old 


By Ex.ton J. Buckiey 


RECEIVE quite a number of in- 

quiries as to when an account or 
a claim is outlawed, just what it 
means, and whether, when an ac- 
count or claim is outlawed, whether 
there is any chance of collecting it. 
Here is one such inquiry: 

“We have an account amounting 
to nearly a thousand dollars which 
has been standing for over five 
years. Nothing has been paid on it 
for that length of time, and nothing 
said or done by either party. I sup- 
pose the reason is that the man in 
question is a politician rather high 
up, and you know a business man 
feels rather helpless against gentry 
like that. 

“T know that the claim gets out- 
lawed around about this time, and 
I wish you would tell me just where 
we stand. I am informed that there 
is doubt about our man’s financial 
standing, but it might be that he 
might not want to stand suit. 

“We thank you in advance for 
your answer.” 

In the first place, this corre- 
spondent is safe so far as his claim 
being outlawed is concerned. In 
Pennsylvania the time cevered by 
the statute of limitations (the law 
that outlaws claims) is six years. 
He therefore has some part of a year 
to bring his claim, and no matter 
how high his opinion is of the politi- 
cal power of his debtor, I should 
bring suit without further delay. I 
have had some experience with po- 
litical debtors, and have found that 
their supposed power to avoid pay- 
ing their debts is mostly imagina- 
tion. 

While I am on the subject, and 
for the general information of other 
readers who may be interested, let 
me discuss what the situation would 
be if this claim had been dormant 
for more than six years instead of 
more than five. 

The law is that when a claim has 
gone for more than six years, with- 
out anything being done about it, 
no demand for payment, no promise 
to pay, it is outlawed. Being out- 
lawed doesn’t mean that the debt is 
extinguished, it is still alive, but you 
can’t collect it. That sounds like a 
distinction without a difference, but 
there is a difference which I will 
explain. 

Although the claim is more than 


six years old, if you can get your 
debtor to acknowledge that he owes 
the money and to make a definite 
promise to pay, the outlawry is set 
aside, and another six-year term be- 
gins to run from the date of the 
admission and promise. 

It makes no difference how long 
after the six-year term has expired 
the admission and promise are made, 
it will still revive the claim. 

To set aside the outlawry, the ad- 
mission of the debt must be un- 
qualified, and the promise to pay 
unmistakable. Let me illustrate: 

A owes B $100 from 1932. It 
has lain absolutely inert until the 
present time. If B, without any- 
thing more, sues A, he will lose be- 
cause A, if he is shrewd, will sim- 
ply have to plead the statute, that is, 
point out that the claim is more than 
six years old, with nothing paid nor 
promised during that time. 

But suppose B goes to A and the 
following conversation ensues: 

B—A, how about that bill you 
owe me? Don’t you think it’s about 
time something was done about it? 

A—I haven’t had any money to 
pay it with. 

B—I know, but you could do 
something about it. How about pay- 
ing me a little on account every so 
often? 

A—1I don’t know whether I could 
do that. 

B—Well, there’s nothing wrong 
with the bill, is there? 

A—No. I don’t suppose so. 

B—You admit you owe me that 
amount, don’t you? 

A—Yes, I suppose I do. 

B—Well, suppose you pay me a 
couple of dollars a week until it’s 
all paid. Ill throw off the interest. 
Will you do it? 

A—TI'1l try. 

B—No A, don’t put it that way. 
It’s an honest debt. Why not say 
flatly you'll do it. 

A—AIl right, I'll do it. 

B—Beginning next Monday? 

A—O. K. 

If some conversation as this could 
happen, A’s debt would be revived, 
and if he didn’t keep his word, B 
could sue him and recover. If, how- 
ever, A had simply said, “Ill pay 
when I can,” that wouldn’t have 
been enough—it must be definite. 
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LOW COST POWER TOOLS 


Arcade Power Tools enable 
home craftsmen to get the 
equipment they want for their 
shops at prices they can afford 
te pay. These tools are excep- 
tionally well designed and 
quality built for long service 
and accurate workmanship. 
See the low prices listed. Only 
a part of the Arcade Line is 
shown here . . . write for free 
catalog illustrating all Bench 
Tools, Model Makers and Ac- 
cessories. 


ragga PRICES 


= Hea 


ARCADE MFG. CO. 
1201 Shawnee St., 


Freeport, Ill. 
Bench Saw, 6” blade .... 11.00 
Bench Saw, 8” blade 22.50 
ag with Oilite Bronze 


ring 
Shaper, with Ball Bearings. 20.50 












Order 
from 
your 

Jobber 


ARCADE 


HARDWARE & TOOLS 
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of a Hardware Jobbers’ Catalog 


.». is bound to be your verdict 
when you let “"NORAMPRESS" 
do the compiling, printing and 
binding . . . Ask for samples of 
books produced for leading 
Jobbers. No obligation. 


NORAMPRESS 


THE NORTH AMERICAN PRESS, MILWAUKEE, WIS. 



























CORTLAND 


HARDWARE 
CLOTH 


8 MESH SIZES 


12° to 48° WIDTHS 
IN EVEN INCH WIDTHS 


100 FT. ROLLS 


STANDARD 
AND HEAVY 


STANDARD 


ONE QUALITY 


—only the best, and that 
is assured by the Cort- 
land Label. Made from 
Open Hearth Copper 
Bearing Steel which 
SISTS RUST. 


Heavily galvanized by 
our own special process. 
This means Long, Hard 
Wear-—and a Pleasing 
Finish. Black metal stra 
holds roll firmly. EAS 
TO HANDLE. EASY 
TO DISPLAY. 


HEAVY 


INC. 


oO R K s a 


WICKWIRE BROTHERS. 
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SELL THE 
Heater Cord Set 
Consumers Want 





This G-E Heater Cord Set, GE3062, will 
please your customers because it will give 
them excellent service. Its features include: 
1. Rubber attachment plug molded 
on cord, 
2. Eight-foot 10,000 cycle cord. 
3. Rubber “‘strain relief” molded 
on cord. 
4. ‘Sealed-in” heater plug with 
contacts welded. 
These features make a practically un- 
breakable cord set. The cord can’t fray — 
plugs can’t come apart—contacts won’t 
loosen. 





Other G-E over-the-counter devices that 
will enable you to make many additional 
small sales include extension cord sets, 
replacement cord sets, heater plugs, lamp- 
holder plugs, triple taps, etc. For com- 
plete information about the G-E Heater 
Cord Set, GE3062, or other G-E devices 
see the nearest G-E Merchandise Distrib- 
utor or mail the coupon below. 


rere Electric Company | 


Section D-93512 





| Appliance and Merchandise Dept. | 
Bridgeport, Conn. | 
| Sirs: Please send complete information 

| 7 your wiring devices for over-the-counter | 
Saies. 


Name. 


Address... sieitindigiaatiannis o— | 
| Ta aoe ne RT ES ee I has ccteenesditadantiy | 
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How’s the Hardware Business? 
(Continued from page 42) 


accounted for $10,975,970, slightly 
higher than even the September in- 
dustrial volume, and the best on 
record since July, 1937. Industrial 
sales last October were only $8,480,- 
897. The largest share of the indus- 
trial gain was registered for lacquer, 
with paints and varnish just behind. 
* * * 

Automobile Tires—Manufac- 
turers are becoming busy under the 
growing production programs of the 
car makers, and due to the increased 
replacement ordering by car owners 
at prevailing reduced prices. Octo- 
ber shipments of automobile casings 
declined 7.7 per cent from Septem- 
ber, but were 25.7 per cent greater 
than a year ago. In the first 10 
months of 1939, shipments totaled 47,- 
991,141 units against 33,770,804 in 
the corresponding 1938 period. 


* + * 


Gift Goods—Toy sales and, 
notably, household and electrical gift 
items are “booming,” and shortages 
already are developing. Leading re- 
tailers comment upon the large sales 
of cameras and supplies, of dog 
equipment, and of “personalized” 
golf balls, in holiday dress, and with 
the recipient’s name imprinted. Cam- 
eras are said to be due for a price 
increase after January 1. Luggage, 
sweaters, leather jackets and mit- 
tens, ski clothing and toboggans are 
successfully shown in many stores 
which find a growing gift demand 
for these lines. Usually each sale is 
of substantially larger value then the 
store’s normal average in other de- 
partments. 

* * * 

Westinghouse Sales Increase 
—Orders booked for the first 10 
months of 1939 for Westinghouse 
Electric & Mfg. Co., E. Pittsburgh, 
Pa., amounted to $176,896,557, as 
compared with $125,323,348, for the 
same period. The company’s backlog 
of unfilled orders is approximately 
$66,000,000 as compared with a 
backlog of $40,188,150 on Dec. 31, 
1938. 


* + 


Oil Burner Shipments—Data 
on orders, shipments and stocks of 
oil burners for the month of October, 
1939, recently issued by Director 
William L. Austin, Bureau of the 
Census, Department of Commerce 
covering 178 manufacturers indicates 
that 34,658 units were shipped as 
compared with 35,352 in September, 
1939, and 21,059 in October, 1938. 


The manufacturers whose data are 
included in these figures produce ap- 
proximately 89 per cent of the total 
value of the output for the industry. 
This summary includes all types of 
oil burners except those used in 
ranges, stoves, water heaters and 
space heaters. " 
* * * 


Schick Dry Shavers — The 
“trade-in” drive conducted by Schick 
Dry Shaver, Inc., Stamford, Conn., 
from Sept. 13 to Nov. 15 increased 
sales of Schick dry shavers by 280 
per cent over the corresponding pe- 
riod last month. 

* # & 


Plumbing Supplies — Seven 
months of continuous improvement, 
broken only by a seasonal dullness 
in July, brought the cumulative sales 
record of wholesalers of plumbing 
and heating equipment in September 
to a level 15 per cent ahead of last 
year, according to a recent release 
from Dun & Bradstreet, Inc., New 
York City. During the nine-month 
period, an outstanding showing was 
made by manufacturers of non-fer- 
rous convection-type metal radiators 
who were able to double their 1938 
production. Producers of other 
plumbing and heating equipment re- 
ported operations which ranged from 
even with to 50 per cent above 1938. 

* * * 


Construction Awards—Heavy 
engineering construction awards for 
the latest November week decreased 
16 per cent from the corresponding 
1938 week. The construction volume 
for 1939 to date, $2,812,529,000, has 
already exceeded the total for the 
entire year of 1938, and is 1144 per 
cent greater than in the similar 48- 
week period last year. Private con- 
struction has also topped its last 
year’s total, and is 10 per cent above 
the 48-week volume in 1938. Public 
awards to date are 12 per cent high- 
er than in the corresponding period 
a year ago. 

* x 

1940 Forecast—In its special 
annual forecast report issued recent- 
ly, the United Business Service ana- 
lyzed 1940 prospects as follows: 
“Total volume of business is ex- 
pected to be about 10 per cent larger 
than in 1939. Stimulus will come 
from (1) increasing war orders, (2) 
trade gains with neutral nations, (3) 
rising domestic purchasing power, 
(4) record spending for National 
Defense, (5) a high level of activity 
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in the heavy industries. Some tem- 
porary decline in the seasonally ad- 
justed indexes is likely in the first 
half year, but full-year volume 
should exceed 1937.” The forecast 
stated that commodity price trends 
will be upward, with most pro- 
nounced gains likely in the third 
quarter, with average prices prob- 
ably rising about 5-7 per cent during 
the year. The forecast further said 
that industrial production, “will hold 
at a relatively high level throughout 
the year, and should average at least 
10 per cent better than in 1939... . 
Durable goods output should exceed 
1939 by 15-18 per cent, with con- 
sumer goods production up 6-8 per 
cent. 

Retail trade dollar volume in 1940 
should be about 8-10 per cent larger 
than in 1939. Price trends will be 
upward, and physical volume will 
probably run 5-7 per cent greater 
than in the current years.” 


Retailing Shows Best—One of 
the brightest spots in the hardware 
picture in early December is the fine 
volume of consumer buying. Many 
stores report retail sales very active, 
aided by seasonable cooler weather, 
and by the serious attention now be- 
ing given to Christmas shopping. 
Leading merchants and trade observ- 
ers see prospects of the best holiday 
business since 1929, basing this ex- 
pectation upon increased employ- 
ment and payrolls this year, and the 
substantial gain in the national in- 
come. The Department of Commerce 
estimates national income payments 
to individuals from wages, dividends, 
rents and other sources at $6,200,- 
000,000 in October, 5 per cent more 
than in October, 1938. Income pay- 
ments for the first 10 months of the 
year were estimated at $56,990,000,- 
000, or 4.2 per cent more than in the 
same period last year. 





Interference With 
Another’s Deal 


ONEST competition to get an 

order or close a contract vio- 
lates no law, but once a deal has 
been closed or a contract entered 
into by a competitor, any attempt by 
an outsider to interfere with the 
transaction may backfire in a seri- 
ous damage suif, 

In a recent case of the kind a 
group of men in the same line of 
business combined to interfere with 
a competitor’s performance of his 
contract. They did this by prevent- 
ing the competitor from getting the 
skilled union labor essential to the 
completion of the contract. The 
competitor sued this group for con- 
spiracy to interfere with his per- 
formance of his contract and ob- 
tained a verdict against them for 
damages. 

This particular case was brought 
under the statute of Tennessee 
which reads as follows: “It shall 
be unlawful for any person, by in- 
ducement, persuasion, misrepresen- 
tation or other means to induce or 
procure the breach or violation, re- 
fusal or failure to perform any law- 
ful contract by any party thereunto; 
and in every case where a breach or 
violation of such contract is so pro- 
cured, the person so procuring or 
inducing the same shall be liable in 
treble the amount of damages re- 
sulting from or incident to the 
breach of the said contract; and 
the party injured by such breach 


DECEMBER 14, 1939 


may bring his suit for said breach 
and for such damages.” 

Even in states without such a 
statute, interference with contract is 
a legally recognized form of damage. 


Mill File Flat 


I went gayly to the hardware, 
Thought I had the thing down pat, 
Told the man that what I wanted 
Was an eight-inch Mill File Flat. 
He looked pained and hurt and 
worried, 
As he sadly shook his head, 
Looked me up and down and 
crosswise, 
And to me these words he said: 


“Though a mill file is a flat file, 
“Never was a mill file flat; 

“And a flat file’s not a mill file 
“You can always bank on that. 

“Though a flat file is a flat one 
“And so also is a mill, 

“A mill file flat is silly, 
“Find it? Man, you never will.” 


I can not deny the statement 
That he had me on the fence, 
For my head was fairly reeling 
And I felt like thirty cents. 
Gone was all my self-assurance, 
I had not a word to say, 
Like the Arabs in the story, 
I stole silently away. 





in the Detroit (Mich.) Evening 


News. 





EVERY HEUSE 
SHOULD BE 


CALKED 


STOPS DRAFTS AND LEAKS 
Cours FUERA LS 





SaArErS 
window 
frames, drafty 
door frames, 
exposed open 
joints that make 
walls cold and 
damp — all so 
easily remedied by permanently 
sealing the openings with Pecora 
Calking Compound. Money can- 
not buy a better material for this 
purpose. 
Pecora Calking Compound is available 
in bulk containers, also in non-refillable 
metal cartridges for use with the easily 
operated Pecora High Pressure Calking 
Gun illustrated below. 





wine 


PECORA 
CARTRIDGE CALKING GUN 






New Streamlined Model 
At a New Low Price 


We created the cartridge type high pres- 


sure gun. In this greatly improved form, 
it has no equal for quick, clean and thor- 
ough work. Cartridges contain approxi- 
mately one quart of Pecora Calking Com- 


pound. 


With 3 Nozzles and 
4 Filled Cartridges 
Shipped pecitisitin vreau Collect for 


$622 50 
Other Pecora Pecora Products 


ROOFING CEMENTS 
FURNACE CEMENTS 
CASEMENT PUTTY 
METAL SASH PUTTY 
GLAZING PUTTY 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


FOR 
BOOKLETS 


Pecora Paint Company, Ine. 
Member of Producers’ Council, Inc. 
Lawrence & Venango Sts... Phila., Pa. 
Established 1862 by Smith Bowen 
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Our national advertising sends you Christ- 
mas buyers for Handee, and they become 
regular customers for accessories. 


Be sure to have this Demonstrator on your 
counter—one of the big profit makers of 
the season. Requires only 2 sq. ft. space. 


Handee is the original tool and the leader 
today. More of them in use than all other 
makes combined, by mechanics, repairmen 
and hobbyists everywhere, because of pre- 
cision performance, unequalled smoothness 
and safe speed. 


Standard Model $10.75 with 3 Accessories. 
De Luxe Model $18.50 with 6 Accessories. 
Ultra De Luxe Set, best gift package of all 
(De Luxe Handee and 27 most popular ac- 
cessories in metal carrying case) $25.00. 
Have a sufficient stock on hand to take care 
of orders promptly this year. 

Write for Special Deals and Full Informa- 

tion on Accessory Counter Case. 


CHICAGO WHEEL & MFG. CO. 
Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. HA Chicago, I. 





Pipe Hanger 








PAIN 


Matching the 
amazing develop- 
ment and progress 
of the building 
and electrical in- 
dustries for over 
a quarter cen- 
tury, the Paine 
Company has 
been foremost in 
developing and 
improving metal 
specialties for 
those fields. 





Products 


Adiustable 
Combination 
Pipe Hanger 


Consists of 6” 
length of perfo- 
rated hanger iron 
with a gimlet 
pointed screw at 
one end and a 
pipe ring at the 
other. Fastened to 
the hanger iron 
with bolt and nut, 
the screw and 
pipe ring can be 





The Construction Outlook for 1940 


(Concluded from page 34) 


class. New provisions of Title I of 
the National Housing Act are ex- 
pected to encourage development 
projects consisting of single houses 
to cost not over $2,500. 

“While cost index numbers may 
rise moderately in 1940, there is 
apt to be a preponderance of low- 
priced dwelling units. Consequent- 
ly the 14 per cent increase esti- 
mated for dollar value of contracts 
may with reason be applied to the 
number of dwelling units. Appar- 
ently, the total number of units in 
new, combination and converted 
buildings in the Dodge territory 
this year will be about 263,000; 


next year, according to the esti- 
mates, around 300,000.” 

It is estimated that highway 
construction will “run a little 
ahead of 1939; all other public 
works classifications likely to de- 
crease. As to public utilities con- 
struction the F. W. Dodge Corp. 
says this would be difficult to ac- 
curately estimate, particularly the 
distribution of power plant work 
as between public and private 
ownership since congressional 
authorization of a large public 
ownership power plant program 
would naturally tend to discour- 
age private projects.” 





Get Christmas Club Savings 
Distributed Earlier! 


By C. K. McDermutrt, Jr. 
Editor, 


Department Store Economist 


HY not get the distribution of 

Christmas Club savings moved 
up to a date more advantageous for 
retailing? By the grace of the 
President and the governors of 26 
states Thanksgiving was moved up 
a week and, we hear, a retailer 
somewhere in the West has had a 
sign in his window, “Shop early. 
Who knows but Christmas may be 


| tomorrow!” 


If it is logic to move forward a 
day with such long tradition behind 
it as Thanksgiving has, for the sake 
of retail business, it seems even 
more logical to advance the day 
when Christmas Club savings be- 


| come available for absorption by the 


quickly adjusted | 


on the job. One of 
the most popular 
Paine hanger 
products. 
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Hanger Ring & Bolt. . . in 15 
sizes, galvanized or black stock. 
“Snugfit” Pipe Hooks . . . give 
maximum support with the least 
the pipe . . . 4 lengths 
to fit 6 pipe sizes. One and Two 


weight on 


Hole Romex Straps for sheathed 
eable—made of 22 gauge galva- 
nized stock with prominent cen- 
ter rib that adds strength. 7 
Straps—uniform gauge, snug ft. 
Center bead for extra strength. 
Accurately punched holes —a 
— quality product in every 
et 


The PAINE CO. chicago, tt: 
New York Warehouse & Sales: 48 Warren St. 
Carried by all leading Jobbers. 











stores. 

Consider the sum involved. The 
Christmas Club reports this year’s 
distribution as $350,000,000 (esti- 
mated). Of this, using 1938 ex- 
perience as a criterion, $113,400,- 
000 will be used for Christmas pur- 
chases. No small! change, that! 

The fly in the ointment is that the 
$113,400,000 won’t become available 
for buying Christmas goods until at 
least Dec. 1. The date of distribu- 
tion varies with individual banks, 
but the Christmas Club’s experience 
is that 90 per cent of the distribu- 
tion is by checks dated Dec. 1. 

Which means that in 26 states (in- 
cluding District of Columbia) doing 
between three-fourths and four-fifths 
of the nation’s department store 
business, and celebrating Thanks- 


giving on Nov. 23, six business days 
will elapse before Christmas Club 
checks are mailed out. Allowing for 
one day mail time, we have seven 
Christmas shopping days in which 
those savings mean nothing to re- 
tailers so far as cash sales are con- 
cerned! 

The “blind spot” varies with the 
years. In 1935 there were two sell- 
ing days (we'll forget mailing day) 
before the Christmas Club Money 
could register at store counters—out 
of a total of 24 selling days between 
Thanksgiving and Christmas. In 
1936 there were three. In 1938 
there were five and, but for the in- 
tercession of the President, in 1939 
there would have been six. 

Why should the distribution of 
the huge Christmas Club savings be 
tied so closely to the calendar? Is 
it unreasonable to suppose that just 
as much good would be done to the 
recipients if, instead of making 
Dec. 1 the invariable date, banks 
arranged their schedules to time in 
with Thanksgiving Day and the 
start of holiday business? Not be- 
ing bankers, we don’t know what 
difficulties might be encountered in 
so doing, but we doubt if they are 
insuperable. And assuredly retail 
business would get off to a better 
start toward Christmas records! 

Here’s something with which the 
National Retail Dry Goods Associa- 
tion, and other retail bodies, na- 
tional, state or local, in every trade, 
should be concerned. Contemplation 
of $113,400,000 spread over a longer 
holiday shopping season would be a 
sweet morsel to chew on while con- 
suming your Thanksgiving dinner. 
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EASY TO SELL 
Ca ate 


FULL ‘SS 
FORGED & 


SNIPS 


Quality, high — Prices, low, makes 
these tools sell for you. The mechanic 
who uses this type of tool appreciates 
and only wants the best. Machine 
hollow ground blades, made of special 
high carbon heat treated steel. Every 
pair of super quality snips is carefully 
tested and accurately adjusted for 
cutting. Display the kind of tools men are proud to own and your tool 
department will have plenty of life. When you feature Indestro Tools, it's 
easy to have a thriving tool department. 


INDESTRO MANUFACTURING CORP. 
Dept. HA-6, 2649 N. Kildare Avenue 
CHICAGO, ILLINOIS 











FORGED 
BALL PEEN 


\, HAMMERS 















HARDENED STEEL 
CUT OFF TOOL 


STEEL CHANNEL 
SLIDE PROTECTS: 


MACHINIST'S 
WIVEL 
LOCK LEVER 





tects 
el slide pro 
hann Al sizes have 
jaws- — 
‘A iobber oes 
s—il your } his name. 


Exclusive steel ¢ 


DESMOND oo NA, OHIO 


74 Muley ony Chicage- mM. 
° . ters 
Sales Offices: New Yor Dressers & cate’ 


Wheel 
Also manufacturers of Grinding 


44 N. Clinton St. 








Follow the LEADER 
in “Want Ad” Advertising— 


In every trade there is always a leader. In 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 


AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 

















HIS attractive & 

sales-building Wick /& ie 
Dispenser (all-metal, }& 
lithographed in 3 
colors) given abso- 
lutely FREE with either, 
one of the Special 
Deals described below. 


FLAMEMASTER 





(Reg. U. 8. Pat. Off.) 


ASBESTOS WICK 
No. 1 and No. 2 SPECIAL DEALS 


DEAL No. 1— 400 ft. Flame- DEAL No. 2—Same as No. 1 but 
master branded Wick in 4 rolls of ee 2 100-ft.,%” rolls and 
100 ft. each. Widths, 7%”, 1”, 2 100-ft. 13” rolls. 

1%", 1%”. Merchandiser FREE 

(original sale only), F.o.b. Job- NOTE: Dispenser alone could not 
ber’s warehouse, $8 75 be duplicated for less than the 
Dealer’s net ° price of the entire Deal! 


eererenee 


Valuable Free Dealer Aids Included in Both Deals 


Your wiek business will boom when you put this handsome merchandiser 
on your counter—a powerful sales magnet that draws and holds trade. Ends 
the muss and fuss of the old fashioned bulk roll method of selling—and the 
loss of stock through eutting mistakes. STOVE GUIDE on front gives wiek 
lengths for all popular stoves and ranges. 

And remember, the wieking itself is the famous Triplewear Flamemaster, 
king of rock weave wicks. Customer satisfaction assured. Your average 
profit 300%. Flamemaster Is also supplied in Boxed Sets. 


Write us if your jobber can’t supply you 


TRIPLEWEAR, PATERSON, N. J. 
All Triplewear Products are Sold Exelusively through Hardware Jobbers 





DECEMBER 14, 1939 






















Standard 
Fig. 25 


SHERMAN 


WROUGHT BRASS 
COUPLINGS 


Why do most manufacturers of. fac- 
tory coupled lawn and garden hose 
use Sherman Wrought Brass Coup- 
lings? 


Full Length 
Tatt 


Because Sherman Couplings couple 
hose to stay coupled, never rust and 
give long satisfactory service. Made 
with accurate die cut threads and 
deep clean parallel corrugations on 
the tail pieces to prevent their be- 
coming loose, or pulled out of the 
hose. All standard sizes. 


Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICH. 











Outshines - Out- 
lasts - Outsells 
them all - because 
it employs sclen- 
tifle air flow de- 
sign inside and 
out and utilizes 
newest prin- 
ciples of con- 
struction and com- 
bustioa. 


| EMBURY MI 


WARSAW. NY. 











The Penalties of Taxation 


(Continued from page 27) 


an increase of approximately 45 
per cent. 

Total expenditures of Federal, 
state and local governments, ex- 
clusive of debt retirement, were 
$11,000,000,000 in 1928 but were 
$17,400,000,000 in 1938. 

Federal expenditures were $2,- 
800,000,000 in 1928 but were $7,- 
500,000,000 in 1938, nearly three 
times as much, and were $9,100,- 
000,000 in the 1939 fiscal year. 

State and local expenditures 
were $8,200,000,000 in 1928, but 
were $9,800,000,000 in 1938. 


Rapid Increase in Debt 
The total direct debt of Federal, 


state and local governments was 
about $33,000,000,000 in 1928 
and about $55,000,000,000 in 
1938, rising to about $60,000,- 
000,000 in 1939. 

The direct Federal debt, which 
was $17,600,000,000 in 1928 and 
was reduced to a little over $16,- 
000,000,000 a few years later, be- 
came $37,200,000,000 in 1938 and 
now is in excess of $40,000,000,- 
000. State and local debt, which 
was $15,700,000,000 in 1928, be- 
came $19,000,000,000 in 1931 and 
has continued at about that level. 
The above definitely confirms the 
prophecies which the writer made 
12 to 15 years ago in addresses to 
chambers of commerce, business 
conventions and political associa- 
tions. 

The writer often wonders 
whether a complete realization of 
the conditions that have for sev- 
eral years and now exist are fully 
appreciated by our legislators in 
both state and national affairs. 
Frankly, I doubt it and am very 
much inclined to believe they are 
thinking more of their popularity 
among the people, who, through 
newspapers, they feed with pub- 
licity in order that their re-elec- 
tion may be assured. 


Taxpayers Ignored 


Our officeholders almost unani- 
mously, in their desire to continue 
in office, play to the galleries dur- 
ing the period preceding elections, 
but afterward continue to follow 
the destructive course of building 


their political machines, complete- 
ly disregarding the taxpayers’ in- 
terests. 

We are facing today a serious 
picture which requires that the in- 
telligent business man must get 
the facts in order that he can ap- 
praise the picture before us with- 
out too much bias. Unfortunately, 
the average business man has his 
hands full trying to take care of 
his affairs in order to pay exces- 
sive rent, taxes, etc., consequently 
the political gang have the field to 
themselves and without trepida- 
tion, in practically all counties and 
states, as well as in the Federal 
government, proceed to lavishly 
spend the money of the taxpayer. 

Let us note that including 1923 
up to the present time, the local, 
state and Federal governments 
have spent in round figures 
$200,000,000,000, in the face of 
the fact that those who gather 
taxes have collected $50,000,000,- 
000 less. This deficit leaves a pub- 
lic debt to be sustained by the tax- 
payer, practically none of it com- 
ing out of political officeholders. 

As one economist of note states, 
in April, 1939, our Federal gov- 
ernment had in its employ 5,400,- 
000 persons, which shows an in- 
crease of 550 per cent over 1930. 
During that same period, state and 
local governments have employed 
an additional 3,000,000. There- 
fore, let us realize that these 8,- 
400,000 officeholders cost the pub- 
lic about $9,000,000,000 a year. 
The cost of sustaining these office- 
holders in America represents to 
the average family about 20 per 
cent of its total income. Get that, 
sleeping taxpayers—20 per cent of 
your total incorfie! 


How Taxes Hit You 


A heavy tax burden hits you 
and every other person in the 
country. And whether you are a 
wage earner, a salaried worker, a 
professional man or woman or a 
housewife, you pay in three dis- 
tinct ways: 

1. Taxes increase your cost of 
living. 

2. They act as a barrier to wage 
and dividend increases. 
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3. They make less secure the 
economic system under which you 
live. 

In a recent address, Senator 
Rush Holt of West Virginia calls 
upon the American people to not 
forget the tax crisis that confronts 


our country, which excessive taxa- 
tion, as it continues to grow, will 
cause unrest among the people and 
offer the opportunity for a change 
in the general state of affairs. In 
other words, it can lead to the 
destruction of democracy. 





“I’d Like to Run a Hardware Store!” 


(Continued from page 29) 


the man to decide between the two 
hammers as against deciding be- 
tween one hammer and no ham- 
mer at all, or between one 
hammer and another that he had 
seen in my competitor’s store 
down the street. When the sale 
was completed, I’d teach them to 
say not “Thank you” but some- 
thing like: “That hammer will 
give you years of service,” or 
“That’s a good hammer. You're 
going to get a lot of use out of it.” 
Thus, my customer would leave 
with the feeling of assurance that 


he had made a wise purchase and 
not merely that he had been 
thanked for buying something. 

I'd realize that practically every 
merchant in town would be my 
competitor for the consumer’s 
dollar, and that my job would be 
to create so strong a desire for my 
advertised merchandise that the 
prospective purchaser would not 
stop on the way to my store to 
buy a bottle of Scotch or a new 
golf club with the money he had 
intended to spend for a new lawn 
sprinkler. 





Watching Your Step in the Hardware Store 


ALLING objects cause 11:5 per cent of the accidents in hardware stores. 

Broken bones and serious head injuries may result in merchandise being 
left too near the*edges of benches, shelves and balconies or on the tops of 
ladders. Removing the lower pieces of stock from a pile instead of first 
removing those on top is also very dangerous. 





“don’t.” 
Never, through sheer laziness, try 
to pull heavy merchandise from a 


Here’s an important 


high ledge in this manner. Heavy 

garbage cans, like this one, fall- 

ing on a man’s head may cause 
serious injury or even death. 
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This is the safe way in which 

to remove merchandise trom the 

ledge. All hardware stores carry 

stepladders. Why not use them? 

If this precaution only prevented 

damage to merchandise it would 
be worth while. 








BELT LACING 











4, STEELGRI 





A stronger lacing for all types ef 
belts. Put on with a hammer— 
eas ti hest belt. 





ily 
Clinches 


smoothly into belt, 
Dresses ends, prevents fraying, — 








drives—especially 








BELT HOOKS 


Preferred be- 
cause they are 
handled safely, 
and _ quickly. 
Patented blue 
aligning card 









or any other 








binders running 
slats easily and 
the field. 


Write today for Catalog and Circulars 
ARMSTRONG - BRAY 
& CO. 

“The Belt Lacing 
People” 


Vare. Eee 





under outdoor conditions. 


WIREGRIP > 


holds hooks, even shortest ends in 
perfect alignment—every hook is 
used, no card waste. Fit Wiregrip 


Get your share of t 
profitable market. 


” . 
2-piece hinged rocker pins provided. 
8 sizes. In boxes, handy packages, 
cartons and long lengths. Recom 
mended for conveyor belts an 


drives 








standard lacers. 


Available in 6 sizes. 


Si 


— repair binder 
quickly right on 
his 




















Loomis Ave., 








and 4-foot 


dle with large 
reel. 


line. 








/remax. Foducls 


4002 Highland Ave., 








lengths. 


AGO, U.S.A. 

The Sensation 
of the Season! 
PREMAX 
REELROD 
$a “eg Brand New 

3 / Different 
2% FT. / Has a Real 


Here’s an item that'll 
“go to town” in 1940! 
Premax Reelrod, in 24% 
Has de- 
tachable 16” double grip han- 


capacity built-in 


Niagera Falls, 


Takes wire or linen line. 
414” stamped steel reel with quick- 
action tension drag. 
Write or wire for samples today— 
they’re a “must” for your 1940 
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“SHELBY” 
SPRING 
BUTTS 


are approved by 
the government 
and are backed 
by over 40 years’ experience in 
hardware manufacturing. These 
modern hinges are 


Equipped with 
Anti-friction Washers 


which insure longer 
service and prevent 
sagging or binding 
of doors. (Furnished 
in all standard sizes 
and finishes.) Send 
for complete cata- 
log of Miscellaneous 
Builders’ Finishing 
Hardwareand 
{ Hardware Special- 
SINGLE ACTING __ ties. 


THE SHELBY SPRING HINGE CO. 
Main Office and Factory: 


SHELBY, OHIO 





DOUBLE ACTING 
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SIZE MARSKED 





Save Time 


The size is so clearly marked on each 
Simplex leather there can be no mistakes 
—no hunting for rulers to measure—and 
no cause for exchanges from customers. 


Simplex size-marked pump leathers cut 
down selling expense and give clerks 
more time to sell other items. Build the 
reputation of having a well-stocked effi- 
cient store. Try this new way to make 
sales more profitable. 


Ask your jobber or write us for price list. 








A Hardware Visitor From Norway 


(Continued from page 35) 


An exclusive agency is looked 
upon as a form of monopoly. 

The kroner is the money unit. 
It is usually four kroner to the 
dollar but now it is 4.40 or up 10 
per cent on account of war con- 
ditions. On account of higher ex- 
change, higher freight and in- 
surance rates, prices of American 
goods must be advanced in 
Norway. 

Department stores in Norway 
do not sell hardware. Hardware 
stores carry complete stocks of 
tools, builders’ hardware, stoves, 
refrigerators, electrical supplies, 
glass and chinaware and a general 
line of household equipment. 
Terms at wholesale and retail are 
60 days net — 2 per cent discount 
in 30 days. Collections are good. 
Time payments are not popular 
and the Norwegian pays as he 
goes. 

President Roosevelt is well liked 
and believed to be a progressive 
and the working man’s friend. 

Mr. Borch stated that the Nor- 
wegians were a practical common 
sense people who believed in 
orderly living on the live and let 
live principle. They were usually 
fair. They carried out their re- 
forms and methods of working 
together because they were one 
people. He thought we had our 
troubles ahead in the United States 
because of foreign and disorderly 
elements that claimed more than 
their just share and sought their 
ends by violence. 

Mr. Borch was born in Norway. 
After completing school he served 
on sailing and steam ships and 
took part in the annual wheat race 
in the old time “windjammers” 
that sailed around the horn from 
Australia to Norway. In 1913 he 
came to the United States and en- 
tered the export business. Later he 
worked and learned hardware 
with Marshall-Wells Co. of Du- 
luth, Minn. 

He tells an interesting story of 
the late A. M. Marshall. When 
Mr. Marshall made him a pro- 
position young Borch asked to go 
back and consult his father. Mr. 
Marshall was impressed. He told 
him it was a good idea and gave 
him time to go over and return. 


Mr. Borch married Miss Bea- 
trice Jenssen of Mobile, Ala., and 
they now have two sons at school 
in Norway. He states the boys are 
determined to come to the United 
States and make their fortunes 
here. 

Now here is a most interesting 
point about a custom and law in 
Norway. No one is allowed to go 
into business in that country with- 
out passing a business examina- 
tion. Unprepared inefficients are 
considered an economic waste and 
a danger to orderly business. If 
passed you are given a business 
diploma or letters patent — then 
you can open shop. When Mr. 
Borch returned to Norway from 
the United States he spent two 
years in a hardware store prepar- 
ing for his business examination. 
These letters patent must be re- 
newed every year but examina- 
tions are not necessary. 

Norway has high taxes — city 
and state. There are income and 
sales taxes and old age pensions. 
The average tax paid by the aver- 
age man is 20 per cent on his 
income. Taxes on large fortunes 
are especially heavy. The base of 
taxation is much broader than 
ours and all are expected to pay 
something for running the govern- 
ment. There’s no large “escape 
class” as with us. 

Schools, books and universities 
are free and there are libraries 
everywhere. There is no illiteracy 
in Norway. The schools teach, 
English, French and German. 
American books, magazines and 
papers are to be found in all the 
local literary clubs and libraries. 

Finally, unemployment is al- 
most unknown. No one suffered in 
Norway throughout our recent de- 
pression. As a people they are 
not rich but there is work and food 
for all. 

Mr. Borch is still a young man 
and at present represents a very 
important group of American 
hardware manufacturers. He plans 
to remain in this country until 
about the first of January 1940, 
and between now and then he is 
hoping to make some additional 
connections with American fac- 
tories. 
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. «2020 Ridge Ave., Dept. HA - Evanston, Ill. 








gives you 
and yourcustomers 


larness hardware gets kicked 
around more by farmers than 
anything else they own. Sub- 
ject to dirt, abuse and every 
element of the weather, harness 
hardware has to be tough. 
Toughest of all is Imperial—a 
50-year old line built to last 


( y longest under these conditions. It’s 
heavy, rugged hardware, finished in 


Flat 
Snap 
a thoroughly workmanlike manner. Lead- 
ing dealers, everywhere, prefer it for these 
qualities. Specify this famous line from your 
Buckle _— 


It costs no more 


sep Bit and Snap Co., Racine, Wisconsin 












11L HELP 
YOU STEP- 


UP 


SOLDER SALES 





and economy. The famous Gardiner Repair-All 
will win you the cream of the big home market. 


@ It's easier to sell Gardiner Solders. Users everywhere 
know the Gardiner trade mark as a sign of highest quality, uniformity 





Household Package 
Farmers, mechanics, 


garages and other |, 5, and 20-pound spool buyers show a marked 


preference for solders bearing this brand name. 


Solder by name from your jobber. 


ee S. Campbell Ave., Chicago, ttl. 


Order Gardiner 

















if you are going to change your address 


please notify the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 


HARDWARE AGE, 239 West 39th St., New York, N. Y. 
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PRAYS, dips or brushes 

to a satin smooth fin- 
ish. For exterior or interior 
use on wood, metal or 
brick. Will not lose its 
brilliance regardless of 
how long it stands on shelf. 
¥% pt. to 5 gal. cans. 


At America’s Lowest Price for Such Quality! 


SHEFFIELD BRONZE POWDER & STENCIL CO. 


Order from your jobber. Jobbers—write for details. 
CLEVELAND, OH|O Ss 

















It’s a NATIONAL 


BRAND PRODUCT 
Tested and Guaranteed 


If you're looking for a perfect non-bleeding easy to 
work caulking compound we've got it. We offer both 
knife and gun consistency at the same price in all 
sizes from % pts. to 55 gal. drums. All colors of 
caulk at one low price. Cartridges, and caulking «uns 
offered in a wide selection. Write today for samples, 
descriptive matter and the new low price schedule. 


pera are 
CAULKING 
COMPOUND 


Fv henateaintie tae 
00) i sire essiend Obie 








1081 W. 11th St. 
Cleveland, Ohio 





pa Our prices will attract you! « 


JAYE MANUFACTURING 
INCORPORATED 























FOR CONTINUOUS 
PERFORMANCE 





E.C. ATKINS AND COMPANY e 410 SOUTH ILLINOIS STREET @ INDIANAPOLIS @ INDIANA | 






CROSS 


SAWS 
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A HAPPY 
TO US 
THE DAWN OF 
IM TTY 
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MAKERS OF LANTERNS FOR THE WORLD SINCE 1840 


NOW tow 








For years the big seller in the 
big 10c bottle—now also 
packed in cans from %-pt. to 
1 gal. Nationally advertised! 
Priced right! Ask your jobber, 
or write us giving your job- 
ber’s name, for full details. 
THE McCORMICK SALES CO. 
420 Light St., Baltimore, Md. 
McCormick & Co. (Canada) Ltd. 
Toronto, Ontario 




















Ace Hardware Corp. Ace Conven- 
tion meeting, exhibit, banquet, and en- 
tertainment. January 22, 23 and 24, 
1940, at company headquarters, 1319 S. 
Michigan Ave., Chicago, III. 


Alabama, The Retail Hardware As- 
sociation of, convention and exhibit, 
May 14-16, 1940, at the Tutwiler Hotel, 
Birmingham, Ala. J. H. Crowe, 410 
N. 2lst St., Birmingham, is association 
secretary. 


American Hardware Manufactur- 
ers’ Assn. meeting jointly with the 
Southern Hardware Jobbers Associa- 
tion, the latter’s Golden Anniversary 
Convention, April 8-11, 1940, at Palm 
Beach, Fla. Headquarters, Palm Beach 
Biltmore and Whitehall Hotels. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association. T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the southern jobbers 
association. 


American Hardware Supply Co. 
Spring Merchandise Show, meeting and 
banquet. January 29 and 30, 1940, at 
the company headquarters, 41 Terminal 
Way, South Side, Pittsburgh, Pa. 


Arkansas Retail Hardware Associa- 
tion, convention and exhibit, Feb. 19-24, 
1940, at Little Rock. Headquarters and 
sessions at Marion Hotel. Exhibit at 
J. T. Robinson Memorial Auditorium. 
George L. Turner, 322 E. Markham St., 
Little Rock, is association secretary. 


Bigelow & Dowse Co. National 
Hardware Stores meeting, exhibit, ban- 
quet and entertainment. February 22, 
1940, at the Boston City Club Ball- 


room, Boston, Mass. 


California Retail Hardware Asso- 
ciation convention and exhibit, Feb. 
13-15, 1940, at the Hotel Whitcomb, San 
Francisco. LeRoy Smith, 417 Market 
St., San Francisco, is association sec- 
retary. 


Connecticut Hardware Association 
convention, Feb. 22-23, 1940, at the 
Hotel Taft, New Haven, Conn. Charles 
F. Freeman, Branford, Conn., is asso- 
ciation secretary. 


Cooking and Heating Appliance 
Manufacturers, Institute of, seventh 
annual convention at the Netherland- 
Plaza Hotel, Cincinnati, Ohio, Dec. 13 
to 15, 1939. 


Georgia Retail Hardware Associa- 
tion, annual convention tentatively set 
for May, 1940, at Atlanta. Specific data 
not yet available. Robert K. Boswell, 


Coming 


Corrected each tissue 
according to latest data 


Box 977, Atlanta, is association secre- 
tary. 

Golf Tournament of the Eastern 
Hardware Golf Assn., June 6 to 8, 1940. 
at the Cavalier Hotel, Virginia Beach. 
H. L. Gilliam, The Wood Shovel & Tool 
Co., 9 Rockefeller Plaza, New York 
City, is secretary-treasurer. 


Housewares Show of the House 
Furnishing Manufacturers Association 
of America, Room 628, Palmer House, 
Chicago, Ill., will be held Jan. 7 to 13, 
1940, at the Palmer House, Chicago, IIl. 


Housewares Show of National 
Housefurnishing Manufacturers’ Asso- 
ciation, 228 N. La Salle St., Chicago, 
will be held Jan. 7 to 12, 1940, at the 
Stevens Hotel, Chicago. 


Illinois Retail Hardware Association, 
convention and exhibit, Feb. 27-29, 
1940, at the K. C. Hall, Springfield. 
C. G. Gilbert, 1155 Merchandise Mart, 
Chicago, is association secretary. 


Indiana Retail Hardware Associa- 
tion, convention and exhibit, Jan. 30- 
Feb. 2, 1940, at Indianapolis. Sessions 
and exhibit at Murat Temple. Head- 
quarters, Hotel Lincoln. G. F. Sheely, 
915 Security Trust Bldg., Indianapolis. 
is association secretary. 


Intermountain Hardware and Im- 
plement Dealers’ Assn. convention, 
Feb. 14-16, 1940, at the Bannock Hotel, 
Pocatello, Idaho. E. Bell, 211 S. Ninth 
St., Boise, Idaho, is association secre- 
tary. 

Iowa Retail Hardware Association, 
convention and exhibit, Feb. 6-9, 1940, 
at Des Moines. Sessions at Hotel Savery. 
Exhibit at Coliseum. Philip R. Jacob- 
son, Mason City, is secretary. 


Kentucky Hardware and Implement 
Association, convention and_ exhibit, 
Jan. 23-25, 1940, at the Seelbach Hotel, 
Louisville, Ky. J. M. Stone, 1009 Seel- 
bach Hotel, Louisville, is association 
secretary. 


Marshall-Wells Company. Asso- 
ciate Congress at Duluth, Minn., on 
Jan. 29, 30 and 31, 1940; at Portland. 
Ore., on Feb. 12, 13 and 14; at Spo- 
kane, Wash., on Feb. 5, 6 and 7; and 
at Billings, Mont., on Feb. 19, 20 and 
21. Clerk schools will be held in 1940 
at Duluth, Minn., on Feb. 5, 6 and 7; 
at Portland, Ore., on Feb. 19 and 20; 
and at Spokane, Wash., on Feb. 12 
and 13. 


Michigan Retail Hardware Associa- 
tion, convention and exhibit, Feb. 6-9, 
1940, at Detroit, Mich. Sessions and 
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Conventions and Events 


headquarters, Statler Hotel. Exhibit, 
Convention Hall. H. A. Daschner, 1112 
Olds Tower Bldg., Lansing, Mich., is 


association secretary. 


* Minnesota Retail Hardware Asso- 
ciation, convention and exhibit, Feb. 
20-23, 1940, at the Minneapolis Audi- 
torium, Minneapolis, Minn. C. J. 
Christopher, Nicollet at 24th St., Min- 
neapolis, is association secretary. 


Mississippi Retail Hardware and 
Implement Association convention, June 
10-11, 1940, at the Markham Hotel, 
Gulfport, Miss. David O. Mansfield, 
P. O. Box 1696, Jackson, Miss., is as- 
sociation secretary. 


Missouri Retail Hardware Associa- 
tion, convention and exhibit, Feb. 13-16, 
1940, at Auditorium, St. Louis. L. C. 
Kreh, 2861 Gravois Ave., St. Louis, is 
association secretary. 


Mountain States Hardware and 
Implement Association, Jan. 15-17, 1940, 
at Cosmopolitan Hotel, Denver, Colo. 
John T. Bartlett, 637 Pine St., Boulder, 
Colo., is association secretary. 


National Contract Hardware Ass’n 
will meet in Chicago, Ill., Sept. 24-26, 
1940. 


National Retail Hardware Asso- 
ciation, 4lst annual Congress, July 15 
to 18, 1940, at the Hotel New Yorker, 
New York, New York. Rivers Peterson 
is managing dir@ctor of the association 
with headquarters at 915-935 Security 
Trust Bldg., Indianapolis, Ind. 


Nebraska Retail Hardware Associa- 
tion, Jan. 30-Feb. 1, 1940, convention 
and exhibit, Omaha. Sessions and head- 
quarters at Hotel Rome. Exhibit at 
Municipal Auditorium. Edward C. Her- 
manson, 325 Insurance Bldg., Lincoln, 
is association secretary. 


New England Hardware Dealers’ 
Assn., convention and exhibit, Feb. 27- 
29, 1940, at Statler Hotel, Boston, Mass. 
Hubert A. Meier, 140 Federal St., Bos- 


ton, is association secretary. 


New York State Retail Hardware 
Association, convention and_ exhibit, 
Feb. 20-23, 1940, at Rochester. Sessions 
and headquarters, Hotel Seneca. Ex- 
hibit at Convention Hall. 


North Coast Hardware and Imple- 
ment Dealers’ Association convention 
about Feb. 22 at the Multnomah Hotel, 
Portland, Ore., Theo S. Coy, Olympic 
Hotel, Seattle, Wash., is association 
secretary. 


North Dakota Retail Hardware As- 
sociation, convention and exhibit, March 
5-7, 1940, at Memorial Building, Bis- 
marck. Louise J. Thompson, Grand 
Forks, N. D., is association secretary. 
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Ohio Hardware Association, conven- 
tion and exhibit, Feb. 13-17, 1940, at 
Columbus. Sessions and headquarters 
at Deshler-Wallick Hotel. Exhibits at 
Auditorium. John B. Conklin, 175 S. 
High St., Columbus, is association sec- 
retary. 


Oklahoma Hardware and Implement 
Association, convention and_ exhibit, 
Feb. 6-8, 1940, at Municipal Auditorium, 
Oklahoma City. Charles F. Nelson, 301 
Key Bldg., Oklahoma City, is associa- 
tion secretary. 


Pacific Northwest Hardware & Im- 
plement Association, convention and ex- 
hibit, Feb. 19-21, 1940, at the Daven- 
port Hotel, Spokane, Wash. Dale 
Strong, 523 Realty Bldg., Spokane, is 
association secretary. 


Packaging Exposition and Confer- 
ence, 10th annual, March 26 to 29, 
1940, at the Hotel Astor, New York 
City. Sponsored by the American Man- 
agement Assn., 330 W. 42nd St., New 
York City. 


Panhandle Hardware and Implement 
Association, convention and_ exhibit, 
Jan. 29-30, 1940, at the Herring Hotel, 
Amarillo, Tex. C. L. Thompson, Can- 


yon, Tex., is association secretary. 


Pennsylvania and Atlantic Sea- 
board Hardware Association, conven- 
tion and exhibit, Feb. 26-29, 1940, at 
Philadelphia, Pa. Headquarters, Ben- 
jamin Franklin. Sessions and exhibits 
at Convention Hall. W. Glenn Pearce, 
400 N. Broad St., Philadelphia, is asso- 


ciation secretary. 


Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 19-21, 1940, at Long Beach, 
Headquarters, Hilton Hotel. Sessions 
and exhibits at Municipal Auditorium. 
J. V. Guilfoyle, 1126 Rives Strong Bldg., 
Los Angeles, is association secretary. 


South Dakota Retail Hardware As- 
sociation, convention and exhibit, March 
12-14, 1940, at Sioux Falls. Headquar- 
ters, Cataract Hotel. Sessions and ex- 
hibit at Coliseum. Earl Erlandson, Cot- 
tonwood, is association secretary. 


Southern Hardware Jobbers’ As- 
sociation Golden Anniversary conven- 
tion held jointly with the American 
Hardware Manvfacturers’ Association, 
April’ 8-11, 1940, at Palm Beach, Fla. 
Headquarters, Palm Beach Biltmore and 
Whitehall Hotels. T. W. McAllister, 
1020 Grant Bldg., Atlanta, Ga., is sec- 
retary of the southern jobbers’ associa- 
tion. Charles F. Rockwell, 342 Madison 
Ave., New York City, is secretary of 
the manufacturers’ association. 


Tennessee Retail Hardware Asso- 
ciation, convention and exhibit, Feb. 





Red Devil, 
GLASS CUTTERS 


New standard handles 





































































on all models. Heavily 
plated and polished. 


Perfect finger rest. 
Long-life, machine 
made uniform alloy 


TREO DEVic 


steel wheels. 


Oversize hard bronze 
axle, smooth opera- 
tion. Pregreased. 
Rustproof. 


LANDON P. SMITH, INC. 
IRVINGTON, WN. J. 


New VISIBLE DISPLAY! 


GLASS CUTTERS + GLAZIERS POINTS + GLASS PLIERS 
PUTTY KNIVES +» WOOD SCRAPERS + PAINT CONDITIONERS 
FLOOR SANDING MACHINES + ELECTRIC FENCERS 














SLIPKNOT 
- FRICTION - 


TAPE 


Highest in Quality, 
Competitive in Price— 
Attractively Packaged— 





Sold only through 
reputable wholesalers. 


PLYMOUTH RUBBER COMPANY, Ine. 
CANTON, MASS. Fo 




















89 





Triple Lock 
“Lead Seal" 


CHICAGO 


The DENISTON Co. 








STEEL MORTAR BODS 

. - — No dripping onto 
ag ee CLAD 7 the user's back. 
uy Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
tly reinforced. 










26”x12" 


The fork is 
port on n 11%" pressed from 
deep heavy gauge 

steel. 


Write for prices. 
The Cleveland Wire Spring Ce. 
E. 38th St. and Hamilten Ave. 

* @ Cleveland, Ohic J J 

















The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sele Manufacturer 
15 Hathaway Street, Boston, Mass. 


\ 














The Popper That Puts ‘ 


E-Z CORN POPPER 


The Original Rotary Corn Popper 
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The Pop in Pop Corn 


Use Any Kind of Heat 


Ask Your Jobber 


0. S. KEENE MACHINE CO., - ELKHART, IND. 

















15 days- 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 











DENISTON 
NAILS 


Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 


by “bump”... Send for samples. 
4840 South 
Western Ave. 


6-7, 1940, at the Hotel Andrew Jackson, 
Nashville. R. K. Boswell, Box 68, Chat- 


tanooga, Tenn., is secretary. 


Texas Hardware and Implement As- 
sociation, convention and exhibit, Jan. 
23-25, 1940, at the Hotel Adolphus, 
Dallas, Tex. 


Mill Supply Convention, 
April 22-24, 1940, at the Adolphus 
Hotel, Dallas, Tex., comprising the 
Southern Supply & Machinery Distrib- 
utors’ Association, secretary, Alvin M. 
Smith, Smith-Courtney Co., Richmond, 
Va.; National Supply & Machinery Dis- 
tributors’ Association, secretary, H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., and the American Supply & Ma- 
chinery Manufacturers’ Association, sec- 
retary, R. Kennedy Hanson, 1108 Clark 


Triple 


Bldg., Pittsburgh. Pa. 
Virginia Retail Hardware Associa 
tion, convention, Feb. 20-21, 1940, ai 





the Hotel Roanoke, Roanoke. G. T. 
Omohundra, Jr., Scottsville, Va., is sec- 
retary. 


Western Retail Implement and 
Hardware Association, convention, and 
exhibit, Jan. 16-18, 1940, at Kansas 
City, Mo. Headquarters, Hotel Presi- 
dent. Exhibit, Municipal Auditorium. 
H. L. Covert, 322 Scarritt Bldg., is as- 


sociation secretary. 


West Virginia Hardware Associa- 
tion, convention, Feb. 21-22, 1940, at 
the Frederick Hotel, Huntingdon, W. 
Va., H. B. Clower, Oak Hill, is associa- 


tion secretary. 


Wisconsin Retail Hardware Associa- 
tion, convention and exhibit, Feb. 6-9, 
1940, at the Auditorium, Milwaukee, 
Wis. H. A. Lewis, Stevens Point, is 
association secretary. Geo. W. Kornely, 
3374 N. Green Bay Ave., Milwaukee, is 
exhibit manager. 





TWO CHRISTMAS WINDOWS 











Here are two Christmas windows which were featured during the 1938 
holiday period by the Wimberly & Thomas Hardware Co., Inc., Birming- 
ham, Ala. The upper one is devoted to flatware, fireplace fixtures and a 
variety of gifts suitable for the home. The lower display is devoted to 
wheeled goods of all kinds. Each window had a background suggestive 
of the Christmas season which aided in drawing the attention of passers- 

by to the displays. 
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MASONS WOOD AND ALUMINUM S 
SAND’S-STEVENS SURFACE AND LINE 
Write for Catalog 


SAND'S LEVEL & TOOL CO. 


8631 Gratiot, Detroit, Mich. 








ND’S CARPENTERS WOOD AND AL 
TILE SETTERS’ WOOD AND ALUMINUM 


TELL THE TRUTH 








World's Standard 
For 48 Years 
“Factory Built-In Accuracy" 














GENUINE AJEY PRODUCTS 





HARDWARE SPECIALTIES 
Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 


mm 






Established 1879 


atso HAYING TOOLS anp 
‘BARN EQUIPMENT 


“Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 





BRANCH HOUSE - COUNCIL BLUFFS, IA. 














New MITRE KIT 


a Dandy for Home and 
School Workshops 


A precision 
unit with cadmi- 
um guide post ac- 
curately indexed 
for 45, 67% and 
90 degree cuts, 
right and left, 
Saw has cutting 
depth of 2%”. 
Handles sizes as 
large as 2 x 4. . 

signed for carpenters, model builders, screen and picture 












frame cutting, manual training and many other shop, school and 
home purposes. 
Not a toy, but a lifetime unit. Jobbers and dealers handling are 


aon with the demand. Write today for our liberal wholesale propo- 
sition. 


THE BAKER McMILLEN CO., 342 E. Miller Ave., Akron, Ohio 








Want a GoodPosition? 


The quickest and surest way of securing « 
good position is through the Classified Oppor- 
tunities Department of Hardware Age. 


Hardware Age will put you in touch with 
Hardware concerns who want help and look 
for it in the Trade-paper that reaches the 
greatest number of readers. 

Send your copy with remittance to 


HARDWARE AGE 
Classified Oportunities Dept. 
239 West 39th St.. New York City 
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CAN OPENER 
COMBINATION 









NN 
— NN 


CAN OPENE a 
TOs STEEL OLA: 
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Order No. 160-B.C. Vaughan’s Improved CAN OPENER 
COMBINATION ... BOTTLE OPENER... CORK SCREW 
... AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 













NEW PROFIT~— For You! 
with PUNCHET soncues 


This 
SALES DISPLAY 


stands out like a lighthouse in 
a fog—makes your shoppers 
buyers because this is the great- 
est buy in ticket punches since 
the blizzard of ‘88. Order NOW 
—at least a gross if you want 

‘\. to put the Profit Punch in your 

Wy Punch Sales. 

28 Made Only By 


The Wm. Schollhorn Co. 
414 Chapel St., New Haven, Conn. 
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e&® STAR Hack Saw Blades ® e 


Tungsten and ‘‘Moly’’———Hand and Power 
CLEMSON BROS., INC.— MIDDLETOWN, NEW YORK 
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All-In-One CEMENT 


Everlastingly strong. Ce- 
ments wood, glass, china, 
metal, linoleum, tile, paper, 
leather and  bric-a-brac. 
Non - inflammable, trans- 
parent, no odor, not sticky 
to handle. In % and 1 oz. 
bottles, % pt., 1 pt., 1 at. 
and 1 gal. cans. Retails 
from 10¢ to $3.50 ea. in or- 
der given. In Display Car- 
ton that sells it. 


All-In-One Cement Company 


4633 Page Bivd., St. Louis, Mo. 

















(f y THE com PES... SIZE 
, “4 More Sales With Color 


The variety of colors for 
the different amperages — 2-color 
cartons and 7-color display box at- 
tract attention. The "Plus Values" 
turn interest into sales. It all adds 


up to more PROFIT for you. 
Ask a * Jobber 


COLOR TOPS 





TRICO FUSE MFG. CO. 


WISCONSIN 


MILWAUKEE 














KEY BLANKS 


OF EVERY DESCRIPTION 





Catalogue on Request 
GRAHAM MFG. CO. 


Derby, a oat MU. S. A. 








DASE 


TOOLS and 
CUTLERY 





MADE Ky At ror YOU, 


MR. of RETAILER / LER / 


ASK YOUR JOBBER 








STEEL PRODUCTS CORP. *<"4412 























ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 

Write for prices. 


Rochester Sash Balance Co., Inc. 
Rochester, N. Y. 











Lele) 4 


SMART.NAILS 


CM WA/L 





The “Yankee” 


CLIPPERS 





Open, it’s a sizable, business- 
like tool; closed, it’s as sleek 
as a pen knife — all due to 
new “swivel” lever. Attrac- 
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tive card displays one, stores 
eleven. Retail, 15¢. ‘At job- 
bers. Send for price sheet. 


The H. C. Cook Co. 


27 Beaver St., Ansonia, Conn. 











The “WHO MAKES IT?” issue of 
HARDWARE AGE enables you to 


quickly locate sources of supply and 


helps you answer many questions re- 


garding brand names, products, etc. 


Shelter Island Heights, N. Y.: 
Who makes the Rotetiller cultivator? 
William T. Hallman. 


ANSWER: Rototiller, Inc., Troy, 
New York. 


Oakland, Md.: Who makes pony 
wagons? A. D. Naylor & Company. 


ANSWER: Standard Vehicle Com- 
pany, Lawrenceburg, Ind. 


* * * 


DeFuniak Springs, Fla.: Where can 
we buy John Maddock & Sons “Eng- 
land” Royal vitreous chinaware? 


Fisher Hardware Co. 


ANSWER: Theo. Haviland & Co., 
Inc., 26 W. 23rd Street, New York, 


N. Y. 


Derby, Conn.: Who makes revolv- 
ing brass ventilators to be placed in 
windows? Bennett’s. 


ANSWER: Protective Ventilator 
& Screen Corp., 17 E. 129th Street, 
New York, N. Y. 


Jessup, Pa.: Please furnish ad- 
dress of the Boorum & Pease Co., 
manufacturers of duplicate order 
books. Waiso Hardware Store. 


ANSWER: 84 Hudson Avenue, 
Brooklyn, N. Y. 


* * * 


Syracuse, N. Y.: Please furnish 
address of the Nic Projector Corp. 
Alexander Grant’s Sons. 


HARDWARE AGE 











MAKES IT?” 


Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


ANSWER: 458 Broadway, New 
York, N. Y. 


Jackson, Ohio: Where can we pro- 
cure gas fountain pens and tear gas 
guns? Callahan & Hess. 


ANSWER: R. F. Sedgley, Inc., 
2311 N. 16th Séreet, Phila., Pa., and 
American Munitions Co., 2919 Indi- 
ana Avenue, Chicago, III. 


Lake Placid, N. Y.: Who makes 
the Whirl-Dry electric clothes wash- 
er? Lake Placid Hardware Co. 


ANSWER: Quick Service Electric 
Co., Jenkins Arcade, Pittsburgh, Pa. 


Dover, N. H.: Who makes the Kel- 
ley rotary surfacer for cement? F. 


W. Neal & Co. 


ANSWER: E. B. Kelley Co., Inc., 
48-37 Vernon Avenue, Long Island 
City, N. Y. 


Buffalo, N. Y.: Who makes the 
Oxford double barrel shot gun? E. 
S. Ferrell & Sons. 


ANSWER: Special brand of Bel- 
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knap Hardware & Mfg. Co., Louis- 
ville, Ky. 


Brighton, Mass.: Who makes 
Soilax cleaning compound? I. Car- 
toof. 


ANSWER: Economics Laboratory, 
Inc., 914 Guardian Bldg., St. Paul, 
Minn. 


Paulding, Ohio: Who makes a re- 
peating rifle marked New England 
Arms Co.? J. P. Crain Hardware. 


ANSWER: Special brand of 
Rohde Spencer Co., 273 W. Madison 
Street, Chicago, III. 


Hickory, N. C.: Who makes the 
Essex gun? Abernethy Hardware 
Co. 


ANSWER: Special brand of Bel- 
knap Hardware & Mfg. Co., Louis- 
ville, Ky. 


Yonkers, N. Y.: Who makes a 
laboratory gas stove marked B.D.M. 
Co.? J. Sipkin & Sons. 


ANSWER: Buffalo Dental Mfg. 
Co., 150 Kehr Street, Buffalo, N. Y. 


Kitefpeed Way a na 


1435 









SpeedWay, for 30 years lead- 
ing manufacturers of industrial 
electric tools, now brings the 
hardware trade its first com- 
plete line of quality electric tools fer 
the home workshop that: Is Priced te 
sell in volume in every community. . . 
is widely advertised . . . carries a full 
profit margin . . . of which each tool 
is correctly designed, of correct speed, 
full capacity and powered by a specially 
wound high torque SpeedWay tool moter 
(110 v. universal). Streamlined and finished 
in 2-tone (blue and lacquered white metal) ac- 
tually thousands on thousands of these tools have 
an a since they first were introduced late 
‘ast fall. 


No. 69 Drill has 4%” capac- 
ity in steel, handle and gear 

L]/ housing die cast, operating | 
: speed 1000 R.P.M. 











No. 129 Grinder operates at 20,000 | 
R.P.M. (has high speed essential to | 
efficient grinding) with small stones | COMBINATION 
and collets for 1/16” and 3/32” arbors. | STAND 


| 
No. 250 Kit consists of No. 69 Drill, | $@o9s | 
No. 129 Grinder and 5 accessories in | 3 | 











attractive steel display carrying case. | 
Router Frame converts Grinder into CB” 
free router or shaper. 

Drill Stand takes either Drill er 
Grinder. 

Bench Grinder complete with 
motor, 2 wheels, rubber feet, carry- 
ing handle, cord and plug. 





ROUTER 





Circulars, displays, counter sheets 
furnished. Write for catalog sheets. 


SPEEDWAY MFG. CO. 








1836 S. 52nd Ave., Cicero, Ill. 








ADE-O-MATIC 
SWING 
CORN POPPER 


It roasts the 
corn while it 
is popping... 
and pops 
every kernel. 





WRIGLEY BLDG. 
«CHICAGO, ILL. 


ADE-O-MATIC C 








Just one item in a com- 
plete line of WIRE 
GOODS for the HARD- 
WARE TRADE. 

SPECIFY 
HINDLEY WIRE GOODS 


WIRE SPECIALTIES 
BRIGHT WIRE GOODS 
COTTER PINS 
EYE BOLTS 
Sold Only Through Regular Hardware Trade Channels. 


MFG. CO. 
HINDLEY VALLEY FALLS, R. I. 














BRUSH'NU 
| Sells fast 















BRUSH-NU COMPANY ,. 





BALTIMORE MARYLAND | 











‘Chansthied Opportumitiea, Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  _Clansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words...... $3.00 
All me maximum, 50 words... 4.00 
ich additional word........ .06 


Positions Wanted 
(Special Rate) set solid, maximum, 
Pe MEE kecesceseces Cocceccese .50 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—e-— 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 











| Positions Wanted =| 





| Positions Wanted | 


[Positions Wanted | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso 
tiated Placement Bureau, 152 West 42nd Street, 
New York City. 








YOUNG MAN WITH CHAUFFEURS LI- 
CENSE desires position driving and assisting 
outside salesman 3 years expe ience in 
metal rolling industry Willing worker, good 
appearance, pleasing personality and quick 
to learn Write 


Box No. D-769, care of HARDWARE AGE, 
239 W. 39th St., New York City 














MY FIFTEEN YEARS’ EXPERIENCE in the 
manufacture and sale of electrical appliances is 
now available to manufacturer of similar products, 
either in internal or external sales organization. 
Last six years Pacific Coast manager for well-knows 
Eastern manufacturer. Know hardware and electrical 
jobbers and department store accounts. Ability to 
address jobbers’ sales force and handle demonstra- 
tions and promotions. An interview will oring forth 
sales record of results. Free to travel anywhere. 

Address Box D-718, care of HARDWARE AGE, 

239 W. 39th St., N. Y. City 








of 


Young merried man of twenty-seven 

with five years’ chain store and hardware experience; 

window trimming and counter layout a specialty be- 

sides a good knowledge of all phases of store opera- 

tion; also linoleum mechanic and glazier. A perme- 

nent location desired with future dependent upom 
roduction. 


ability and pi 
AL LEMMON 
10 West 4th Ave., Clearfield, Pa. 

















BOOKKEEPER, ACCOUNTANT, 29, MAR- 
RIED, 10 years’ experience in hardware and 
electrical supply fields. Capable of taking com. 
plete charge, preparing financial statements, tax 
returns, etc. esires a permanent or part time 
position in the above fields—one requiring initi- 
ative and responsibility. Address Box D-653, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





SALESMAN, 10 YEARS’ EXPERIENCE 
SELLING TO the hardware jobbers, department 
stores and larger dealers throughout the New 
York Metropolitan area desires connection with 
a reputable manufacturer. Can furnish A-1 ref- 
erences. Address Box D-740, care of HARDWARE 
Aor, 239 W. 39th St., N. Y. City. 

SAT ES MANAGER—- FOURTEEN YEARS’ 
VARIED experience with one of most successful 
appliance distributors in the country. Qualified 
for connection as Manager Appliance Div. job- 
bing house, District Manager, or Manufacturer’s 
Agent. Now employed. Address Box D-767, 
=e of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


SALESMAN TEN YEARS CONTACTING 
HARDWARE jobbers, wholesalers, mill supply, 
builders’ supply, oil well, railways, industrials, 
electrical goods, auto accessories, department 
stores, house furnishings, chains, unit buyers, 
large dealers. Texas, Oklahoma, Arkansas, 
Louisiana. Desires direct factory connection for 
this territory. Address Box D-697, care of 
Harpware Acer, 239 W. 39th St., N. Y. City. 











HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail hardware, paints, etc., 
glazing, window trimimng, ete., desires position 
with retail firm interested in increasing sales 
through better display both in windows and store. 
Glad to prove worth by trial with reliable con- 
cern. Now employed. Interview desired. Address 
Box D-731, care of Harpwarv Acer, 239 W. 3° 
St.. me. 3s Coe. 

SPECIALTY SALESMAN, 32, NOW CON- 
TACTING wholesale, retail hardware and paint 
trade in Louisiana and Mississippi wishes to 
sever present connection. Would like to hear 
from 2 reliable manufacturer of quality products. 
Commission and expenses or salary and expenses 
acceptable. Will furnish excellent references. 
Address Box D-763, care of Harpware Ace, 239 
W. 39th St.. N. Y. City. 











HARDWARE, TOOLS, MILL SUPPLY 
AND builders’ supply man, 20 years owner of 
business, 10 years with jobbers and factory. 
Capable store arrangements, displays, stock keep- 
ing, credit and collection, purchasing. Want in- 
side position only. Moderate salary. Age 51. 
Address Box D-748, care of Harpware Acer, 
239 W. 39th St., N. Y. City. 


DO YOU NEED A BUILDERS’ HARD- 
WARE MAN? I am 30 years old and married. 
T have had 12 years’ experience in both buying 
and selling for a builders’ hardware manufacturer. 
Prefer wholesale or retail connection doing 
around $100,000 annually. Presently employea 
and only interested in permanent proposition. 
If you need somebody to build up your builders’ 
hardware sales, here’s your chance! Address 
Box D-742, care of Harpware Ace, 239 W. 39th 
St... N. Y. Citly. 








DID ALL WORK ENTAILED IN a hardware 
store, including display, repairs of every sort, 
stock, inventory, motor deliveries, some selling, 
and has a technical training, a knowledge of 
tools and machines, and practical ideas. Wishes 
to be broken in as a steady hand for the next 
few years. Willing to start for $20 and will con- 
sider less only if the job holds promise of 
permanency and a_ substantial future salary. 
Shall gladly call on request. Address Box D-749, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


A WELL-QUALIFIED AND _ EXPERI- 
ENCED salesman with 14 years traveling experi- 
ence wants position as manufacturer’s represen- 
tative with well-rated responsible firm. Last six 
years spent calling regularly on jobbers, depart- 
ment stores, and better hardware retailers in 
states of Illinois, Indiana, Michigan, and Wis 
consin. Well acquainted with volume buyers. 
Character and ability will bear strictest investiga- 
tion. Available January first. Address Box 
D-750, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 











PURCHASING AGENT, 9 YEARS’ EX. 
PERIENCE in the wholesale hardware and 
electrical manufacturing field. Age 29. Now 
employed. Desires position with future and oppor- 
tunity for advancement. Any location. Excellent 
education. Best of references. Address Box 
D-665, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





SALESMAN—15 YEARS’ EXPERIENCE. 
WELL known to industrial and retail buyers in 
Metropolitan New York and New Jersey. Wants 
connection with manufacturer of industrial line 
Experienced salesman and purchasing agent. 
Married. Best references. Address: H. A 
Payeur, 363 Linden Blvd., Brooklyn, N. Y. 





SALESMAN DESIRES POSITION. HAS 
TWELVE years’ experience selling the hardware, 
building, fishing tackle, and sporting goods trade 
of Southern New York State. Manufacturer's 
line desired, but would sider a sp Ity ling 
for large jobber. Best of references. Can go 
anywhere. Address Box D-727, care of Harv 
ware Ace, 239 W. 39th St, N. Y. City. 








ENERGETIC AND AMBITIOUS. YOUNG 
MAN, 23 years old, single, desires position. Has 
had eight years’ experience in the hardware, paint, 
plumbing and housefurnishing line, also thor- 
oughly experienced in the gas range field and 
major electrical appliances, such as refrigerators, 
washing machines, etc. Address Box D-746, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





TIME ON MY HANDS: Resigning present 
connection as direct factory sales representative. 
Trade covered: automotive, hardware, wallpaper 
and paint, both wholesale and retail, also whole- 
sale grocers, wholesale paper, and wholesale sun- 
dries concerns. Territory covered: all New 
England. Record this year from Jan. 1, 1939, 
to Dec. 1. 1939, 160 new accounts. Total number 
of active accounts now being called on approxi- 
mately 400, all of whom are contacted every 6 
weeks. I have the accounts and the time and 
can practically guarantee to get satisfactory re- 
sults with a good fast moving line to go to the 
above trade. Must be a direct factory con 
nection on a salary and expense basis or draw- 
ing account against commission basis. Sales 
record, character and business references will 
satisfy your most exacting requirements. Address 
—Harry Martin, Suite 6, 5 Vinal St., Allston, 
(Boston) Mass. 








postage for remailing. 


Samples of Merchandise. Literature, Catalogs, etc.. will not be forwarded unless accompanied by full 
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| . Positions Wanted | 





Accounts Wanted | 








SALESMAN, YOUNG, ENERGETIC, EX- 
CELLENT BUSINESS and sales background. 
Metropolitan New York territory. Experienced 
contacting and selling industrial, institutional 
real estate and building trade. Adaptable to any 
line of business. Real hard worker, responsible 
and has own car. Address Box D-755, care of 
Harpware Acer, 239 W. 39th St., N. Y. City. 











[Sales Representatives Wanted | 





SALESMEN: AMAZING PATENTEV 
SCREW-HOLDING screw drivers! Defy com- 
petition! Jobbers, retailers buy quantities. Big 
repeats, exclusive territories. 15% commission. 
Mf’r 80-S Journal Bldg., Boston, Mass. 





MANUFACTURERS’ AGENTS WANTED 
CALLING ON hardware, automotive, and plumb- 
ing supply trade, to handle a popular-priced line 
of vises. Commission basis. Give full par- 
ticulars, as to lines handled, territory covered, 
etc. Address Box D-752, care of HarDWARE 
AcE, 239 W. 39th St., N. Y. City. 








(—= 

TRADE SALESMAN WANTED 

FOR STATE OF FLORIDA 

EXCEPTIONAL OPPORTU- 
NITY for experienced salesman 
who has sold Paint Stores, Hard- 
ware Stores and Lumber Yards. 
The man we want must have good 
acquaintanceship in this field and 
be a capable salesman with a 
proven Sales record. 
Remumeration: Salary and ex- 
penses. 
Address replies in confidence to— 

VITA-VAR CORPORATION 


Newark, New Jersey 














BUILDERS’ HARDWARE SALESMAN, 
UPPER NEW YORK State territory; car neces- 
sary; state qualifications. Address Box D-764, 
care of Harpware Ace, 239 W. 39th St., N. Y. 


City. 





COMMISSION SALESMEN WITH ESTAB- 
LISHED RETAIL trade to sell an improved 
hardware specialty. Give full details of experi- 
ence and territory. Address—Box 519, Free- 
port, Illinois. 





HARDWARE MANUFACTURER DESIRES 
A COMMISSION salesman for Illinois and 
another for Wisconsin. Exclusive territories 
awarded. Will only censider men having estab- 
lished clientele among hardware jobbers and re- 
tailers. Address Box D-765, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 





SALESMAN WITH CAR FOR THE New 
England states, to sell a well-established line of 
Builders’ Hardware Specialties on a commission 
basis. About three hundred open accounts to 
start with. Would prefer party who is acquainted 
with the wholesale and retail hardware and 
lumber trade. Address Box D-762, care of 
Harpwarr AcrF, 239 W. 39th St., N. Y. City. 





FACTORY REPRESENTATIVES! A LINE 
OF MERIT. Complete stock of stove springs 
and clips. Numerous requests prove there is 
large potential demand. Tie up now with our 
Fall large space advertising campaign. Writs 
now—ask about exclusive territory franchise. 
Address—California Spring Company, Inc., Est. 
1923. Dept. CA, 1746 South Los Angeles St., 
Les Angeles, California. 





SALESMEN WANTED WHO CALL ON 
either electrical or hardware jobbers, and dealers, 
lighting fixture and lamp manufacturers, sign 
and display, manufacturers, to sell our line of 
electric wiring devices on commission in _terri- 
tories west of Pennsylvania and south of Wash- 
ington, D. C. Address Box D-757, care of Harp- 
waRE Ace, 239 W. 39th St., N. Y. City. 





SALESMAN: SIDE LINE STAPLE MER- 
CHANDISE. Ideal for salesman calling on 
hardware, housefurnishing and department stores. 
Protection on all business in territory. State 
lines now carried and territory covered regularly. 
References. Address Box D-766, care of Harp- 
warE Ace, 239 W. 39th St., N. Y. City. 





PAINT SALESMEN-—-GOOD OPENING 
FOR 2 qualified men with some paint following 
among the larger jobbers, dealers, mill supply 
houses, lumber yards, etc. The line is attrac- 
tive, large and complete, with several fast-selling 
specialty items. Confidences respected. Address 
—The White Company, Manufacturers since 
1919—East Biddle Street, Baltimore, Md. 





WE WISH TO MAKE AN EXCLUSIVE AR- 
RANGEMENT WITH REPRESENTATIVES 
IN MINNESOTA, IOWA, MISSOURI, ILLI- 
NOIS, INDIANA, MICHIGAN AND WIS- 
CONSIN. THIS COMPANY MANUFAC. 
TURERS REGULAR SCRUB MOPS, TIP- 


STITCH SCRUB MOPS, REMOVABLE 
SWAT POLISH MOPS, SOAP POWDER, 
POTASH SOAPS, LIQUID HAND SOAP 


AND SCRUB SOAP, DRAIN PIPE OPENER, 
TOILET BOWL CLEANER AND LYE, DIS- 
INFECTANTS, DEODORANTS' AND _IN. 
SECTICIDES. ITS BUSINESS HAS BEEN 
CONFINED TO CHICAGO, AND WE NOW 
WISH TO CONTACT OUTSIDE TRADE 
SUCH AS GROCERY JOBBERS, TAVERN 
SUPPLY, TANITOR SUPPLY, HARDWARE 
STORES. ETC. OUR COMPLETE LINE IS 
NOW READY FOR PROMPT DEIIVERY 
ADDRESS—J. A. MEINHARDT & CO., 440 
NORTH HALSTED STREET, CHICAGO, 
ILLINOIS. 























Successful Salesman of Builders’ Hardware, 
tools and related specialties seeks non-competing 
lines for representation in Metropolitan New York 
area. Wou also consider permanent connection 
with one manufacturer, preferably for territory men- 
tioned. Enjoy wide acquaintance among wholesalers 
and retaiiers and can furnish ample favorable refer- 
ences as to character and ability. Available imme- 


diately. 
Address—MURRAY L. ReTen, 
1809 Phelan Place, Bronx, N. Y. City. 











MANUFACTURERS’ REPRESENTATIVE 
—ESTABLISHED 20 YEARS WANTS addi- 
tional lines for Indiana and Kentucky. Builders’ 
hardware specialties, tools, or kindred lines pre- 
ferred. Large personal following among jobbers 
and large retailers assures you of thorough dis- 
tribution among all classes of trade. Address 
Box D-759, care of Harpware AcE, 239 W. 
39th St., N. Y. City. 








| Bariness Opporitunitiea | 











WE WILL PURCHASE FOR OASH 
Any Quantity of 
HARD WARE—TOOLS—PAINT, ete. 
Write what you have to offer. 
MAZER BROTHERS 
The Bourse Phila., Pa. 


Note: We are also cash buyers of entire 
stocks of merchandise—no stock toe large or 
too small. 


how 











MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jokbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





WANTED: ESTABLISHED HARDWARE 
OR SPORTING goods store in Washington or 
Oregon. Would consider other Western States. 
A medium-sized business is preferred. Will pay 
cash for right proposition—one that will stand in 
vestigation. Address—Box 66, Gillette, Wyoming 





FOR SALE—HARDWARE STORE IN one 
of the most populated sections of Queens, N. Y. 
Doing good volume. Sincere reason for selling- 
ill health. Handling—hardware, paints, janitors’, 
electrical and plumbing supplies with a fair 
volume of housewares. Address Box D-758, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 








$10,000. FOR MILL 
SUPPLIES | BUSINESS. ESTABLISHED 
OVER TEN YEARS IN NEW_ JERSEY. 
NOW DOING APPROXIMATELY $50,000 
PARTNER CAN BE EITHER OUTSIDE 
SALESMAN OR INSIDE MAN, OR AN 
AMALGAMATION. ADDRESS BOX D.-753, 
CARE OF HARDWARE AGE, 239 W. 39TH 
ST... ¥. Crry. 


PARTNER, WITH 





FOR SALE-—LONG ESTABLISHED HARD- 
WARE, tools, plumbing supply business having a 
record of many years in the same _ location— 
Midtown New York City. A business of this 
type is seldom available—can be bought at less 
than inventory value. Inventory approximately 
$20,000. Complete pipe and machine shop. For 
particulars address—Box D-768, care of Harp- 
waRE Ace, 239 W. 39th*St., N. Y. City. 








Help Wanted 





SALESMEN WANTED—HARDWARE 
MANUFACTURER, NATIONALLY known, 
well established lock line (not builders’ hard- 
ware), desires services of hustling representative 
to solicit jobbers, mid-west territory, Duluth to 
St. Louis on commission. Must be well estab- 
lished. [n reply state lines now handled, terri- 
tory covered. Address Box D-751, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





MANUFACTURER OF A COMPLETE 
LINE of modern frames for glass ovenware wants 
representative to wholesale hardware jobbers. If 
you have successfully sold houseware buyers, con- 
tact us for a fast selling line with large volume. 
10% commission on all sales in territory. If 
interested give full particulars, especially terri- 
tories covered. Address Box D-761, care of 
Harpware Ace, 239 W. 39th St., N.Y. City. 


DECEMBER 14, 1939 





JUST RETURNED FROM AN _ EXTEN- 
SIVE trip through South America which offers 
manufacturers an immediate outlet for all hard- 
ware lines, also machine tools, lathes, cutlery, 
kitchenware, domestic electric appliances, etc. 
Also automobile and truck body hardware. Have 
immediate outlet for above lines. Address Box 
.? care of Harpware AGE, 239 W. 39th St., 





REPRESENTATIVE FOR ESTABLISHED 
MANUFACTURER AND importer, with office 
and show room in New York City, has permission 
to handle another high-class line on commission. 
Covers the better hardware, marine, sporting 
goods and department store outlets from Boston 
to Philadelphia. Can give concentrated effort to 
a new line. Address Box D-756, care of Harp- 








ware AcE, 239 W. 39th St., N. Y. City. 





HARDWARE MAN, EXPERIENCED ONLY. 
RETAIL store. Must be able to make window 
and store displays. State experience and salary 
wanted. References. Address Box D-754, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





HARDWARE BUYER: IF YOU _ ARE 
AMBITIOUS AND ABOUT 30 


FROM YOU PROVIDING YOU HAVE HAD 
PRACTICAL BUYING EXPERIENCE WITH 
A MIDWESTERN HARDWARE JOBBER, 
KNOW SOURCES OF SUPPLY AND WILL. 
ING TO LIVE IN CHICAGO. STATE EX 
PERIENCE, EDUCATION, AND SALARY 
EXPECTED. ADDRESS BOX D-730, CARE 
OF HARDWARE AGE, 239 W. 39th STREET, 
NEW YORK CITY. 
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EDLUND KITCHEN TOOLS 
Sell Fast At Christmas 


CAN OPENERS 
EGG BEATERS 
JAR OPENERS 
CAP REMOVERS 





Ideal as Christmas 
gifts, they are also 
quality products that 
the receiver will appre- 
ciate the year ’round. 
Priced within reach of 
every customer. A 
great combination that 
will help boost sales 
and profits. 


Ask Your Jobber 


Edlund Company — 


Burlington, Vermont 


Genui"° DOMES & SILENCE 


Seer EL Y - SOFTLY - 


Ask your Jobber 


SMOOTHLY 
SAVE FURNITURE 


& FLOORS-CREATE QUIET 


of Silence 
Glide 


supplied write to 


DOMES of SILENCE, Inc., 5 Pearl St. N.Y. C. 
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Republic Steel Corporation 
Republic Steel Corporation (Wire 
Division) 


> 
a 


Reynolds Wire Co. ........-..+- — 
Rich Ladder & Mfg. Co., The .. — 
Richards-Wilcox Mfg. Me iver _ 
Rixson & Co., Oscar C. ........ 54 
Robertson, Arthur R. ........ 90 


Rochester Sash Balance Co., Inc 92 
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Rogers Isinglass & Glue Co.... — 





Rotenone Prod. Co., Inc. 
Ruby Chemical Co. ........ ait 
Ryerson & Son, Inc., Jos. T. ... — 


s 


Samson Cordage Works ........ 
Sand's Level & Tool Co. 
Sandvik Saw & Tool Corp. 
Savage Arms Corp. ........ 
Schacht Rubber Mfg. Co. 
Schaefer Brush Mfg. Co. 
Schalk Chemical Co. 
Schatz Mfg. Co. .... 
Schlueter Mfg. Co. 
Schollhorn Co., The Wm. 
Sentinel Radio Corp. .......... 
Shapleigh Hardware Co. ...... — 
Sheffield Bronze Powder & Stencil 












So. 

Shelby Spring Hinge Co. ...... 86 
Sherman Mfg. Co., H. B. ...... 84 
ere oo 
PEE Gilg BE ac ccecceccoanscoe _— 
DEPP EGNO GR, ccccccccccsscs _— 
Meee BERG, OO. ..ccccccesee 86 
Skuttle Co., J. L., ae ceaene us — 
Smith & Co. bk Me Bs eo ceccsevee — 
Smith, Inc., Ag it Ssianires:s 89 
Smith & Sons, Seymour ........ -— 
Soilicide Lab., Inc. ..........+.. —_ 
Be-Le Werks, Ime. ....sccccces —_— 
Speedway Mfg. Co. ............ 93 
Standard Fence Co. ........... a 
Stanley Tools, Div of the Stan- 

| Sr Pre rrrrr “= 
Stanley Works, The .......... 16 
Star Heel Pinte Co. ..sccccccs -= 
Stevens Arms Co., J. ......... — 
— Iron Works Co., Inc., 


getne-A: Way Steel Prods. Co.. 


T 


Taylor Instrument Companies .. — 
—a Coal, Iron & Railroad 

Ib  Aiwiasdvee.0ds 00045.0.04629005.2 — 
po errr re rere — 
— & Son Co., The Henry 


Toro “Mite. Co. 


a 


Trico Fuse Mfg. Co. . ose ae 
RSA er re 83 
Triplex Screw Co., The ........ — 
Tubular Rivet & Stud Co. .. -— 
Turner, Day & Woolworth Han- 

Ge We hc. cusasesgnede oes — 





U 


Union Fork & Hoe Co., The ... — 
Union Hardware Co. ........... 47 
Shs We Ce SES cc ccevccaces -— 
United Stove Co, 2... cccscccces. 75 
Universal Equipment Co. ...... — 
Utica Drop Forge & Tool Corp... — 


Vv 


Vaughan & Bushnell Mfg. Co.... 
Vaughan Novelty Mfg. Co., Inc. 
Vischer Products Co. ........ 
Vent-A-Hood Co., The ........ 
We Sh esdescn cancun 
Vichek Tool Co., The .......... 


w 


Wabash Appliance Corp. ....... 
Wall Rope Works, Inc. cone 
Warren Tool Corp. ......ccee.. 
Warwood Tool Co. ..........-.. 
Washburn Co., The ............ 
Western Cartridge Co. ........ 
Westfield Mfg. Co. .......+++.- 
Westinghouse Electric & Mfg. 

A bc ctheedeneweseseedoende 
Wickwire Brothers ............ 
Winchester ~~ ie Arms Co. 
Wiss & Sons Co., J. ......+.+-- 
Wood Shovel & Tool Co. ...... 
Wooster Brush Co. 
Wright Steel & Wire Co., G. F. 


Yy 
Yale & Towne Mfg. Co., The ... 


(4S, TORCHES 


WHEN THE COLD 
WAVE COMES 
The store with torches in stock 
gets the sales. 
No. 800 QUART SIZE 


Low priced without the sacrifice 


of the well known C & L Quality. 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICH. 











Mouldek RUBBER GOODS & Speciale 




















PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co 


370 ATLANTIC AVE: BOSTON:MASS: 





New Business Opportunities. ie 
THE TRUE TEMPER TAPER FORGED SHOVEL 


THE TRUE TEMPER DYNAMIC HAMMER 
THE TRUE TEMPER TOMMY AXE 


Have set new highs...in buyer preference 
...in sales... because of tremendously 
improved design... utility... value. 


For your profit’s sake... be the first to display and promote 


TRUE TEMPER Prooucts 


THERMOS 


»9E MARK REG. US 















BRAND VACUUM WARE 


MADE ONLY BY 


THE AMERICAN THERMOS BOTTLE COMPANY 
NORWICH, CONNECTICUT 
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Simplify Your Stock Taking with the 
Harpware Ace Wuirte Inventory SHEETS 


Actual size of sheets 99 by 12 inches over all; writing area 
8 by I1'/ inches. Sheets printed on both sides of good 


- 








white bond paper, with 28 entry lines on each side. PRICE $1 


for 200 sheets (400 pages) plus 25¢ mailing charge. 


You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 


leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11,200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple, convenient and handy 


to use. The WHITE INVENTORY SHEETS are 





























the best ever—they are even more simple, more 


convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 


supply today. 





ccenesncsussssceseccannsssusnnsntil® MS Catt@ott.nceaccneseccncnccceccconanenene 


HARDWARE AGE 
239 West 39th Street, New York, N. Y. 


Gentlemen: 

See ee Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
chargoi. Alo send me..........Binders (50¢ each). Send these to me by return mail. 
ID 6 Sessa Sacre Mae L sod ca the k ddn tee ae Cd danag ae ee EO TE. 6 uiscle paw cdaedt'ss ses csden naa omemneas dain dene Baaeeee 
ee Si, Ce MAM ARES ESOP Deva tre IE 0 is ccedicaiaees.c 
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One Side 
SINGLE 
CcuT 
e 


Other Side 
DOUBLE 
cuT 
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NICHOLSON “Handy” File 


Your customers can see at a glance that this is the “handiest” file of all 


to buy. One side is double cut. for fast metal removal: the other side 
single cut, for sharpening and finishing jobs. It’s two files in one, with 
a convenient rounded self-handle and hang-up hole. 

It’s “handy” for you to sell, too! The compact little display box of one 
dozen takes very little space on your counter. It shows off the files in their 
individual Cellophane wrappings. Put one on your counter and let it 


work for you! Nicholson File Company, Providence, Rhode Island. U. S. A. 


The “Handy” File is nationally advertised in 
Saturday Evening Post, Popular Science, Popular 
Mechanics, Farm Papers, and Homecraft Papers. 


La] 
. 


No wonder it’s “the best known file in America 


A FILE FOR EVERY PURPOSE 





“BLUE RIBBON 
| \% [4 
se pe 


foi Si 


5 Wai Ne 
39 /DAISY 
“ 


ie «—-s STOCK THESE FINER SOLES THAT - 
mal = STICK TIGHTER—GIVE SATISFAC- 
TION AND PAY YOU A LONG PROFIT! 


This season make your store headquarters for DAISY Blue Ribbon 
SOLES. Get in a complete stock right away and give them promi- 
DAISY KITCHEN SPATULA nent display in the window and feature them on your counter. | 
—— These fine soles have a very impressive tread design which, coupled 
ho with the attractive four color display card to which they are 
PES. 10 attached, give these soles tremendous sales appeal. They look 
better and they wear better—that’s why they sell so fast. Remem- 
ber, too, only Daisy Blue Ribbon Soles are made under patent 
No. 1917737, which means they stick tighter than any other sole. 


Order Blue Ribbon Soles now—start making more money on Rubber 
Soles and Heels than ever before. Check your stocks on all other 
Daisy products pictured on this page. 





Call Your Jobber or Write Us Direct 


SCHACHT RUBBER MFG. CO. 
HUNTINGTON INDIANA 





au 
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